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Force Feed Oilers Standardized for Stock 





F 
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DETROIT LUBRICATOR (COMPANY. 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 


OR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
ping id PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 











DETROIT, U.S. A. 


























Themselves 





Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 

















When writing to Advertisers please mention MILL Suppiins. 






































“Pre-tested Leather Belting 


|| proves the value of 
fine workmanship 


Tories is a tendency among belt makers to talk 







O have standardized 
T belting qualities each 

of our belts is built 
to be standardized when 
it is finished. Our method 
is nearly all handwork— 
and costs more—but the 
finished belts take a higher 


test rating and last longer 


of leather quality to the exclusion of any talk of 

the need of skilled craftsmanship in the build- 
ing of belts. Fine workmanship in belt making is as 
necessary to long life belting as is fine leather. 


—muc yer as 
weh longer as a rule. ——s 


ts Leather is not a uniform material and as no belt is 
Pressman Matching Leather an 


y better than its poorest piece, our highly skilled 
labor and our careful workmanship are absolutely required in the production 
of pre-tested leather belting. 

Very few people appreciate how very much hand work by skilled labor is needed when 
belts are made as we make them. In our plant we study and test each piece of leather and 
treat each piece individually so that the finished product is standardized and uniform. We 
liave assembled and trained our forty-five belt pressmen—who are the ones who actually build 
the tested leather into belts—in a knowledge of belting leather and a knowledge of belt 
building—and each of these pressmen is 
a highly skilled expert in making uni- - a ° 
form and well made belts. They are itago eitin pan 
each responsible for the belting they see Sink ‘Manufacturers of Belti 

PrrrspuRG ng 
CLEVELAND 


make—every ten feet bearing the signa- 119 NorrH GREEN STREET Sav mncsin 
ture of the pressman who made it. DIALER CHICAGO, USA some wasn 


Write for descrip- ) 
tion of our pre- 
tested method of 
standardizing leath- 


er belting qualities. 

















Do You Want Bigger, 
Better Business ? 


The CAPITAL Line will bring a big increase in 
your sales of industrial brooms and brushes. The 
line is high-quality merchandise that brings steady 
repeat business. It sells easily and profitably 
against any competition. 






And then there’s our sales co-operation, that 
brings you business right from the start. Write us 
for the details of this proposition. It’s worth real 
money to you. 


Indianapolis Brush & Broom Mfg. Co. 
126 Brush Street, Indianapolis, Ind. 


Send 
for this 
Book! 


Industrial Brooms and Brushes 
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“SATISFIED” 


That Is What You Will Say After Trying 


C. D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 


NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


: . Manufacturers of a Complete Line of MALLEABLE AND 
Made of Heavy Pattern Air CAST IRON PIPE FITTINGS Write for Catalogue 


P 1 ey —_ af 


. DELTA PLES 


File Insurance 























The Highest 
Grade File Made 


“‘The File You Will Eventually Use’’ 
DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 
































HE difference between a “U. S.” and any other 


S t e a mMm S p e . 1 a l t 1 e x portable electric drill is instantly obvious to the 


mechanic who uses it—and shortly after to the man 
who employs him, when he sees his work speeded 
up and his men finishing the day with far less fatigue. 
ONSISTENTLY adver- 
tised for years in lead- 
ing trade journals to con- 


Write for catalog 20P and details of jobber and 
dealer plan. 















Separators sumers and dealers. 
Steam Yhe UNITED STATES 
Oil Long known to all users ELECTRICAL TOOL CQ 
Air of high pressure steam. CINCINNATI, OHIO, 
Traps Your salesmen can take District Sales Offices and Service Stations 
ae orders and be assured of Boston Detroit Milwaukee Philadelphia 
- prompt delivery. ) er A St. Louls 
Exhaust Heads Columbus 
Cast Iron Most jobbers stock Swart- 
Strainers wout Traps and Junior Feed 
Sediment Water Heaters. UNITED 
Feed Water Heaters Ss t t Steam Special DRILLS 
Open Type Resgycinnt “tis ‘ P DRILL 
ties made exclusively by 








Complete stocks 
carried in all 


THE SWARTWOUT COMPANY ee em. 
Cleveland, Ohio 
Successors to The Ohio Body & Blower Company 


Plants at : 
Cleveland, Ohio Orrville, Ohio 








Ghe Good Mechanic Knows! 
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AN EXAMPLE OF EFFICIENCY 
WITH TOLEDO TOOLS 


Here is an excellent example of efficiency with Toledo Tools 
on a big contract job. 





This picture taken in the basement of the new Shelton Club 
Bldg., a new 30 story structure being erected in New York 
City, shows a “TOLEDO” Power Drive, operating a 
“TOLEDO” Pipe Cutter cutting off 8” pipe. A ‘““TOLEDO”’ 
No. 3 tool is ready to be swung onto the cut end to thread 
it, with not a moment lost. 


“TOLEDO” PIPE TOOL EQUIPMENT 


eliminates lost moments and unnecessary labor. The thou- 
sands of contractors now depending on ““TOLEDOS”’ to cut 
and thread pipe, will testify to “TOLEDO” superiority in 
the pipe tool field. They are undeniably the most perfect, 
most efficient pipe tools in use today. 





= 


This new “TOLEDO” 
Catalog G is now 
ready for distribution. 


THE TOLEDO PIPE THREADING 
MACHINE CoO. TOLEDO, OHIO 


NEW YORK OFFICE, 50 Church Street 








GEARS 


S MOOTH running; correct in design, ; 
accurate and true to pitch, Caldwell v 


gears are bound to please you. We make ae 

all types — machine-molded, cut tooth, : I N J E C T O R S | 
mortise gears, worm gears, etc. Learn 

more about Caldwell-Link-Belt Service. 








. 500,000 
Let us figure with you next time you are ‘ , 
in tie stan satisfied users of U. S. Automatic 

° Injectors requiring repairs and re- 
placements, together with an as- 


H. W. CALDWELL & SON CO. _Link-BELT Company, owner 2 sured and proper profit to the job- 
ber through our established resale 
Dallas, Texas, 709 Main Street—Chicago, 17th Street and prices, make U. S. Automatic 


Western Ave.—New York, Woolworth Bldg. 


Injectors a satisfactory and profit- 
able line for any jobber to handle. 




















American Injector Co. 
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WALWORTH 





For steady sales— 
stock Walworth products 


From coast to coast the name Walworth 
stands for a line of valves, fittings and tools 
that is second to none in its completeness 


for all the requirements of industrial engi- 
neering. 


There is a Walworth product outstanding 


in quality and mechanically right for every 
specification. 


Mill supply dealers who stock the Wal- 
worth line have thus a double assurance of 
steady sales in the national reputation and 


comprehensive list of Walworth’s 23,000 
items. 


Your customers specify “Walworth” be- 
cause they know Walworth quality and be- 
cause they want installation parts that have 
been standardized and co-ordinated to work 
together. 


Can you supply them? If you can’t you'll 
find it worth while to get in touch with one 
of our representatives. 


WALWORTH MANUFACTURING CO., Boston, Mass. 


Plants at Boston and Kewanee, III. 


Chicago Cleveland Kewanee, Ill. London, Eng. New York 


Philadelphia Portland, Ore. Seattle San Francisco Youngstown 


WALWORTH INTERNATIONAL CO., NEW YORK, Foreign Representative 


























23,000 Different Items 


Valves, Fittings, Tools for Steam, Water, Gas, Oil and Air 
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DUMORE 


2) 





























Type A Drill | Grinders for Every Grinding Neea 1 
Sensitive, accurate, 


portable. Drilling MERICA’S leading metal working 


— 2 aes industries, desiring to obtain exact- 
sturdy universal ing limits at the least possible cost, 
slg Po~ oot are equipping their plants with DU- 
alternating or di- MORE High Speed Grinders. Experi- 
rect current. A ence has shown that these precision 
quality tool rea- ° ° 
sonably priced. tools are invaluable because of their 


ability to economically perform a wide 
variety of close grinding operations in 
tool room and shop. In many instances 
these handy tools are being used ex- 
clusively for production work where ex- 
treme accuracy is required. No. 3 Multi-Speed 
' Grinder 

Used Wherever Small Holes are Drilled 


Bani those who like to do a good job 





No. 1-BD Drill quick, there is no greater saver of 





time and labor than DUMORE Gear- No. | Ve a 
ed Electric Drills. Easy to handle— 2-AG Ai (cs 
convenient to operate, these light weight Grinder ™ | oa . 
No. 2-BD Drill tools can easily be carried about from ; ho: ' 


Bench type. Capacity 
1/4” in steel. Drills to 
center of 8” piece. Rack 
and pinion feed. Adjust- 
able table. 


place to place. They eliminate expensive 
teardowns and do away with slow, tire- 
some handwork. 


Special Motors for Special Applications 


UMORE Fractional H. P. Motors, 
because of their unfailing dependa- 
bility, appeal strongly to those man- 
ufacturers of electrical appliances who 
appreciate the merchandising value of a 
motor which does not have to be pampered. 








Proved Sellers! 


OU run no risk in stocking up with No. 2-CG 
these universally accepted, quality Grinder 


tools. Dominant advertising, plus 
an established reputation for consistent, 
long-lived performance, makes it easy No. 2-OG 
to sell grinders, drills and motors bearing Grinder 
the DUMORE name. That’s why num- 
erous hardware and mill supply jobbers 
are experiencing quick turnovers at a 
good profit on DUMORE products. 
The same opportunity is presented to 
you—why not grasp it? Jobber’s dis- 
counts and full details of our selling 


plan furnished on request. Write to- 
day! 


» fe 
WISCONSIN ELECTRIC COMPANY 


4659 Sixteenth Street $3 33 $3 $s Racine, Wisconsin 
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How Can 


Sh 2 
WOOD 
SPLIT 
PULLEY 
RUST? 
CRYSTALLIZE? 


SLIP ON THE SHAFT? 
SHEAR AT THE RIVET? 
CAUSE BELT SLIPPAGE? 

Give anything but satisfactory service? 


IT CAN’T— 


IT'S A WOOD 
PULLEY 





Write for Dealers’ 
Proposition 





REEVES PULLEY 
COMPANY 


Columbus, Indiana 





























Die Edgemont @ Eriction Clutch 


Safety 
Demands 
the use 
of 
Friction 


Clutches 











OWER presses are 

the cause of more in- 
juries to workmen than 
any other machine, unless 
it is the circular saw. 


Every press should be 
equipped with a friction 
clutch on the line shaft to 
give the operator quick 
and positive control of his 
machine. 


With the wide and in- 
creasing use of small 
punch and power presses 
in metal working indus- 
tries, an opportunity for 
the sale of friction clutch- 
es is open to every supply 
and machinery dealer. Let 
us tell you about Edge- 
mont Clutches and Edge- 
mont engineering service. 


THE EDGEMONT 
MACHINE CO. 


DAYTON, OHIO 























Do Your 


Customers 
Know— 











THAT if they are using old style transmission 
bearings, their production costs are higher 
than they should be? 


THAT friction and wasted lubricating oil are 
a continual drain on net profits? 


THAT from 15 to 25 per cent of fuel or power 
can be saved by installing Bond Roller Bear- 
ings? 


Tell them that 





are simple in design, self-aligning, dust-proof and 
durable. 


THAT they can be installed without much labor 
and with no loss of operating time. 


THAT they are used in a great many mills and 
factories where standards of transmission equipment 
are high. 


It is to your advantage, as well your custom- 
ers’, that you call these facts to their atten- 
tion. Our illustrated folders can help you. 
Tell us how many to send you. 


Bond Foundry & Machine Co. 


Manheim, Lancaster County, Pa. 


Chicago Office: Reeves Bond Sales Co. 
Clinton and Monroe Sts. 


New York Office: Bond Foundry & Machine Co. 
173 Lafayette St. 




















Patented and Patents pending 


“Be Sure it’s a ‘Bond’ with 
Electrically Welded Steel Collars” 
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“Not the Hasty 
Products of a Day 
But the Well- 
ripened Fruit of 
Wise Delay” 






































For 66 years we have made 








an exclusive and. exhaustive 
study of equipment for trans- 





mitting power in the indus- 
tries. 











Each unit—from the smallest 
pulley to the most powerful 
clutch — is designed to carry 











its load in the most positive, 














efficient and economical man- 
ner, to withstand long, hard 





service and to eliminate the 
faults and failings common to 
equipment in its class. 











A big undertaking, but we 
have a big, well-equipped plant 
and staff of experienced en- 
gineers to back it. 


Results justify our objective 
and endorse our claims. 


If you, Mr. DEALER, have a 
customer whose problems are 
unusual, let our engineering 
department help you—for de- 
tails of this co-operative serv- 





ice and complete catalog, ad- 
dress 
a 


} 
4 Fi 
a ad 


TBWoods Sons Co. Chambersburg Pa. 
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Made Under &S is ) Supervision 











Save Your Customers the Cost 


Of an Engine or Motor of Greater Horsepower 


WIEN 20 to 50% more power is required, 
the natural thing for a customer to think 
is that he needs a larger engine or motor. But 
the best thing to think of is whether he is deliv- 
ering to his machines practically all the power 
he is developing or purchasing. 


He is not delivering a full quota of power if he 
is using plain-bearing line-shaft equipment for it 
consumes in friction about 40% of the power 
supplied to it. From 60 to 80% of this power 
loss can be released for useful work by changing 
over to Skayef self-aligning ball-bearing equip- 
ment, thus increasing the effective power avail- 
able by 20 to 50%—sufficient most likely for his 
additional needs. 


Furthermore a changeover to ball-bearing equip- 
ment means good profits for you and an instal- 








HANGERS 


(IMPROVED TYPE) 


lation that pays for itself in two years, yielding 
your customer an annual return of 50% there- 
after on his investment. On the other hand the 
purchase ofa new engine or motor means a heavy 
initial expense and a heavy expense year after 
year to your customer for additional fuel or elec- 
tric energy which is merely dissipated in need- 
less friction, heat and wear. 


Equipment that pays such a large annual return 
is easy to sell to both new and old industrial 
plants regardless of their horsepower require- 
ments for profits in business are becoming more 
and more dependent upon the elimination of 
needless wastes. 


Full particulars of our jobber-dealer proposition 
gladly mailed on request. 





165 Broadway 
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THE SKAYEF BALL BEARING COMPANY 
New York Citv 
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Strong throughout—some parts 
extra strong. Built to resist 
where the wear and tear comes. 
Though MORCO Stillsons will 
perform the light tasks of home- 
putterers, they're built for severe 
service and brawny mechanics. 
You can sell them to both with 
full assurance you could not sell 
any better. 


MORCO Stillson Wrenches have extra 
strength in the teeth and a protecting 
shoulder on the bar which relieves 


frame and rivet of all strain. 


STILLSON 
THE ORIGINAL STILLSON PA 


MOORE DROP FORGING CO. 
Sprin¢field, Mass.US.A. 


New York Office Chicago Office London Office Paris Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 
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illow Blocks 


and Bearings 


Medart Pillow Blocks and Bearings—rigid or adjust- 
able—are made in any size or weight to stand the 
strain of engines or heavy machinery. Any bearing 
metal is supplied, with ring, wick, oil or grease-cup 
lubrication, as best suited. When writing for prices 
or details, advise fully the service required. 


Everything in Line Shafting Equipment 
Medart means everything in line shafting equipment—shaft- 
ing, couplings, collars, hangers, bearing supports, gearing, 
friction clutches, rope sheaves, belt tighteners, fly wheels, etc. 
These and many kindred items form the basis of the Medart 
line and place the organization in a position to successfully 
serve every power transmission requirement—immediately ! 


Get Catalog No. 43 


Our new complete catalog No. 43 is a handy reference book for 
Engineers, Designers, Mechanics and Power Users. Send for your 
copy today and submit specifications for estimate. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General! Offices and Works, St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh and New York. Office and Warehouse in Cincinnati 
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Dro p Hanger. Double 








Gearing. Whatever your Flange Coupling. Pressed brace, four-way adjustment, Cast-Iron Pulley. Sizes 
needs, we con supply them on shaft ends and faced to with either ring, collar, wick tange from 3-in. to 150-in. di 
Gears cut to 72-in. diameter. insure accurate alignment or plain oiling bearings. ameter, and up to 50-in. face 















































»>MEDAR?> eazs EVERYTHING “LINE SHAFTING EQUIPMENT 
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Master Salesmen Want New Connections 


Over thirty-five years of experience under 
keen competition have developed O-B Disc and 
Gate Valves into master salesmen. Always 
prepared to do their part, they are willing to 
join your group of salesmen in creating and sat- 
isfying new customers. 


Sixty seconds each minute—sixty minutes 
each hour—twenty-four hours each day—365 
days each year—they are ready to serve you. 


Can you use two real business getters on 
your sales force? 











Brass co. 


Mansfield, “7 Ohio,US.A. 
NEW YORK, 50 Church Street PHILADELPHIA, 710 Witherspoon Bldg CHICAGO, 343 So. Dearborn Street 
WM. P. HORN CO., Pacific Coast Agents San Francisco Portland Seattle Los Angeles 

















TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 


Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 






Have You a Catalog? 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 
305 N. Francisco Ave. Chicago, U. S. A. 
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Easy for You to Sell— 
Easy for Him to Machine 


UNTING Phosphor Bronze Cored 
and Solid Bars need no introduction 
to machine shop trade. 


every moving mechanism known to mod- 
ern industry. 


Machinists have always found Bunting 


When your customer learns that you 
carry a stock of Bunting Bronze he buys 
with every confidence in the quality of 
the metal. 


For Bunting Phosphor Bronze bars 
and Bunting Phosphor Bronze bushing 
bearings have demonstrated the high 
quality of this great general-purpose 
bearing metal for years. 

Thousands upon thousands of finished 
bushings of Bunting Bronze have gone 
into original production of practically 


Bronze bars to be free from flaws, of 
splendid machineability and accurate in 
every dimension. 


And the finished bushing or bearing 
made from Bunting Bronze always makes 
good in performance. 


31 stock sizes of Bunting Phosphor 
Bronze Cored and Solid Bars offer the 
jobber a comprehensive line. Write for 
Stock List 9. Get our jobbing data and 
terms. 





By (wmtation sem oer 














THE BUNTING BRASS & BRONZE COMPANY = 
TOLEDO, OHIO svc 


Branches and Warehouses at a 





Vew York Cleveland Boston Chicago 


; lev ; c n cag San Francisco 
15 West 54th St. 710 St. Clair Ave. N. E. 36 Oliver St. 722 So. Michigan Ave. 198 Second St. Cor. Howard 
Circle 0844 Main 5991 Main 8488 Wabash 9153 Douglas 6245 











BUNTING 2 
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Have You Met An 
S.G.E.? 


An S. G. E.—Sterling Grinding Engineer—is a shop man. A graduate 
of the only school of grinding there is—the school of practical experi- 
ence. 


He brings to industry this practical knowledge; he brings to industry 
a sincere desire to help make better grinding and better grinding re- 
sults, and he is supported wholeheartedly by this old and powerful 
organization; by a broad general policy of service, and by a back- 
ground of grinding experience as old as grinding itself. 


All this is giving impetus to the rapid development of grinding—more 
grinding and better grinding. And to mill supply jobbers this means 
business-building opportunities of the highest order. 


We solicit correspondence from those up and coming jobbers who 
appreciate our broad policies and who can join hands with Sterling 
Grinding Engineers in the business of creating more grinding and 
better grinding. 








A Complete Source 
of Supply 


“‘Cleveland”’ Grindstones 


Power or Hand Operated 
Mounted and Unmounted 
Iron and Wood Frames 
Commutator Stones 

Oil Stones 

Ete. 


Sterling Abrasives 


Sterlith Wheels 
Sterbon Wheels 
Vitrified Wheels 
Silicate Wheels 
Elastic Wheels 
of every size and shape 
Sterbon Round Knife Sharp- 
eners 
Sterbon Abrasive Files 
Sterlith Scythe Stones 
Sterling Bricks 


Sterling Grinding Machinery 


Bench, Floor, Swing Frame 
and Wet Tool Grinding 
Machinery 


The Sterling Grinding 
Wheel Co. 
Division of 

The Cleveland Stone Co. 


The Cleveland Stone Coa. 


CLEVELAND, New York and Boston 
.. and 30 N. Clinton Street, Chicago 


THE STERLING waieuns * WHEEL CO., Tiffin, O 


L. Best Co., Inc., New York Distributors 


STERLING ABRASIVES 


were tee 
nae ee 








AND STERLING GRINDING MACHINES 
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"NATIONAL 


FIRST" 


mparison 


To keep a step ahead of existing de- 
mands, and to be the pacemakers in 
this process of evolution of accuracy, 
that is the avowed aim of the National 
Twist Drill & Tool Company. 


vhed 
ccouracy 
by 


When our ancestors first fashioned their 


tools and implements from stones the 











standard of accuracy probably ended 
with the quarter inch. 





From that time up to the present day 
accuracy has been gradually developed, 
thru comparison with existing standards, 
until we now are wont to measure tools 


not only in thousandths but in ten- 


Whether it be a Twist Drill, Reamer, 
Milling Cutter or any of the Various 
Special Tools manufactured by us, we 
confidently invite your comparison of 
accuracy with other tools you are buying. 





thousandths of an inch. “NATIONAL FIRST” 


MANUFACTURERS 


of pARABOL)r 


MILLING CUTTERS 


TWIST DRILLS REAMERS MILLING CUTTERS SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT, U:S:A 


BRAN CHE S 


CHICAGO, ILL 
565 Washington Blvd 


NEW YORK, N. Y 
73 Warren Street 


PHILADELPHIA, PA 
43 North Sixth Street 


SYRACUSE, N. Y. 
107 Gifford Street 





BUFFALO, N. Y. 


76 Pearl Street f 
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Pressure Packings } 
° Perfect Valve Rings 
% Py Flax Packings | eee! : 
) ite High, Low and Medium Pressure | b Oe eae a 
Shect Packings . oe . 
Gaskets and Gasketing Material 
Asbestos. Wick and Rope 


Electric Heater Cord 


| Asbestos Textiles ee eS ine eae, 
aa | Cloth Yarn Cor } ies see eS BX ‘ 
" | Carded Fibre Braided Tubing oe oe i Ny 7 
“ : « - ‘ ? 





GENERAL ASBESTOS | 
Aa | & RUBBER CO. 











* ; : R , 
Main Offices and Factories: 
| . “= - 
F a | Charleston, S. C. 
yt 
oe | Branches: 
} New York, 299 Broadway 
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LEMLEY FRICTION CLUTCH JONES SAFETY SET COLLARS 








JONES UNIVERSAL 
DROP HANGER 
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W. A. Jones Foundry & Machine Company 


Main Office and Works: 4411 West Roosevelt Road, CHICAGO 
Branches: New York — Pittsburgh — Buffalo — Milwaukee 
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Power Transmitting 
Machinery 
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ALLIS CHALMERS 
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VNItmMan & Darnes twist 


Such high approval as is enjoyed by Whitman 
& Barnes among the greater manufacturing 
institutions of America, is evidence of the defi- 
nite excellence which Whitman & Barnes 
products possess. 

As in the case of Allis Chalmers, such en- 
dorsement is based upon superiorities which 
are determined by the user himself. 

Thus it is that Whitman & Barnes welcome 
every opportunity which affords a fair test 
comparison of their products. 

In fact, we know of few instances where a 
manufacturer has set out to lower his drilling 
and reaming costs and to speed up production, 
that he has not found “W. & B.” quality and 
service to offer him the largest advantage. 




















“W & B”’ Warehouses 


64 Reade Street, New York City 
565 W. Washington St., Chicago, III. 
139 Queen Victoria St., London, E. C. 4 





AKRON, OHIO 
Manufacturers of TWIST DRILLS AND REAMERS Exclusively 





yi f *} ; : 
lis Chalmers with 


s and Reamers 


These photographs 
show an Allis Chal- 
mers Compeb Mill, in- 
dicating the gigantic 
proportions of Allis 
Chalmers manufac- 
turing. 

Whitman & Barnes 
1%-inch ‘‘Hercules”’ 
drills are here used in 
drilling the heavy cast 
steel end heads of this 
Allis Chalmers Com- 
peb Mill. 


* * * 


Whitman & Barnes are 
glad to acknowledge the 
distinction which their 
association with Allis Chal- 
mers bestows. 

Whitman & Barnes are 
proud that in some meas- 
ure they are contributing 
to the extraordinary qual- 
ities of Allis Chalmers 
products. 

Little more could be said 
for Whitman & Barnes 
drill and reamer quality 
than that it is found ex- 
ceptionally good by people 
like Allis Chalmers. 
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) Indestuueanble 


WHITE SHEET 


\ Batching 


t\w 
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Holds joints tight against 
leakage under the most 
severe service, as it will not 
harden nor squeeze out when 
the bolts are drawn up. 


~All Y 
INDESTRUCTIBLE ~ 
Mae ITY 
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ZOEK BEN 
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NDESTRUCTIBLE > 


Sino 


Indestructible is a rubber packing of 
the finest quality, made tough and plia- 
ble. It will give long, dependable 
service on your steam lines, water lines, 


and for air, gas, ammonia, etc., it is un- 


equalled. 


Carried in stock in all thicknesses from 
1-32 inch to 1-4 inch in rolls 36 inches 
wide. 


RN 
Or 
= £2. 


V4 
INDESTRUCTIBLE 


Joints stay tight when packed with 
Indestructible White Sheet Packing. 


NEW YORK BELTING & PACKING LV. 


NEW YORK PITTSBURGH 
BOSTON ST. LOUIS 
CHICAGO SALT LAKE CITY 
PHILADELPHIA SAN FRANCISCO 


Ax | rN 


RUBBER GOODS FOR MECHANICAL PURPOSES 


TEST SPECIAL RUBBER BELTING—COBBS PISTON PACKING—FIRO SUPERHEAT SHEET PACKING— 
WATER HOSE— STEAM HOSE—FIRE PROTECTION HOSE 
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A Line That Satisfies 
These Live Wires 
Must Be Right 


Naturally we are proud to present the following list 
of Dealers who stock Jeffrey Machinery—who can in- 
sure to their customers quick delivery of Elevating 
and Conveying Equipment with 40 years of experi- 
ence back of it—Equipment which has demonstrated 
its ability to give long service with a minimum of 
repairs. 


H,. C, Freeman Co.— Boston, Mass, 
Ingersoll-Erskine-Healy, Ine.—Rochester, N. Y. 
Syracuse Supply Co.—Syracuse, N. Y. 

Chas. Millar & Son Co.—Utica & Binghampton, N, Y. 
Ryther & Pringle—Carthage, N. Y. 

H. P, Weller Co.—Erie, Pa. 

Carey Machinery & Supply Co.—Baltimore, Md. 
Jasperson Supply Co.—St. Marys, Ohio 

The Wirthlin-Mann Co.—Cincinnati, Ohio 
Smith-Courtney Co.—Richmond, Va, 

The Noland Co.—Roanoke, Va. 

Taylor-Parker Co.—Norfolk, Va. 

Moore-Handley Hdw. Co.—Birmingham, Ala 

J. E. Dilworth Co.—Memphis, Tenn. 

Keith-Simmons Co.—Nashville, Tenn, 

Cotton States Belting & Supply Co.—Atlanta, Ga, 
Georgia Supply Co.-—Savannah, Ga. & Jacksonville, Fla. 
Hyman Supply Co.—New Bern & Wilmington, N, C. 
Standard Supply Co.—New Orleans, La. 

Mill & Mine Supply Co.—Mulberry & Lakeland, Flu 
Briggs-Weaver Machinery Co.—Dallas, Tex. 

San Antonio Mach. & Supply Co.—San Antonio & Waco, Texas 
General Machinery & Supply Co.—San Francisco, Cal. 
Salt Lake Hardware Co.—Salt Lake City, Utah. 

E. C, Horne Machinery Co.—-Denver, Colo. 

American Supply & Machinery Co.—Omaha, Nebr. 
Standard Tool & Supply Co.—-Kansas City, Mo, 
Feenaughty Machinery Co.—Portland, Ore, 


Regardless of what kinds of conditions or services your cus- 
tomers have to meet, their elevating and conveying machinery 
demands can be met with Jeffrey Chains and Attachments, 
Buckets, Sprockets, Spiral and Belt Conveyor Fittings, and 
other supplies. 


Write for our Dealers’ Proposition. Your territory may be 
available 


Address Mill Supply Dept. 


The Jeffrey Manufacturing Co. 


968-99 North Fourth Street Columbus, Ohio 


JEFFREY 





Steel Helicoid Continuous Flight Conveyor, and Steel Spiral Sectional Conveyor, 
and Fittings, Manufactured and carried in stock. 











“‘Reliance”’ 
Riveted 
Malleable 
Type 
Chain 












A Good Gen- 
eral Service 
Chain for 
Elevators and 
Conveyors— 
also make ex- 
cellent Drive 
Chains. 







Qa a eis FST y 


Jeffrey 
Detachable 
Link 
Chains 


Steel and Malleable Iron Elevator Buckets 
for handling all kinds of material. 
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the CHICAGO tine 


Power Transmitting Appliances 


Every Appliance necessary to transmit Power 


Many Ball Bearing Specialties 





Pulleys Ball Bearing Hangers 
Hangers Ball Bearing Pulleys 
Shafting Ball Bearing Clutches 
Sheaves Ball Bearing Sleeves 
Couplings Ball Bearing Grinders 
Brackets Ball Bearing Counters 
Clutches Ball Bearing Pillow Blocks 
Journals Ball Bearing Hanger Boxes 
Sprockets Ball Bearing Idlers 





The Marvel Ball Bearing Grinder 


The CHICAGO LINE is a Complete Line of Power Transmit- 
ting Appliances with many up-to-date power and labor saving spe- 
cialties, such as Ball Bearing Hangers, Ball Bearing Loose Pulleys, 
Ball Bearing Friction Clutch Pulleys, Ball Bearing Hanger Boxes, 
Ball Bearing Countershafts, etc. This class of material is in demand 


and profitable for any supply house to handle. Practically every 
order brings repeat business. 


Don’t be behind the time. Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 
All Forms of Power Transmitting Appliances 


MAIN OFFICE 
32 So. Clinton St., 
Chicago, Ill. 


FACTORY: 
Menomonee Falls, 


Wisconsin 
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“* PIONEER” 
STEEL SHAFT HANGER 


—ceenea 





“THE PIONEER’, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
“PIONEER” of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the “PIONEER ”’, the original, the genuine steel hanger. 


We also make Bench Legs, Pillow Blocks, Couplings, Collars, 
etc. Ask for catalogues and prices on the full line. 


Standard Pressed Steel Co.. 


Jenkintown, Pa. 


(THE “PIONEER” STEEL HANGER PEOPLE) 
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HEWITT 
SERVICE 


When your customer specifies HE WITT, it 


is because he requires proven quality and 
real service. 





He knows that HE WITT’ Mechanical Rub- 
ber Goods, — BELTING, HOSE and 
PACKING for every industrial usage, have 
the in-built worth that makes for actual econ- 
omy in operation, under any condition. 


He knows that he will receive from the 
HEWITT organization, the same effective 
service that has made the name HEWITT 
notable in the world of Rubber. 


DISTRIBUTORS — INVESTIGATE 


Your region may be open 








HEWITT RUBBER COMPANY 


Factory and Executive Offices 
Buffalo New York 
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MUSIC AND MUSICAL 
INSTRUMENTS 


On no matter WHAT instrument the music may be pro- 
duced—there must be SKILL exerted to produce that IN- 
STRUMENT as well as to produce the music. THAT skill 
in manufacture is best utilized in conjunction with the latest 
and most EFFICIENT machinery. Hence the selection of 


men SAND BLAST 


by most of the representative makers of musical instru- 
ments for cleaning small parts that are to be plated or 
to produce a mat or frosted effect—either uniform or 
in the form of a design. 


BUESCHER-CONN-MARTIN and leaders every- 
where in every line subscribe to the supremacy of 
these labor saving, sales producing machines. 


















Leaders in MANY LINES of MANUFACTURE 


—Users of these sand blast machines— 


Edlum Broom Corporation.Bristol A. G. Spalding & Bro.—Skates. 
Co.—Thermometers. Caldwell & ¢ f£ Baker & Co.—Aluminum 
Co.— Gas _ Fixtures. Corning oy Sara 

Glass Works—Glassware. Peck, Covers. National Casket Co.— 
Stow & Wilcox — Machinery. Wardware. Franklin Die Cast- 
Eastman Kodak Co.—Cameras. 


cual "i ing Co.—Die Castings. Seth 
IT COSTS NO MORE TO GET THE BEST Bulls. D. L. Auld Go-Medals, Thomas Clock Co. — Clocks. 
‘The one used by the leaders—selected by them by test. You can 
test it also. SEND SOME SAMPLES and we'll show you what the Names Picked at Random— 
machines do and how quickly they will do it. Almost every concern of national prominence has selected ours. 


AIR PUMPS FOR OIL BURNERS 


Complete motor driven units including our highly efficient 
air pumps, our latest improved oil pump (not a gear pump) 
with our automatic force feed air pump lubricator with low 
oil level alarm. Just the thing for domestic as well as com- 
mercial oil burner heating plants. Made to suit any make 
of burner and any system of oil supply. 


roe ATR PUMPS 


used for soldering, annealing, hardening, tempering. Also used for 
a great many other purposes in every industrial plant. 


SAND BLASTING AGITATING SOLUTIONS 
BOTTLE FILLING BANDING CIGARS 
PAPER FEEDING MEASURING LIQUIDS 
LABELING HEATING HOMES WITH 
FOLDING PAPER FUEL OIL 


A NOISELESS, POWERFUL AIR PUMP for blowing or vacuum—for 
either Gas or Air. NOT THE KIND OF AN AIR PUMP THAT 
ANNOYS YOU—IT SATISFIES YOU. 





Tell us how you want to use air. 


LEIMAN BROS. = Manufacturers NEW YORK 
60-62 Lispenard St., near Broadway & Canal St. 
MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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The Waste of —av 
Standard 12 Bars 


Bearings are usually 2” or 3” 
long or multiples of those fig- 
ures. Underthe old-fashioned 
standard practice, cutting and 
machining waste over 50% 
of the metal and generally you 
get only 10” of bearings from 
your bar. 





The Waste of 
Stewart 13" Bars 


Stewart practice cuts waste 
to an absolute minimum. 
There is little or no waste of 
metal or time in machining, 
and 12 inches of bearings net 
in every bar. 








Why Waste 50°, of Your Bearing Metal? 


Our factory representatives below HE picture above tells the story of the greatest improvement in bearing 


will give you complete information 
J. FRANK LANNING & CO. 
327 First Ave., Pittsburgh, Pa. 
A. C. OLFS 
7321 Woodward Ave. 
Detroit, Mich. 


E. P. GRISMER 
1986 E. 66th St. 
Cleveland, Ohio 


L. RUPRECHT 
30 Church St. 
New York, N. Y 








a ge More than that — when you buy Stewart Brons 
you have the most perfect bearing metal ever de- 
veloped. We have learned how to mix copper 
and lead in any desired proportions, make the 
mixture uniform and proof against segregation. 

It is a remarkable development — the perfect 
bearing metal. Absolutely will not score shafts. 
Functions perfectly at all low temperatures, and 
will not burn out. At 600° it sweats a little lead 
and lubricates itself. Even at 1000° we have 


4504-88 Fullerton Avenue 


The 


metal practice in years, originated by Stewart Manufacturing Corporation 
in conjunction with the development of Stewart Brons Bearing Metal. 
You have always bought rough 12” bars. WHY? Generally you get only 
10 inches of bearings from them. You lose over half your metal in machining 
and cutting. And you lose your machining time. 


Buy a Stewart 13” bar and you get 12 inches of bearings. Stewart Bars are 
“FINISHED ALL OVER.” We do your machining on a quantity basis, save 
all the metal, cut down your costs and give you more bearings for less money. 


Pure Copper-Lead Bearings 


never seen it score a shaft. Its melting point is 
1700°. We carry 258 sizes of bars and bush- 
ings in stock in four grades of Brinell hardness 
to meet any requirements. 

The success which Stewart Brons Bearing 
Metai has had since its announcement is remark- 
able. Every engineer should investigate its possi- 
bilities. We maintain an Engineering Department 
to co-operate with you. Our Service Department 
is at your disposal. 


Jobbers! There is a wonderful market for 
Stewart 13" bars. Write for our proposition 


STEWART MANUFACTURING CORPORATION 


Chicago, Illinois 


For detailed information write the factory direct or 
communicate with our nearest factory representative 


Brons 


Bearing Meta 


Perfect Metal for Bearings 
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WICKWIRE WIRE ROPE 


FROM ORE TO FINISHED PRODUCT 


From Wickwire mines in Michigan, across the Great Lakes in Wickwire ore boats 
to the Buffalo steel mill, and the process of making Wickwire wire rope is begun. 


Selected steel, carefully drawn and tested wire and correct construction insure you 
a stock of wire rope that will please your present customers and make new friends for 
your business. 


You can count on Wickwire Spencer service at all times. 








SS 


—™* 


‘Ee 
TAYLOR, 





WICKWIRE SPENCER 





Wickwire Spencer Steel Corporation 
41 East Forty-second Street, New York 


Worcester Buffalo Detroit Chicago San Francisco 
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If you are one of our jobbers carrying our Brass goods 
on your shelves, you can have the satisfaction of knowing 
that we will not compete with you in your field. We want 
only two avenues of distribution,—the legitimate jobber 
who carries a stock,—and the manufacturer using our goods 
on his products for resale. 


We have been doing business for over forty years and our 
products are well known for their quality and for the house 
that stands back of them. Our catalogue No. 229 de- 
scribes our entire line and our jobbers price sheet No. 
23x03 gives our latest costs to legitimate jobbers. Samples 
for inspection or a call from one of our salesmen on request. 


tastes 
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Michigan Lubricator Company 


Manufacturers of Brass Goods 


Detroit Michigan 
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Why Rubber Belts 
For Tasks Like These? 











Because— They are more nearly steam, water and 
acid proof than any other type of Belting. 





Because— They are less affected by variations of 
temperature and humidity than any other type. 


Because— They can be more accurately fitted to 
each installation. (There are four gradations be- 
tween 4-ply and 8-ply, and the plies may be either 
light or heavy.) 


Because — For very many drives they are the most 
economical type, both as to first and final cost. 


Glad to give you facts and figures proving the above statements 


THE DIAMOND RUBBER COMPANY, INc. 


Distributors in most principal cities — Branches as follows: 


Akron Atlanta Kansas City New York Philadelphia 
yj Dallas Chicago Los Angeles Seattle San Francisco 


‘Transmission BELTS 
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The Pipe Basis for Modern Build 


—used in the largest and finest buildings throughout 
the country. 


ng 


Uniform in chemical and physical properties; Strong and sound 
in weld — suitable for all pressures; Ductile for bending and 
flanging purposes; Spellerized (roll-knobbled) sizes 4-in. and 
under to resist corrosive tendencies; Subjected to scale-remov- 
ing process (butt-weld sizes % to 3-in., inclusive) to give clean, 
smooth surfaces inside and outside; Gives clean, strong threads, 
insuring tight joints:—Possesses, in general, those qualities 
which can be relied upon to give efficient service. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 
DISTRICT SALES OFFICES 


Atlanta Boston fi Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis St. Paul 
PACIFIC COAST REPRESENTATIVES: U. S. Steel Products Company San Francisco Los Angeles Portland Seattle 
EXPORT REPRESENTATIVES: U. S. Steel Products Company New York Citv 
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Limestone Pulleys 


for Forty Years 
The Best 





THE OHIO VALLEY PULLEY WORKS, Inc. 
MAYSVILLE, KENTUCKY. U.S. A. 
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THE NEW POWELL 
150 POUND PRESSURE GATE VALVE 


Designed for service where conditions demand a High Grade, 
compact, inside screw stem gate valve. 


BRONZE BODY—NON-RISING STEM—SOLID WEDGE DISC 


Has tapered dise and seat and gland packed. All valves thoroughly 
tested and guaranteed. 


Write for Descriptive Literature 


THE WM. POWELL COMPANY 


DEPENDABLE ENGINEERING SPECIALTIES 
CINCINNATI, OHIO 
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UNITED WE STAND 

There comes a time in the life of every enterprise 
when the management is called on to change its 
policy—to get in line with the world as it changes 
and advances—or decide to take the easy way and 
let well enough alone. 

For many years the publisher of MILL SUPPLIES 
has served its field by putting out a directory in 
two sections, one a buyer’s guide, listing the manu- 
facturers of mill, mine, steam, plumbing, heating 
and contractors’ supplies, machinery and tools, re- 
gardless of their affiliations with, or interest in, the 
jobber and distributor. In the broad that meant 
there were listed manufacturers of special machin- 
ery, and special installation systems that were 
strictly engineering propositions, covered by blue- 
prints and detailed specifications, directly through 
the manufacturer, as well as manufacturers who 
sold only to the consumer direct. 

These manufacturers were never really interested 
in the directory, nor in the mill supply jobber, nor 
were the manufacturers who put out an article or 
a line sold by the jobber, but whose policy was to 
sell the consumer direct. 

The publisher of MILL SUPPLIES believes the 2800 





mill supply dealers in this country offer smooth- 
running machinery for the most economical distri- 
bution of machinery and supplies of every descrip- 
tion to our varied industries, and with the 1924 
edition of the Buyers’ Reference Section of En- 
gineering Directory will not only revise it, but 
change its title to Mill Supply Buyers’ Guide, and 
make its contents fit its title. To accomplish this, 
one effect will be to eliminate the strictly plumbing 
lines, such as bathtubs and closets for general in- 
stallations, but retaining them wherever intended 
specifically for factory use. 

The Sellers’ Guide section, containing lists of 
dealers and distributors of all the lines formerly 
covered in the Buyers’ Guide, and in addition lists 
of manufacturers’ agents, jobbers of hardware, 
electrical and automobile supplies, will remain un- 
changed for 1924. 

The Mill Supply Buyers’ Guide and MILL Sup- 
PLIES will hereafter work in complete harmony for 
the best interests of the manufacturers and jobbers 
in the great field which this paper proudly repre- 
sents. 

In this issue we reproduce letters from our jobber 
clients, reflecting their attitude toward the proposed 
changes, regardless of whether they approve or 
disapprove. The first twenty-five letters are given. 
That the field will be greatly benefitted by the pro- 


posed changes, there is no doubt in the mind of the 
publisher. 





NEW FIELDS OF ENDEAVOR 

George M. Reynolds, Chicago banker of interna- 
tional repute, says that the United States will have 
to forego the idea of increasing our exports to 
Europe and must get busy at home and find some 
way to aid the farmer in making a living. Mr. 
Reynolds’ statement followed a personal investiga- 
tion abroad and is given from a keen American 
business man’s point of view. Bearing as it does 
on two of the most important phases of our business 
today, it presents some of the soundest advice that 
has been handed out by any of our returned trav- 
elers. 

The conditions in Europe are probably worse than 
most of us realize, and apparently an early solution 
is not likely. There, is an ever growing spirit of 
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distrust among the nations. Nobody knows what 
the outcome will be. Until a new spirit is engen- 
dered, there is little hope for any stability of 
commerce. 

In such circumstances the United States, indeed, 
as Mr. Reynolds asserted, is a very fortunate nation, 
and our people should be happy that we are not 
entangled in European troubles. We must, however, 
either build up our domestic markets or find new 
export markets. 

The discussion of the problem of finding new 
export markets recalls the statement of Charles W. 
Beaver, of the Yale & Towne Mfg. Co., in making 
his report on foreign trade at the last mill supply 
convention. Mr. Beaver stated that his investiga- 
tions in Mexico showed that before the war about 
80 per cent of that country’s mill supplies, machinery 
and hardware was obtained from the United States. 
The other 20 per cent of it came from Europe. Now 
the percentages have been exactly reversed. 

The Mexico manager of the Westinghouse Electric 
International Company has returned to this country 
on a visit and speaks highly of the possibilities 
which that country offers for American products. 
The press reports as probable an early recognition 
of the Obregon government. There is every evidence 
of coming stability in the republic to the south of us. 
It offers one possibility for those seeking new outlets. 

As to the increase of the domestic markets, the 
limits at present seem to be marked largely by the 
wide spread between the price the farmer can get for 
his products and the price he has to pay for what 
he consumes. Mr. Reynolds expresses it this way: 

“You can’t legislate prosperity to any class. It’s 
an economic problem, and we'll have to adjust our- 
selves to it. At the same time we can’t let our farm- 
ers raise one-dollar wheat and pay two-dollar prices 
for everything. Artificial stimulation does no good 
in the long run. We’ll have to go to work and find 
some way of giving the farmer a square deal.” 

Edward Bok’s offer of $100,000 for a practical 
plan for world peace may result in getting a new 
start towards that much desired goal, but unless 
the winner has discovered a way to change human 
nature, it is likely that any plan that wins the money 
will find hard sledding through the political cham- 
bers. Meantime, our troubles at home offer a great 
field of endeavor. 





HELP ONE ANOTHER SPIRIT 

One of the problems of the sales manager of a 
mill supply house with a machinery supply depart- 
ment is to impress on the supply salesmen and on 
the machinery salesmen that they are all working 
for a common goal, and that the “help one another” 
spirit should not be allowed to hover entirely within 
the shadows of one department or another. 

A Michigan sales manager recently brought up 
this subject in the course of an informal discussion 
among a group of mill supply executives. He said 
that it was a noticeable defect in his own sales or- 
ganization, and that it was his experience that the 
machinery salesmen were the chief offenders, pos- 








sibly due to the fact that when they closed a deal 
for an order, the money involved was usually a siza- 
ble sum and the salesmen were so delighted about 
the sale that they just feared to take up any more 
of the customer’s time. 

It so happened that other executives in the group 
voiced the same narrative of experiences with their 
salesmen. They said that it was not unusual for the 
supply men to report back to the machinery depart- 
ment that such and such a mill was in the market for 
a lathe, or drill press or some other machine tool, 
or to tell the machinery salesmen about a new plant 
project out in their territory. On the other hand, 
it was not so usual for the machinery department 
to tip off the supply department to the fact that 
they were closing a deal for a lot of machinery at 
such and such a plant, and that the purchaser would 
undoubtedly require other equipment handled by the 
supply department. 

A Pacific coast machinery salesman _ recently 
wrote MILL SUPPLIES that he never secured a signa- 
ture on the dotted line, closing a sale for a machine 
tool, without following it up with a sales talk on 
the accessory supplies that would probably be re- 
quired. This same method is used by many other 
individual salesmen. It is plain common sense sales- 
manship. 

It might be a good thing for the mill supply houses 
if somebody would suggest a slogan that would serve 
to key up the salesmen to the proper pitch of co- 
operation. For instance, the electrical jobbers have 
been carrying on a campaign with the slogan, ‘Sell 
‘Em Something More.” For the benefit of the de- 
partment salesmen this might be paraphrased into 
“Tell ‘Em Something More.” <A big metropolitan 
newspaper has a slogan, “The More You Tell the 
Quicker You Sell.”” The simple little ideas, cleverly 
expressed, are the real pep producers. 





DEALERS HAVE THEIR INFLUENCE 

Mill supply dealers, and particularly those who 
carry automotive accessories, will find in a situation 
in the tire field some interesting phases that may 
be applicable to their own general business. There 
has recently been a series of price cuts on tires, each 
cut being followed by the publication of consumer 
price lists on the part of the manufacturers. The 
result of these reductions at a time when the tire 
dealer was beginning to feel the beneficial effects of 
a stabilized market, was to unsettle the dealer more 
than ever. 


One large manufacturer who sees the harmful 
nature of this unstable market, is urging dealers to 
attempt to influence manufacturers to abandon the 
practice of publishing broadcast the consumer price 
lists. In a letter which this manufacturer sent out 
to 132,000 tire and automotive accessory dealers in 
the United States, he raises the question of the right 
of a manufacturer to juggle with a dealer’s stock 
without regard to the dealer’s best interests. 

“Do such advertisements injure your business, 
shake public confidence in the value of your mer- 
chandise, make buyers hesitate right in the midst 
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of what should be the heaviest selling season?” This 
is another question put to the tire dealers. 

This far seeing manufacturer offers this broadside 
to the proponents of the argument that advertising 
price declines is good business: “Someone has been 
misled in the present flurry and has cited the fact 
that when Ford advertises a reduction in the price 
of his cars, his sales increase. The cases are not 
at all similar. A lower Ford price makes it possible 
for thousands more Americans to own automobiles. 
New pocketbooks are opened. But the tire man has 
just so much possible business in his territory at 
one time. Unsettling prices simply makes buyers 
hesitate.” 

Here is the suggestion for securing corrective 
measures which the manufacturer offers: “It is 
time for tire retailers to exert their influence among 
manufacturers to stop the practice of advertising 
price deciines. You can do it. As a body you 132,- 
000 merchants have an enormous influence and 
power. It was the protests of dealers that checked 
the rapidly spreading branch systems of tire com- 
panies a few years ago, for you saw that branches 
were crowding the large retailers—and you took a 
firm stand. Later your protests stopped the prac- 
tice of retail tire selling at factory branches. They 
were competing with you and taking away your 
business.” 

There is a point well worth considering by mill 
supply dealers. Here is a prominent manufacturer 
telling dealers—both his own and others—that they 
can put a stop to a practice on the part of manufac- 
turers, by using the influence and power of a united 
body and taking a firm stand. Sudden price declines 
have played havoc in other than in the tire field. 





PROGRAM THAT HAS MERIT 

The mill supply industry will profit by keeping in 
touch with the program which the Department of 
Commerce has outlined with a view to determining 
how to take the waste out of distribution. The en- 
tire subject is being considered by a newly created 
division of domestic commerce and the first action 
on the part of the new chief of that division has 
been to hold a conference with five of the most rep- 
resentative members of five of the largest retail deal- 
ers’ associations. Later on, after fundamental fac- 
tors have been established for each industry, it is 
proposed to correlate all the findings as a basis for 
approaching wholesalers, warehousers and manufac- 
turers. 

It is the opinion of commerce officials that a prac- 
tical approach to the complex problems of domestic 
commerce can be secured through the study of dis- 
tribution, because it contacts with every phase of 
commerce, from the production of raw materials, 
through all of the processes of assembling, prepar- 
ing, transporting, warehousing, converting and dis- 
tributing. 

Irving S. Paull, chief of the new division, believes 
that “by confining the present study to the simplest 
phase of distribution, it is possible to set up working 
examples of processes of distribution from which 
other industries may recognize the advantages of 





securing and maintaining current information and 
request similar service and cooperation from the 
Department of Commerce.” 

MILL SUPPLIES is confident that if the Department 
of Commerce studies the distribution of mill supplies 
from the raw material through to the ultimate con- 
sumer, the result will be a credit to the mill supply 
industry and will prove beyond a shadow of doubt 
that the most economical distribution of these sup- 
plies is through the dealers. Such a finding coming 
from such an unbiased judge as the Department of 
Commerce would correct the erroneous impressions 
about the dealers’ service which still remain in the 
minds of many manufacturers. 








CAMPAIGN FOR REPAIR WORK 

At this time of the year there are always certain 
lines of industry which experience a seasonal slow 
down. It is particularly true in the New England 
textile centers, many of the largest mills in that sec- 
tion having recently announced a four-day work 
week. In the paper industry, too, there is a natural 
seasonal dullness. In fact the months of July and 
August are always more or less in the slack employ- 
ment class. The ill wind which gives the workers 
in these industrial centers holidays without pay 
blows good to the mill supply dealers, for the shut- 
down season is a time for making needed repairs. 

There is every reason why mill supply house sales- 
men should redouble their efforts to sell the neces- 
sary repair parts to these mills, because they have 
a strong argument on their side this year, for the 
outlook is a bright one for business. Those mills 
which now have an opportunity to make repairs 
should be made to realize that they must prepare 
for a busy season and that all signs point to a favor- 
able trend. 

According to reports from financial circles, the 
bank conditions of the United States on April 3 last 
—the latest date for which complete reports were 
available—were the best in the history of this coun- 
try. On that date 30,313 banks showed total capital, 
surplus and undivided profits of $6,514,000,000, 
total deposits of $44,049,000,000 and total resources 
of $53,694,000,000. The total resources of the banks 
were $2,306,000,000 above the resources shown in 
the previous high record of June 30, 1920. 

One of the largest financial institutions in New 
York in its July bulletin on the business outlook con- 
cludes that employment in the principal industries 
will be maintained about as at present, and judges 
by the obvious possibilities and probable trend that 
we will experience “‘good business for the remainder 
of the year at least.” 


A Chicago bank in its July financial letter says: 
“The country has entered an era of sensible buying, 
which is very different from the situation indicated 
by a ‘buyers’ strike.” The public has previously 
registered an effective protest against a greater rise 
in merchandise prices than is warranted by trade 
conditions and this influence was of great value 
when there seemed danger of resuming inflation 
which might develop serious complications.” 
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Knowing How an Integral Part of Distribution 


Mill Supply Jobbers Who Carry Specialties for the Benefit of 


Their Trade Should Receiv 


e Remuneration for Expert Service 


RAYMOND SEABROOK 


Secretary, Nason Manufacturing Company, 


At some time or times in our lives we are all obliged 
to call on experts for advice. If we are far-sighted we 
ask them to show us how we may best avoid trouble, and 
if we neglect to do this it usually happens that we are 
compelled to send a hurry call for them to come and 
dig us out of it. To take two shining and familiar ex- 
amples, we have our lawyer and we have our doctor, 
the one to prevent technical errors in leases, wills, 
income taxes, and so on, and to keep us out of the toils 
of the law when we fail to grasp these things; the other 
to ward off possible bodily ills, and to cure those by 
which we are overtaken. 

For services such as these the recipient expects to 
pay a fair fee, and some of the wisest heads argue that 
to seek out the best expert in the line, and to pay him 
a good fat retainer, is cheapest in the long run, not only 
as a saving on mental wear and tear, but as a cold cash 
outlay for insurance against possible costly consequential 
damage. Let us assume that we have felt the need of 
our lawyer and have consulted with him, and have, in 
due time, received his bill for, say $240, for services 
rendered. 

Perhaps we might feel that this charge was excessive, 
and stop in at his office to ask him how he arrived at 
this figure. If we were like the general run of mortals, 
we would sit in the presence of the great man, and puff- 
ing ourself up to the full height of our righteous indig- 
nation would demand: “How do you arrive at a figure 
like that? You only did ten minutes’ work.” Provided 
our lawyer was of those qualities of sound reason, judg- 
ment and humor, befitting his high position, he might 
take up his pen, make a few figures on a sheet of paper, 
and smilingly hand us the following: 


Paper, Pen, Ink, Blotter, etc...... Boe bead s .05 
Overhead of Office 10 minutes.. 50.00 
Knowing How asntee ees 149.95 
Wega 20 OGY COM... csi peer eee re 40.00 

Total $240.00 


After a look at this we would no 9 doubt s say, “An right, 
but how in the name of all out doors do you have the 
nerve to charge $149.95 for knowing how to attend to 
your own business, for which I am paying you already? 
That didn’t cost you anything!” At this point our legal 
friend might gaze out of the window, pick up his pad 
once more and a moment later hand us this, saying ‘No, 
only $22,000.00 without interest,’’ and we read: 

To Your Chosen Lawyer Dr. 
For Services Rendered 
Ten Years Preparatory Schools 
Four Years College............ 
Law School és 
Bar Exams 


$12,000.00 
6,000.00 
3,600.00 
400.00 


Total $22,000.00 

At this point we might be expected to assume our best 
air of dignity and stalk toward the door with a look of 
resignation and a few muttered words about the futility 
of argument in some directions. 

As the trials and tribulations of a day come all at once, 
it is quite probable that it would be at this time, as we 
emerged from the law office, head in air, that we would 
plant our foot right on a discarded fruit skin, and reach 





New York 


After 
a visit from the doctor, and a little 
stay in bed, we would find ourself seated in an easy 
chair, one foot upon a pillow, and with much time for 
contemplation and day dreaming. Using the material 
close at hand, the blank wall opposite would become a 
silver screen, and upon it would be projected: 
To Eminent Physician Dr. 
For Services Rendered 

Plaster, Iodine, and bandage.............. On ES 
Overhead 10 minutes...... 50.00 
Knowing How . Sh cere a 1,000,000.00 
Profit 20 per cent........ 200,010.03 


the curb with an ankle much the worse for wear. 
a trip home in a taxi, 


Total . : $1,200, 060.18 
While this faded from the screen, jumping items and 
figures for school, college, medical school and hospital 
would dance into view. However, as the fantastic part 
of things faded, a very real question would stand out in 
letters a foot high, “Why don’t I get paid for knowing 


how?” And to any thinking man there can be but one 
answer. “In the future I owe it to myself that I shall 
be.”’ 


The jobber who deals only in staples may very well 
figure his bill should be itemized as follows: 
To Staple Jobber Dr. 
For Services Rendered 





Cost of Material. eee asi merce eo a 
Overhead 15 per cent..................-.....--0-<.<.-- i aes. 15 
een re WN oe Ee as acay aes less, 

CL BBRGE ene see ereep aeoeneey ene paneer rig ee ee ee ON USES ..$1.38 


His overhead is low, as he has no ‘complexity of items 
to handle, and there isn’t much “know how”’ to staples. 
Let us, however, turn to the jobber who either alone, 
or more often in connection with the sale of staples, 
carries numerous small, often rare items for the con- 
venience of his trade; perhaps among them, repair parts. 
He is a specialist, like the lawyer or doctor, he sells his 
services, he prevents trouble. He prescribes and fur- 
nishes remedies for all conditions to a following of 
clients and patients who should pay him for the money 
he has actually expended in becoming an expert in 
“knowing how.” He saves them money in time, labor, 
prevention and cure, and must be paid for his services. 
His bill should be something like this: 


To Specialty Jobber Dr. 
For Services Rendered 


IT GO TRO on oon exotica da ysewcoctceet $1.00 
Overhead 25 per cent............ Siok tse Nara cete ce ee .25 
Knowing How 50 per cent.............................. e x 00 
Ns RN oe ee ee ame e? Cee 

RI 5a a net ey eM eee $2.10 


On special material of this class it would be just as 
absurd to leave out the item of “knowing how” as it 
would be for the lawyer to base his charge alone on pen, 
paper and ink, or the doctor on plaster, iodine and band- 
age. Let him look back at the years of study which led 
up to the actual money outlay of having the goods in 
stock, his anticipation of the call, his prescription for 
the case; and then let him ask whether he is not mani- 
festly unfair to himself if he does not add in as part 
of the actual cost of these small and exclusive items, a 
very substantial percentage for “knowing how.” 
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Dealers Favor Engineering Directory Changes 


Publisher of “Mill Supplies Has Received Many Comments From the 
Trade Following the Announcement of “Mill Supply Buyers’ Guide” 


It has been definitely decided by the publisher of MILL 
SUPPLIES to reconstruct the Buyers’ Reference Section 
of the Engineering Directory, changing the name to the 
Mill Supply Buyers’ Guide, eliminating from it all list- 
ings of strictly plumbing supplies and also. listings of 
manufacturers who have declared they are not interested 
in selling through the mill supply dealers. 

The adoption of this new policy follows 30 years of 
publication of the Engineering Directory, and the grow- 
ing conviction that a directory for mill supply house 
buyers should contain only the listings of those manu- 
facturers who are willing to sell through the dealer. 

At the recent mill supply conventions in Cincinnati, 
J. L. Pitts, general manager, Brown-Roberts Hardware 
& Supply Co., Alexandria, La., in a paper which he read 
before the joint session of the Southern and American 
Associations, emphatically declared that mill supply 
dealers should not give any support to those manufac- 
turers who do not distribute through them. 

The decision of the publisher of MILL SUPPLIES is not 
a hasty one, made on the spur of the moment as a 
result of the suggestion of Mr. Pitts. For many 
months this subject has been up for consideration, and 
it is merely coincidental that the time seemed ripe to 
make the change in the coming edition. 

In the past many complaints have been received from 
dealers who have sent inquiries to various manufacturers 
listed in the directory, only to learn that the manufac- 
turers declined to sell the dealers at a discount, or at 
a price which would permit the dealer to make a reason- 
able profit. 

The revision will not mean the elimination of list- 
ings of manufacturers who do not sell entirely through 
the dealer, but only of such manufacturers who are mani- 
festly not supporting the dealers. For instance, if a 
manufacturer sells both to consumer and to dealer, his 
name and his products will be listed. If a manufacturer’s 
sales policy at the present time is to sell directly to the 
consumer, but if he signifies his willingness to sell, 
through a dealer when he has an inquiry, giving the 
usual jobbers’ discount, he will be listed. On the other 
hand, if a manufacturer sells only to the consumer 
through his own branches or agents, without proper con- 
sideration for the dealer, he will no longer be listed. 

The mill supply dealers of the United States are 
strongly in favor of the change and are rallying to the 
support of the movement to discontinue helping those 
manufacturers who do not co-operate with them. An 
indication of the feeling of dealers in general will be 
noted in the following statements, taken from the first 
25 letters received by MILL SUPPLIES in reply to an 
inquiry sent out to determine the attitude of the trade: 

From Alvin M. Smith, president, Smith-Courtney Co., 
Richmond, Va.—We believe you should continue your present 
policy of listing all the manufacturers, although we are in 
entire accord with the address of Mr. J. L. Pitts, delivered 
at the recent convention in Cincinnati. We believe you can 
best serve the trade by continuing your splendid work of 
impressing upon the manufacturer, editorially and otherwise, 
the benefits to be derived from distributing their products 
through such recognized dealers. 

Our reason for believing that you should not eliminate 
from your list manufacturers who do not sell the dealer is 
because there are times when, unfortunately, the dealer must 


get hold of such manufacturer’s goods, and if he is not always 
posted as to where to get them, necessarily he must look 
up such manufacturer in a classified directory. 





From E. E. Strong, president, The Strong, Carlisle & Ham- 
mond Co., Cleveland—We can see no reason why you should 
list in your Buyers’ Reference Section such manufacturers 
as sell exclusively to consumers, or do not cater to the dealer 
by giving him such a price as will permit him to sell to the 
consumer with a fair profit. 

In this connection, however, you will be obliged to use 
considerable care, for the reason that some manufacturers 
give the dealers such a price as will enable them to sell to 
the consumer with a fair profit in some territories, while in 
other territories they do not make any such concession to 
the dealer. 

We believe that your interest lies overwhelmingly with the 
dealer, and that he should be the first to consider in such 
arrangements as you make. We think that you have always 
recognized this and have done so as far as possible. 

We approve of your cutting out the strictly plumbing line, 
as we do not think this line properly belongs in a mill sup- 
ply or machine tool publication. 

We think that the article that Mr. Pitts delivered before 
the dealers and manufacturers in Cincinnati puts the ques- 
tion in a very fair light, indeed, and we cannot find anything 
in it which we think is arbitrary. 


From T. W. Lewis, president, Lewis Mill Supply Company, 
Helena, Ark.—We are heartily in favor of getting full co- 
operation from the manufacturers, and everything being 
equal, we always favor the manufacturers who give us this 
co-operation, and as far as we are concerned, we would be 
glad to see you list just those manufacturers who give the 
jobbers the co-operation to the fullest. We think your maga- 
zine and Buyers’ Guide wonderful publications, and you cer- 
tainly have our support in every way. 





From Stanley D. Petter, sales manager, Henry A. Petter 
Supply Co., Paducah, Ky.—We believe that your publication 
is doing a very fine work in boosting the business of those 
manufacturers who sell only through the jobber. We are 
most heartily in accord with your effort, and should all 
jobbers co-operate in being more loyal to manufacturers 
selling through the jobbing trade, the latter would be mate- 
rially assisted. 

From Clara G. Titzel, treasurer, The Eastern Supply Com- 
pany, Mechanicsburg, Pa.—We appreciate the stand that 
MILL SUPPLIES has always taken in protecting the interests 
of dealers. From our point of view, however, we think that 
it would be a mistake to eliminate from the Buyers’ Section 
of the Engineering Directory the names of the manufacturers 
who sell through their own traveling men or by mail. We 
frequently secure supplies or repair parts for our customers 
from manufacturers who do not sell through dealers, and we 
find your directory a great aid in this service. 

It seems to us that it would be a better plan to do some 
missionary work among these manufacturers, rather than to 
pass them by. Certainly there are some of them who may 
be convinced that it is to their interest to sell through dealers. 

From J. L. Pitts, general manager, Brown-Roberts Hard- 
ware & Supply Co., Ltd., Alexandria, La.—I believe the sug- 
gestion which you have made with reference to your policy 
of putting only manufacturers who cater to the dealer in 
your Engineering Directory is a capital idea and believe it 
would be appreciated by all dealers. 








From Chas. E. Sandford & Co., Minneapolis—It seems to 
us that the manufacturer has the right to decide which line 
he will follow, viz: to sell the consumer direct with a conse- 
quent higher cost to the seller, or to sell the dealer or jobber 
a larger volume at a lower price and a lower selling cost. 
It is up to the manufacturer to decide which policy is the 
best for him to follow, but he cannot expect to straddle both 
horses and do it successfully. We do not place orders with 
manufacturers who sell the consumer direct. We have in 
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mind a rubber concern who did sell both for several years, 
with the result that so far as we know there is not a single 
jobber in this city who will place an order with them. They 
have called on the jobbers here for several years now trying 
to work in, but have been unsuccessful. 


From _N. J. C. Lester, C. M. McClung & Co., Knoxville, 
Tenn.—We believe that your directory should contain the 
names of the manufacturers whether they sell the dealers or 
not. We use your directory a great many times as an index 
to give us prompt information regarding different items about 
which our customers make inquiries, and we want to know 
who makes the different items and where they are made, but 
we think that you should indicate in some way whether the 
manufacturer sells exclusively to the jobber or not. We do 
not think it is profitable for the jobber to handle the lines 
from the manufacturers who sell direct, and we do not make 
a practice of buying from manufacturers who sell that way. 








From Joseph E. Neily, sales manager, M. J. Daly & Sons, 
Waterbury, Conn.—We are very much in accord with the pro- 
posed plan of striving to have the manufacturer recognize the 
dealer. Mr. Pitts in his address to the dealers and manufac- 
turers in Cincinnati clearly voices our opinion in this regard. 
We think it was forcibly demonstrated during the war period 
as well as since, that the dealer, jobber and manufacturer 
are vitally related in the distribution of the country’s prod- 
ucts. There are, we believe, justifiable exceptions, but in the 
main the manufacturer should support the dealer and give 
him the recognition that is due. We are glad to note your 
stand in the matter. 

From M. A. Berman, Keystone Pipe and Supply Company, 
Butler, Pa.—I believe that you can do the jobbers a good deal 
of good by co-operating with them to the extent of eliminat- 
ing the manufacturers who do not support the jobbers. 
Whether the manufacturer sells direct to the consumer or 
through the jobber is his privilege, but he certainly is not 
entitled to any assistance or the support of periodicals that 
in any way support the jobber or by trying to bind a closer 
connection between the manufacturer and the jobber. 





From H. J. Murray, 85 Warren street, New York.—I hope 
you will continue to list under classified headings the manu- 
facturers, regardless of whether they sell the dealer or not. 
I am particularly interested in having the “brands” used. 

From Leo S. Schwabacher, Schwabacher Hardware Co., 
Seattle—We agree fully with you that all manufacturers 
who do not sell to dealers should be eliminated from your 
list. We find in our experience that the manufacturer who 
is selling both to the retailer and the dealer is having a much 
harder time than he formerly had, as quite a number of the 
jobbers are eliminating him wherever possible. We believe 
if the jobber would be more determined in this way that 
there would be fewer manufacturers going direct to our trade. 
The writer’s experience has been that the jobber is not de- 
termined enough in this way. He states that he will elimi- 
nate the manufacturer who goes direct to his trade, but 
should he have a call for certain items which this concern 





manufactures, he orders one or two items from him rather | 


than eliminating him entirely. As far as the Schwabacher 
Hardware Company is concerned, we have followed these 
lines closely and although there are one or two manufac- 
turing concerns who do sell to the trade and from whom we 
purchase a few items, if all our competitors would dis- 
continue the handling of those lines entirely, we would also 
discontinue it. 

As these few concerns manufacture certain items which 
cannot be obtained from anyone else, we are forced to pur- 
chase from them until our competitors discontinue these lines. 
However, we agree fully with you that if you would com- 
mence to eliminate some of these manufacturers who are 
“carrying water on both shoulders,” it would bring them to 
time and would assist in encouraging others to do likewise. 
We believe you are on the right track and hope that you 
will succeed in having other jobbers agree with us. 

From H. E. Ruhf, sales manager, The Cleveland Tool & 
Supply Co., Cleveland—We are not interested in plumbing 
lines and believe your idea of listing only those manufacturers 
who distribute their product through jobbers is a good one. 








From F. E. Buckley, Harron, Rickard & McCone, San 
Francisco—We are strictly in accord with the sentiments as 
voiced by J. L. Pitts at the mill supply convention at Cincin- 
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Not Only Patriotic 
But Profitable 


Not only the equal but superior to foreign 
gauge glass — that is the experience mill 
supply jobbers are having with Libbey 
Gauge Glasses. 


One jobber writes: “We carry a large stock 
of gauge glasses, both standard and high 
pressure, made by the Libbey Glass Manu- 
facturing Company. This class of goods 
sells daily. There is as large profit in this 
line as there is in anything else in the mill 
supply line.” 


That is the one thing which interests job- 
bers more than anything else — profit. 
Jobbers are enjoying this profit because 
Libbey Gauge Glasses are enjoying the con- 
fidence and respect of every user. 


Libbey Gauge Glasses are made in High 
Pressure and Standard. All are guaranteed 
for uniformity in size and crystal clarity. 
The Standard Glasses for pressures up to 
200 pounds, the High Pressure up to 400 
pounds. 


Let us send you samples and prices. 


LIBBEY GLASS MANUFACTURING CO. 
TOLEDO, OHIO 
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nati last May, concerning the matter of eliminating manu- 
facturers from our purchasing list who persist in selling 
direct to the consumer. We have been working diligently 
in this district in our association work to eliminate as far as 
possible those agents who represent manufacturers who are 
inclined and do sell direct to consuming trade. 

We believe that the last paragraph of Mr. Pitts’ speech 
covers the matter entirely; that is, from manufacturer to 
jobber, from jobber to dealer, from dealer to consumer, and 
we sincerely trust that some day this condition may prevail, 
although we do believe that it will be rather a difficult mat- 
ter to accomplish the purpose with all manufacturers. 





From J. C.. Miller, president, The Miller Supply Co., 
Huntington, W. Va.—I would say that you can accomplish a 
great deal of good, especiaily to the members of the American 
Supply and Machinery Manufacturers’ Association, associ- 
ated with both of the supply associations, by having their 
executive officers get out a publication showing who manu- 
facturers of the association are, and giving a cross index to 
show what they manufacture and give this cross index in 
thorough detail. 


From William E. Bittenbender, purchaser, The Bitten- 
bender Co., Scranton, Pa.—We do not believe it advisable to 
publish in Buyers’ Directory, published principally for the 
use of the dealer, the names of manufacturers of any class 
of goods or any private brand of any particular line of goods 
who will not or does not sell to the dealer. 

We have occasion to write quite a number of such manu- 
facturers; invariably they do not answer out first letter. It 
is followed up with a second and sometimes a third letter 
before we get a reply. Circumstances of this character cause 
us considerable annoyance and a lot of inconvenience. We 
trust this is the information desired. 





From Barrett-Watson Company, 68-A South Forsyth 
street, Atlanta, Ga.—Our opinion regarding manufacturers 
is doubtless in line with that. of practically every jobber of 
mill supplies in the country. We feel that regularly recog- 
nized dealers is the proper method of distribution by the 
manufacturer. It has been our policy in so far as possible 
to confine our dealings to this class of manufacturers, and 
patronizing the manufacturers who sell direct to the con- 
suming trade only where absolutely necessary to secure some 
special items. As regards the Buyers Guide, we hardly know 
whether it would be advisable to eliminate manufacturers 
of this kind, because in some cases it might be good informa- 
tion to know what they make, and where it can be obtained. 





From James S. May, May Supply Company, Anderson, 
Ind.—We are very much pleased with the address of Mr. 
Pitts, delivered in Cincinnati. We regret that you are to dis- 
continue the strictly plumbing lines in your 1924 addition, 
as stated in the last paragraph of your letter, as we have 
been using the Engineering Directory to the exclusion of 
other like publications. We find it better, more complete and 
less bulky than the others. 


From F. G. Hillman, New Bedford, Mass.—We heartily 
agree with Mr. Pitts’ remarks. Our only trouble in the line 
seems to be with the bolt trade; apparently the bolt manu- 
facturers will quote exactly the same rates to the mills that 
they quote to the jobber. 

It is very embarrassing to us, owing to the fact that in 
every other line of mill supplies that we can now think of, 
the manufacturer has a jobber’s price and a consumer’s 
price; and when our customers ask us for a quotation on 
bolts, and we are either obliged to quote them a price at which 
they can buy direct from the manufacturer, and which is, at 
the same time, the exact cost to us without taking overhead 
into consideration, or else quote them a higher price than 
that at which the manufacturer is soliciting their business 
direct, it hurts our standing in the sight of our customers 
and, we believe effects every other dealer in mill supplies 
in the same way. 





From W. C. Lambert, Swank Hardware Company, Johns- 
town, Pa.—We are heartily in favor of Mr. Pitts’ ideas. The 
writer attended this convention and believes that a closer 
co-operation between the manufacturer and jobber would 
eliminate some of the present-day evils in disposing of 
material. As we are also jobbers of plumbing supplies, we 
are at a loss to advise you concerning the elimination of 
bath tubs, etc. However, as we receive this information in 





another directory, we would not object to the elimination of 
these lines. We are heartily in favor of complete elimination 
of all manufacturers who do not sell the dealer. 


From W. J. Foss, Berkshire Mill Supply Co., Pittsfield, 
Mass.—We think that the directory is more valuable as it is, 
giving the names and addresses of the manufacturers of 
plumbing and steamfitting supplies. We also think it is a 
good plan to continue listing the manufacturers who are 
known to sell exclusively to the consuming trade. Very often 
it is possible to buy goods from these people and charge a 
small profit for the service. 

We agree with the sentiments expressed in your letter, 
but cannot see that it would help us any if you cut these 
people out of the directory. It may be that by listing them 
they will receive a sufficient number of inquiries from dealers 
and jobbers to eventually induce them to recognize us as an 
important factor in the distribution of their products. 

We use your directory quite frequently and we would miss 
it very much if you should discontinue publishing it. 
—[Editor: Its discontinuance was never contemplated. | 








From the Danser Mfg. & Supply Co., Weston, W. Va.— 
We are of the opinion that your Buyers’ Reference should 
contain list of all manufacturers, regardless of their attitude 
toward the jobber. 

From J. H. McKinnon, manager, The Cameron & Barkley 
Co., Jacksonville, Fla.—Being in the jobbing business it would 
be the most natural suggestion for me to make that every- 
thing be eliminated from the Buyers’ Guide that does not go 
through the jobber or dealer. I have no objection to find 
with any manufacturer's policy, but do not like to see them 
attempt to carry water on both shoulders. If they want to 
sell direct to consumers, then I have no fault to find with 
them. 





From D. R. Jamerson, mill supply department,- Southwest 
Belting & Packing Co., Dallas, Tex.—The title of the paper 
by Mr. Pitts of the Brown-Roberts Hardware & Supply Co., 
on the subject, “Should we give our support to the manufac- 
turers who do not distribute through the dealer,” leaves room 
for misunderstanding. Properly several types of dealers 
and several types of factories have to be considered. This 
query analyzed has the following interpretations: Should 
we give any support to those manufacturers who: 

(1) Do not distribute their entire product through the 
dealer; (2) do not distribute a part of their product through 
the dealer; (3) do not distribute through the dealer in some 
instances and in some conditions? 

The fact is that there are very few factories who do not 
in some instances sell consumers. With such factories it be- 
comes a question as to where to draw the line. It is also a 
fact that there are very few factories who do not in some 
instances sell through a dealer. In most instances these 
matters adjust themselves along lines of economic fitness. 
Where this is not the case the fault lies largely on the side 
of lack of knowledge on the part of the buyer. Any factory 
who sells direct to the user has an additional selling expense 
and in most instances a greater one than a dealer would have 
in marketing the same materials. Such expense is naturally 
a part of such manufacturer’s cost and the consumer has to 
pay it. If the customer has the proper education on values, 
he will see it, and the law of true business economy will 
assert itself in time. Then again, if the factory pursuing 
such a policy of selling does not add to its cost such selling 
expense, it will show in its profits—or losses—and the 
natural adjustments come about. I believe that the factories 
with their natural tendency to investigate costs and expenses 
will get it quicker than the customer will get the higher 
prices. : 

This is not a new question by any means. It is one that 
every dealer has had to fight out individually for years. As 
I see it the phase of the question up for discussion is the one 
of what “concerted” opinion should be developed. My idea 
is that a manufacturer who maintains a price to the dealer 
consistent with his selling expense and a price to consumer 
consistent with the average selling expense, when selling the 
consumer, will not work any hardship on the dealer. 

I note also that Mr. Pitts jumps around from the terms 
“Dealer,” “Jobber” and “Wholesaler.” This is but natural 
in one who attempts to analyze any question of selling or 
marketing while operating a combination of a hardware and 
mill supply business. 

The marketing of hardware is entirely different from the 

(Continued on page 67) 
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These distinctive Oneida features 
mean easy sales and larger profits 


The Oneida appeals to the practical eye—performance has proved it to be a brute 
for strength and a whale for work. The narne Dodge settles the question of quality 
and creates a feeling of confidence in the buyer — lessens sales resistance. Check 
these features carefully—they identify the Oneida as the practical pulley for general 


service. 


No beit contact at 
this point of 
greatest tension. 
Angle crown 
Gives ineffectual 


Uniform belt contact 
because-No Groove — 
OVAL CROWN 








Oval Crown Saves 


Power 


Make this test yourself. Lay 
a piece of belt over an angle 
crown pulley and note absence 
of contact at center where 
strain is greatest. Do likewise 
with the Oneida. The belt 
hugs the face snugly, permit- 
ting loose belts and making 
big power savings. 





Suletentiol Amman 
Hub Construction 


Arms and hubs are in two 
pieces interwoven into hub 
flanges. Over 17 inch di- 
ameter 5 inch face a special 
fish plate arm to rim con- 
nection provides broad solid 
bearing and adds to 
strength. 


Metals counter- 
SunK- no sHear- 

inc siraimon 
rivels. 









All Metals are 
Countersunk 


Wherever two pieces 
of metal are joined to- 
gether the metals are 
countersunk. In this way 
rivets are relieved of 
lateral or shearing strain 
and merely serve to hold 
metals together. 


The Oneida combines strength with light weight and is adapted to heavy service 
and high speeds. 


It is a steel pulley backed by Dodge quality—easy to sell and a life time adver- 
tisement of your store when erected on your customer’s line-shaft. 


Get Our Stocker’s Proposition Today. 


DODGE MANUFACTURING CORPORATION 


General Offices, Mishawaka, Indiana W orks Mishawaka, Indiana and Oneida, New York 


New York Philadelphia Pittsburgh Boston 


Cincinnati 
Houston Seattle 


Newark 
San Francisco 


Chicago Atlanta 


Minneapolis St. Louis 
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~ $500000 
in PRIZES 


for Letters 
about Leather 


/ HE sole and belting leather tanners of advertising space, in the principal popular 
America jointly plan to tell the truth periodicals, the tanning industry will make 


about leather to the public. its position plain. 

People, in general, need to know the facts Among other vital facts which affect 
about this basic industry, and ought to everybody, this one in particular shall be 
realize the conditions under which it ex- ™ade evident: 
ists. So the tanners intend that their “Nothing takes the place of leather” 
product, and their policies, shall now be for machinery belting. 


frankly and fully explained. s . ; ; 
. ’ You are concerned in having this asser- 


For such a purpose, the principal pro- tion substantiated. You are urged to con- 
ducers of leather have provided funds to sider the evidence the tanners will submit. 
carry out a broad publicity campaign, in You will then be able to give a verdict on 
various forceful, informing ways, Through — the proved facts. 


During this August 


over 29,000,000 copies of America’s favorite weekly and monthly magazines 
will publish the details of a Contest, open to anyone, anywhere, offering 


$5000.00 in Cash Prizes for Letters about Leather 
First prize $2,000.00 in cash—one hundred seventeen other cash prizes 


Help somebody you know to win! 


AMERICAN SOLE AND BELTING LEATHER TANNERS 
17 Battery Place, New York City 


Representing a group of independent, competing makers of leather, who buy their raw material in open mar- 
ket against the bidding of all the world; who do business unaided by any subsidy, and with no advantage 
through any tariff; whose hazards are abnormally great, but whose margin of profit is abnormally small. 
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Old Hobbs Has His Say About Some Fallacies 


He Takes a Round or Two Out of Manufacturers in General and 
Imparts a Few of His Best Sales Ideas'to Salesman Bill Jones 


J. R. HOPKINS 


The Time: Half way through those fateful three minutes 
after the salesman has said his say, has written up his con- 
tract with the amount of the stock order neatly and hope- 
fully filled in, and now everything is completed except one 
thing—just one little thing—the signature. There is always 
three minutes at least before the contract is signed, or even 
the pen taken up. The salesman, ua little nervous just to show 
he’s human, is perspiring some; he has done a good job— 
never has he put his proposition over quite so well. He knows 
secretly that he was at least something of an optimist as he 
jilled in the stock order, and still more of an optimist when 
he painted the picture of the future years’ sales of his ma- 
chines—but then you have to put your right foot forward 
these days and if you make things seem a little rosy in pros- 
pect—well, that’s why his boss thinks he is a good salesman. 

The place: Old man Hobbs’ office—Hobbs, Hustle & Work, 
Unlimited, dealer in machine tools, plumbing and heating 
supplies and a full line of mill supplies. Hobbs’ office is 
recognized because it is in the corner of the main office and 
the wood rail that separates it from the rest of the office 
is a little farther from the desk of Hobbs himself than it 
is in the other offices. Hobbs’ pet box of Coronas are on the 
desk—a sure sign that something is going to drop. Just 
before the story opens Bill Jones, the salesman, is wishing 
‘hat Hobbs would hurry up and sign so that he can enjoy 
his cigar and have a little real comfort. Will the old man 
never take up that pen? Why in the world is he sitting 
there looking out the window? Perhaps he likes to make 
me worry; perhaps he is having his little pleasure watching 
me suffer. I guess I better hurry him up a little. 

Jones:—‘‘The twenty machines in your stock order 
ought not to last you more than sixty days. The one 
hundred machines, which is our minimum figure for 
your year’s business, will give you a gross profit of 
$6,000.” 

Hobbs gives one more look out the window as though 
he was in the middle: of some pleasant thought, and 
turns to face Jones. He smiles pleasantly and Jones 
glows and thrills with anticipation. 

“Well, Mr. Jones, I suppose I ought to sign this con- 
tract and not sit here and look out the window this 
way. You have a very good machine and I am frank 
to admit you have put it up to us pretty strong. You 
have done a good job of selling your proposition, or 
rather your machines, and I congratulate you. But 
somehow or other you and I seem to be on two sides of 
the same fence. Just why, I don’t know. But we are. 
In reality, I’m to be a part of your sales force with 
an important territory sewed up exclusively. Yet some- 
how or other, I’m not a part of your sales force—not 
actually—I am just permitted to think I am.” 

Jones:—“But you are a part,—just as much a part as 
I am.” 

Hobbs:—“Now, Jones, that’s Not really so. You’re 
just kidding yourself and you know it. You and your 
people regard me as a ‘dealer’ in your line of machines. 
And I am a ‘dealer,’ but I don’t want to be. A dealer 
is one who buys for resale and after he buys then he 
sells—or tries to—what he has bought. If he can sell 
without its costing him more to sell than he gets out 
of it—he makes a profit. If he can’t, he doesn’t. I sup- 
pose that I am going to sign your contract, not because 
it’s what I want, but because it’s as good as the others 
—better than some and no better than others. At the 
same time, Jones, I never sign a contract like this with- 
out wishing it were different. Without wishing that I 
could have you fellows get our viewpoint and see that 





what we have here is not a dealer’s proposition—but 
a distributor’s. That’s all we are—an organization of 
sales closers—and that makes us distributors—for al- 
though we pay in advance for many of the machines 
we sell, yet we are really just a part of your company’s 
distribution scheme. You’re a part too, Jones—and we 
are a part.” 

“I have as fine a crew of salesmen as you’ll find in 
these states. They are hand picked and I train ’em 
myself. Train ’em to close sales—to know their product, 
to know what it’ll do for the buyer, and how much it’s 
worth to the buyer to use what we sell him. But the 
finest salesman in the world in this line can’t spend but 
a very small percentage of his time closing sales. Why? 
Because he has to do his own missionary work. He 
has to look up his own market, then call on them, and 
then do all the time consuming, slow building up of the 
sale—all of which you should be doing for him. The 
trouble is, Jones, that you pick us as an organization to 
create sales for you, and we should be giving all of 
our time to just closing sales. We’re an organization of 
sales closers—not sales creators.” 

“That’s all we should be doing—and that’s all we are 
paid for doing. With the margin of profit you give us 
there is not enough in it to create sales and close them 
too. If we have to do all the sales work, we want to 
be paid for it. And we are not. As for volume, you say 
we'll sell 100 machines this coming year—but down in 
your heart you haven’t any idea that we will do that 
much,—and I know it. Yet if you had the right kind 
of a proposition you would move 200 instead of 100 
through us this year. If you did the missionary work 
right, found the prospects, worked on them, sold them 
up to the point where they were interested, and then 
said to me, “Here they are, Hobbs, go close them,” then 
my boys would close them. They would be giving their 
time to that which they are trained to do best, closing 
sales, and they would sell more. As they sold more I 
would make more and they would make more which 
would be incentive for them to work even harder. If you 
manufacturers would only realize what a golden oppor- 
tunity you have for doing a larger volume through mill 
supply dealers, there is no limit to your sales possibilities. 

“That’s the way your machines should be sold, and 
that’s the proposition you should have come to me with. 
Instead of telling us so much about your machine and 
painting us a mental picture of our sales volume, you 
should have been telling us of your plans for building 
our sales up to the point where we could close them. 
For don’t forget that we have this territory sewed up 
tight if we sign your contract, and the machines we sell 
are all you will get out of this territory. And how 
many we sell is really up to you. As you regard us as a 
‘dealer,’ you think it is up to us, but it isn’t. It’s up to 
you. I have five salesmen, and there are only eight hours 
in each day, five days in each week. Of that eight 
hours, only five or six are available for calls. And we 
have a complete line of machine tools. Yours is to be 
but one of that line. 

“And the point I want to drill home is that the number 
of machines any good dealer sells is up to the manu- 























FOR MILL SUPPLY JOBBERS’ EXECUTIVES 


Attention! 
Mill Supply Jobbers— 


6 Good Reasons for Handling the 
BLACK & DECKER LINE 


of 


PORTABLE ELECTRIC DRILLS 

PORTABLE ELECTRIC GRINDERS 

ELECTRIC BENCH AND PEDESTAL GRINDERS 
ELECTRIC SCREW DRIVERS 


1—Highest Quality Means Your Customer will be satisfied. 


2—Quantity production means your customer will get more for 
his money. 


3—The Black & Decker Mfg. Co. is a large responsible concern, 
consequently its guarantees are valuable. 


4—The reputation of Black & Decker Electric Tools reduces your 
sales effort. 


5—The exceptional service facilities which we provide re- 
lieve you of unprofitable details, but insure your customer 
getting maximum service from his Black & Decker tools. 


6—Our policy, which is rigidly adhered to, protects the jobber. 


We sell only through a restricted list 

of jobbers. If you are interested, we 

suggest you get in touch with us with- 
out delay. 


Tze BLACK & DECKER MFG. CO. 


TOWSON HEIGHTS, BALTIMORE, MD.,U.S. A. 
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facturer. If the manufacturer does his part and uses 
us as a distributing part of his own sales organization 
instead of just a ‘dealer’ he can get a big volume. Some 
manufacturers realize that because they are up-to-date 
and know that we are distributors, not ‘dealers,’ and they 
go ahead and work the territory just as hard for us 
as they would if all of our men were on their own pay- 
roll—which in reality they are—if they but see it that 
way. These are new days; these are days of elimination 
of waste; and there is a lot of waste in selling. There 
is, after all, no excuse for any manufacturer not know- 
ing that his mill and machinery supply houses are sim- 
ply distributing sales organizations, a part of his own 
sales force—and that the amount of business he gets 


is in proportion to how intelligently he makes use of such 
selling organizations as are ours. 

“Just think of this for a minute, Jones. The mill 
supply business has thousands of trained salesmen, all 
ready to close sales for anything in their line. They 
are a ready made sales force for any manufacturer that 
wants to use them. And if he does use them—and uses 
them intelligently—his sales cost will make some of the 
old timers sit up and take notice. Take notice because 
it’s so low. All he would have to do would be to pre- 
pare the field, do the preliminary selling, and then sit 
back and fill his orders.” 

“Let’s go out and eat.” 

Jones :—“‘Yes, let’s. I think I got it coming to me.” 


—tor 


Begin Study of Distribution 


Vew Division of Domestic Commerce Will Make Analysis of Marketing 


Saving of money, time and effort for the producer, 
middleman and consumer through the elimination of 
wasteful practices in the distribution of essential com- 
modities is the object of a campaign which the Depart- 
ment of Commerce has opened. In the analysis which 
will be made it is probable that marketing of mill sup- 
plies will be either directly or indirectly considered. The 
first conferences in connection with the movement were 
held in Washington on July 6 and 7, when Irving S. 
Paull, recently appointed by Secretary Herbert Hoover 
to head the new division of domestic commerce, met with 
representatives of the National Association of Retail 
Grocers, National Retail Dry Goods Association, Na- 
tional Association of Retail Clothiers, National Retail 
Shoe Dealers’ Association and National Retail Hardware 
Association. 

In an announcement regarding the campaign, Mr. 
Paull stated: “The general plan will be discussed with 
the retailers and later with other branches of domestic 
industry with the idea of approaching the subject from 
the standpoint of the finished product and then tracing 
back each operation to the raw materials. The effort will 
be to eliminate any uneconomic methods and wasteful 
practices which may be shown to exist in each successive 
operation all along the line, with the hope of finally es- 
tablishing a system which will permit the unhampered 
and steady flow of goods from the raw material to the 
finished commodity into the hands of the consumer.” 

The first conference gave recognition to the fact that 
the retailer, the wholesaler and the manufacturer each 
has his separate function, and that upon the efficiency 
with which each performs his function depends the econ- 
omy of distribution. <A clear definition of functions and 
the elimination of overlapping and duplication of activ- 
ities offers a source of immediate economies. 

The conference further recognized that stock turn is 
one of the basic factors in economical distribution. 
Store departmental studies of distribution offer a basis 
for the determination of the most effective means of in- 
creasing stock turn and reducing operating expense. 
Also, that future buying too far in advance is one of the 
outstanding problems and contributes in large measure 
in many lines to increased operating costs. In its effect 
it adds to the problems of the wholesaler and the manu- 
facturer. In the latter case it contributes to the cost 
of distribution and is reflected in operating costs of man- 
ufacturing. 

It was suggested that one point needing special atten- 
tion on the part of industries is sales quotas, and that 





such quotas might be adequately prepared by tabulating 
well in advance of merchandise season records of preced- 
ing periods and comparison, made as a basis for pur- 
chase, with proper consideration of local factors which 
might affect the situation favorably or adversely. 

The conference members expressed the belief that the 
new division of the Department of Commerce should func- 
tion in an effort not only to make distribution more effi- 
cient, but it should give the public a better understand- 
ing of the value of the services rendered by each of the 
agencies of distribution, and of the complexities and prob- 
lems of distribution. 

Following the conference, the following statement was 
made public: “The conference of representative retail 
trade associations recognizes the value of an exchange 
of views and of a presentation of the specific problems 
inherent in their several branches of retailing, and ex- 
pressed great satisfaction in the fact that a disinterested 
branch of the government, like the Department of Com- 
merce, has undertaken a study of the facts of retailing. 

“The conference expressed the hope that the Depart- 
ment of Commerce will undertake not only to educate 
and inform the public as to the facts of distribution, but 
that it will assist in the dissemination of knowledge to 
the men who are themselves engaged in retailing con- 
cerning problems of distribution, not only in their own 
retailing spheres, but in the producing and manufactur- 
ing field as well, and that the Department will gather, 
correlate and compile the facts and figures of distribu- 
tion, and that it will give such results, such practical 
analysis, interpretation and publicity as will best serve 
the interests of the consumer, producer and distributor 
alike. 

“Tt is the judgment of the conference that the Depart- 
ment of Commerce can materially assist retailers to 
render the most efficient service by directing studies in 
the entire field of domestic commerce, with the object of 
improving practices, determining justifiable costs and 
eliminating wastes.” 


—~tor 


Elected Gibson President 
Charles @. Gibson, for many years vice-president and 
secretary of the Mullins Body Corp., Salem, Ohio, has 
been elected president of the company to succeed W. H. 
Mullins. The latter has resigned from active leadership 
of the business, but will continue as chairman of the 
board of directors. Frederick P. Mullins is now vice- 


president and secretary, succeeding Mr. Gibson. 
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FOR HIGH PRESSURES 
AND TEMPERATURES 


DROP FORGED STEEL 
VALVES AND FITTINGS 


are used extensively in the industrial fields where high 
pressures and temperatures are necessary. In the new 
El Paso Electric Railway Power House, El Paso, Texas, 
Vogt Fittings were installed because of their dominant 
strength and capacity for enduring hard strenuous ser- 
vice. Leading engineers and builders of power plants 
and installations, where high temperatures and pres- 
sures are vita! features, endorse the use of Vogt Fittings. 
The El! Paso Plant was constructed by Stone & Web- 
ster, Inc., universally known as efficient construction 
engineers and builders. Write for Bulletin F-5, dis- 
count sheet and free sample fitting. 


HENRY VOGT MACHINE CO. 


Incorporated 


LOUISVILLE, KY. 


MANUFACTURERS OF DROP FORGED STEEL VALVES AND 

FITTINGS :: ICE AND REFRIGERATING MACHINERY :: WATER 

TUBE AND HORIZONTAL RETURN TUBULAR BOILERS :: OIL 
REFINERY EQUIPMENT. 








Branch Offices: New York, Philadelphia, Chicago, Dallas. 


Our Authorized Agents: 


Metalwood Mfg.Co.,. . . . Detroit, Mich. 
Pittsb’gh Valve Fdy. & Const.Co., Pittsb’gh, Pa. 
John Simmons Co., . . . New York, N.Y. 
Walworth Mfg.Co., . . . . Boston, Mass. 
Walworth Mfg.Co., . . . . . Chicago, Ill. 
Walworth Mfg.Co., . . . . Seattle, Wash. 
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She was a cute little thing and if it had not been for 
the businesslike leather case she carried, no one would 
have picked her out for a “salesman,” let alone a per- 


sistent salesman. But Persistence must have been her 
middle name. Evidently she is the person who put the 
stick in sticktoitiveness. 

I was busy, too busy to waste time on anybody with 
something to sell, but that meant nothing in her young, 
or at least, reasonably young, life. She did not wait for 
me to sit down, hardly for me to get up. She grabbed 
the nearest chair and pulled it up and sat down and 
opened the leather case, and before I could stop her, she 
was drawing out a book. I might have known it, a 
book agent. 

“T know you are going to be interested in something 
that will mean a great deal to your daughter as an edu- 
cational influence,” she was saying. 

“Just one moment,” said I. “Is this a_ bookselling 
proposition you are going to spring on me?” 

“Well, it is an educational matter and I——” 

“No, never mind all that. Are you going to try to 
sell me some kind of a book?” I was insistent about it. 

“Technically, yes,” she admitted with a smile. 

“How much money does the deal represent?” I con- 
tinued. 

There was a good deal of verbal squirming and camou- 
flage before I finally drew forth an admission that forty- 
three dollars was involved. 

“You cannot sell me anything in the book line for 
forty-three, or forty or twenty-five dollars,” said I 
firmly. ‘Sorry, but no books for me. Absolutely not. 
I am very busy and it would be a mistake to take up your 
time, which may or may not be valuable, and mine, which 
is very valuable to me just now.” 

She never blinked; just looked the very least bit hurt 
and then came back with a smile and said: “I am glad 
to give my time, although you may have no thought of 
buying. I want you to know about this set and I am 
sure you will admit, after I have explained, that your 
time was not wasted.” 

“But you are not going to explain,” said I, perhaps 
with more force than courtesy. “I positively am not 
interested and will not give up the time to any sales talk 
on whatever you have to offer. You couldn’t sell me any 
set of books at any price. I am very busy with work 
which must be finished by noon.” 

“You are the business man,” was the response, “and 
you would buy anything you thought was worth more 
than it cost, especially if it involved your daughter’s 
educational advantage. Now this She was opening 
the book. 

I arose. “No, you cannot show me your book and I 
will not give you time to tell your story. It would waste 
my time and yours.” I moved toward the door as a 
hint—to express it mildly. 





The Something Back of Persistence 





A, puccessfil Salesmanship 


By Frank Farrington 


All Rigs Reserved 


“You wouldn’t give fifteen minutes to learn about an 
opportunity that would mean perhaps thousands of dol- 
lars of value to your daughter?” She did not even rise 
from the chair she had taken. 

“Not now. I wouldn’t give fifteen, 
minutes.” 

“You’ve already given ten,” she said with a twinkle 
that could not be met with anything but a smile. We 
had exchanged more dialogue than I have recorded, 
though all to the same effect. 

“Well, time is up,” I told her. “You are wasting your 
time on a hardened prospect who will turn you down no 
matter how long you talk.” 

“T know you are trying to get rid of me,” was the re- 
ply, ‘and I ought to take the hint, if that is what you 
call it, and go, but you see, I am new at this business 
and I hate to lose out. When can you give me fifteen 
minutes of your time? I promise not to take more, and 
if you don’t want to buy, I wouldn’t stay a minute 
longer. I can arrange to see you at any time you say, 
at your office or at your home.” 

“You will never see me again, if I have my way,” was 
my response. “If I were to see you coming again, I would 
lock the door.” That was pretty rough talk to a pretty 
woman, wasn’t it? Well, it was just as I told her, I 
was desperate in my anxiety to finish some work I had 
started. 

“’m sorry you feel like that,’ she said. “I suppose 
I have bungled my selling talk in some way, or you 
would give me a chance. All I want is fifteen minutes to 
show you what I have to offer. I know I must be going, 
but I want to have a chance to talk to you later about 
this set of books. When can you give me just time 
enough to tell my story, without even asking you to 
buy ?” 

Was I a fool? Was it because she was young and 
pretty? Or was it just a tribute to persistence that I 
gave that saleswoman an appointment? Perhaps a com- 
bination of all those. But it was the persistence that 
won, persistence in the face of pretty rough treatment, 
though I must say that I maintained a smiling counte- 
nance out of deference to her sex. I would have ordered 
a man out had he acted as she did, and there would have 
been no smiles for him, but a man would have acted dif- 
ferently. I have shortened the dialogue in my account, 
and I have softened it a little, because I said some pretty 
sharp things in my efforts to get rid of the woman. 

The thing that really impressed me in this experience 
was not the persistence itself. I recognize that as the 
quality that held her to her effort. But the thing that 
enabled her to persist was obviously, and this showed 
plainly in all her talk, her faith in her proposition. She 
believed in her books. She believed that all she would 
say about them, with a chance, would be true. She was 
convinced that if she could get a chance to tell the story 
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When You Hit a Hard One— 


When one of your customers calls on you to supply the proper belt for 
some difficult installation, you can tackle it with a smile—if you are tied up 
to Gandy service. The Gandy Engineering Department is backed by forty 
years’ experience in building and installing belts for Main-Drives—General 
Transmission, Elevators and Conveyors. This Department is at the service 
of every Gandy dealer. 


Write for information on dealers’ contract. 








GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, MD. 
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to me, to get off her sales talk, if we so express it, she 
could interest me and probably make a sale. I am forced 
to admit that she was amply justified in her faith in her 
proposition, and when she finally kept her appointment, 
she told me her story in fifteen minutes or less and I 
was sold on the books. 

Without the persistence she would have quit me when 
I first turned her down. Without faith in her goods she 
never would have withstood from me everything but 
being actually thrown out of my office. 

It is remarkable what persistence a man can develop in 
his salesmanship if he has absolute faith that he has a 
proposition that will interest the buyer. He feels that, 
no matter what the buyer may say or feel about his per- 
sistence, all will be forgotten and forgiven when the 
facts about the goods are presented. This is in a great 
degree correct. The buyer, if finally interested, cares 
nothing about what he has said to the effect that he was 
not in the market and would not buy at any price. 

All this shows how important it is that the salesman 
have faith in his line, that he be an enthusiastic believer 
in his proposition. It is not enough merely to think your 
stuff is all right and will give a hundred cents value on 
the dollar. There must be enthusiastic belief. 

Faith in your goods is born of knowledge of their man- 
ufacture and use, of their inherent quality, of the service 
back of them. The salesman who does not know his line 
and know it thoroughly cannot be enthusiastic about it. 
If his knowledge is merely superficial, if it is merely a 
knowledge of what you claim the product will do, and 
the price at which it sells, that is not enough. 

The successful salesman will be he who learns all he 
can about the raw material that goes into his product, 


about the workmanship that makes it a high-class prod- 
uct, about the processes used in bringing the product to 


a high state of perfection. He ought to work on the 
plan of making himself as much as possible an expert on 
his line and on its uses. It is worth while to become 
enough of an expert so that this qualification will be 
obvious to buyers when they hear your talk. A success- 
ful buyer knows quickly enough when he meets a sales- 
man who can qualify as an expert on his line, and he 
listens with the greater respect to such a salesman. 

Persistence, which is mere dogged stubbornness or 
pig-headed sticktoitiveness, is not the kind of persistence 
that gets a hearing in the face of such an effort as I 
made to get rid of that book agent. The buyer becomes 
more irritated as the mere pig-headed salesman stands 
his ground and will not take a hint to go. We never do 
buy just because the seller insists upon trying to make 
us buy. We have no open ear for the salesman who is 
merely stubborn. 

If we yield in the end to any type of persistence, it will 
be to that persistence which has as its background per- 
fect knowledge of what it offers and practical knowledge 
of how it will fit into our needs, and enthusiastic faith 
in our need for the product. 

That motto of the N. W. Ayer Advertising Agency, 
“Keeping everlastingly at it brings success,” applies to 
salesmanship as well as to advertising, but it has other 
application than that most obvious one of approving per- 
sistence in urging the buyer. It applies particularly to 
the need of persisting in learning your business, in 
learning your line, in learning how to present the ad- 
vantages of what you want to sell. 
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Great Savings Are Possible 


Chicago Postmaster Warns of Waste in Distributing Direct Mail 


Mill supply manufacturers and dealers who maintain 
mailing lists and distribute a large amount of direct 
mail literature will be greatly interested in a campaign 
which Arthur C. Lueder, postmaster of Chicago, has 
started to bring home to business men the advantage of 
keeping their lists up to date. Mr. Lueder has been 
enlisting the support of the business press in this con- 
nection, and recommends that greater use be made of the 
return postage guarantee privilege. 

In a statement to MILL SUPPLIES, Mr. Lueder recently 
said: “A picture appeared in a local magazine show- 
ing a man in the Chicago post office engaged in tearing 
up undeliverable third-class (circular) matter, and since 
that picture has appeared we have been asked repeatedly 
if it represents an actual condition in the post office. 
It does, more’s the pity; and it is a regrettable fact that 
the condition is getting worse with the increase of direct 
mail advertising.” 

“Would you repeatedly send a salesman to a town that 
does not exist, to see a man whose permanent address is 
the graveyard, or to solicit an order from a firm at the 
location from which they had moved a year ago?” That 
is the question that the postmaster asks in a letter 
addressed to some of the Chicago post office patrons, 
and which he desires to ask mill supply men. “No, of 
course not,” you say. ‘‘Why do you ask such an absurd 
question?” 

“T know that you could not do the foolish things sug- 
gested in our inquiry, but many business houses do re- 





peatedly send carefully prepared and expensive adver- 
tising matter to towns that are not in the state named, 
to people whose names have been carved for many a 
year on a tomb, or to addresses from which their pros- 
pects have moved long ago; and a circular letter is only 
a silent salesman, isn’t it? 

“This silent salesman cannot get results unless it 
reaches the prospect. People die, move, or go out of 
business; advertising to such means literature and post- 
age wasted. A good mailing list depreciates about 42 
per cent a year; to be effective it must be continually 
corrected. The words, ‘Returned Postage Guaranteed,’ 
beneath your return address on each envelope will bring 
all your undeliverable circular mail back to you and give 
you an opportunity to correct your list. 

“You may think that the piece of mail is not worth 
the postage necessary to secure its return, but remember 
that every name on your list costs you money and that 
every name should be a prospect for your goods or serv- 
ices, and that, unless the list be corrected, not only one 
piece of mail will be wasted, but ten or one hundred, 
limited only by the number of times the list is used. 
The guarantee to pay return postage will save you many 
times the amount so expended, for it will enable you 
to keep your list up to date and discontinue sending out 
great quantities of expensive advertising matter only 
to have it end up in the Nixie section of the post office, 
where it is destroyed unless it bears the words near 
the return card, ‘Returned Postage Guaranteed.’ ” 
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Of course it’s an ALEXANDER 


One of the Largest Leather Belts 
ever manufactured in Philadelphia. 


An ALEXANDER of course! 


This belt was made up especially for a 
cement mill drive. Finished and ready 
for delivery within 10 days. It was a 
72 in: 3 Ply, length was 146 ft. 2 in. 
when endless. 285 centers were 
lapped and cemented by the Alex- 
ander Method. Every inch was 
ALEXANDER QUALITY. 


Whether it’s a 72 in. 3 Ply or a %% in. 
Single—ALEXANDER can make it. 


Alexander Brothers 


414 N. 3rd St. Philadelphia 
BRANCH OFFICES 
New York Chicago Detroit Cleveland 


New Haven Grand Rapids Charlotte 
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Ordinarily it takes special tools in the hands of an experienced shopman to repair 
broken belts. This is eliminated by the use of 


BRISTOL'S 


Patent Steel Belt Lacing 


Anyone can quickly lace a belt with them. The only tool needed isa hammer. There 
are machine shops near you who still lace belts in the oldfashioned way. By selling them 
Bristol's you will be doing them a favor, making customers and making money for your- 


self. Send for a sample assortment and Catalog 712-H. 


THE BRISTOL COMPANY 
WATERBURY, CONN. 


RosTon NEW YORK 
CHICAGO 





Branch Offices: 
PHILADELPHIA PITTSBURGH DETROIT 
St. Lovis San FRANCISCO 
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Rise of Henry Calkins, 


Mill Supply Salesman 


Henry Learns That the Big Corporation Storekeeper and the 
Mill Supplies Stockkeeper Have Several Things in Common 


JAMES H. COLLINS 


“How Not to Do It,” was the only thing anybody 
could learn from Old Man Purdy’s system of stockkeep- 
ing. Goods not on the shelves were kept in a dark 
basement, where each clerk had to rummage for himself 
when a given article ran out. If it was all gone in the 
basement too, you spoke to the Old Man, and the latter 
re-ordered—if he remembered. 

But that was a good thing for Henry Calkins in his 
clerking days. Because, when he found 
there was nothing to be learned in the 
store, he went outside to see how 
stock was kept by other people. 

It was from storekeepers that he 
learned most—not retail storekeepers, 
but the men who kept the stocks of 
material, tools and supplies for big 
manufacturing and public service cor- 
porations. They often had enough 
money tied up in a single article to 
handsomely finance a thriving jobbing 
business. They received, tested, 
stored and served out thousands of 
separate articles. So storekeeping, in- 
stead of being one duty for a man 
who had a dozen other things to keep 
track of, was turned over to special- 
ists—men who did nothing else, and 
were often technically trained for the job. Henry saw 
that this kind of storekeeping had got somewhere. If 
he could adapt the principles to a jobbing business, he 
would have something pretty fine. 

“You'll have to work out a system that runs itself,” 
said the storekeeper of the city water department who 
handled several hundred thousand dollars’ worth of sup- 
plies yearly. “But all your stuff is handled under one 
roof, where ours is scattered all over town; that ought 
to help. 

“Dead stock is our big rat-hole,” said another big 
factory supply chief. ‘Sometimes we can use obsolete 
stuff in other ways, but usually it sells for junk. A 
retailer always has his bargain counter, and if he cleans 
up dead merchandise quickly need sacrifice only his 
profits.” 

At first, Henry thought these storekeepers had a big 
advantage in not being compelled to cater to customers. 
But he soon saw that they had exacting customers in 
other departments of the business drawing upon them 
for supplies. These departments, like the public, were 
even critical about prices, for what materials cost meant 
a lot in turning out their products. 

Most storekeepers had defined and charted their duties. 
From a dozen charts, Henry made one of his own: 

1. Always have what is needed, or facilities for getting it 
quickly. 

Have no more than is needed—no large carry-over. 
Buy under the most favorable market conditions. 

4. Keep everything in order, and the investment in sup- 
plies down to minimum. 

5. Handle as few lines as possible, at the lowest expense. 

6. Give other departments service. 

These duties were readily translated into dealer terms. 
The first, second and third were largely a matter of 
me buying—knowing where to get things, and view- 
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This is the second article of a 
which the author pro- 
carry a mythical 
various 
which are met by a young salesman 
who has decided to learn his chosen 
every 
source of information. In the first 
article Henry learned some impor- 
tant points in the buying end of the 
mill supply business. In this article 
he makes the rounds of big corpo- 
rations to learn the best method of 
keeping his stocks in orderly fash- 
ion, and finally adopts a system to 
replace the archaic methods of his 


ing merchandise needs by the year instead of day-to-day 
requirements, so that all possible purchases could be 
concentrated in the slack seasons when sellers were will- 
ing to grant concession for orders. The fourth, fifth and 
sixth were largely a matter of good records and order- 
liness, and he tackled them first because storekeepers 
could give him useful suggestions while he was working 
out that part of his system. About buying methods 
there was more to be learned from 
purchasing agents. 

When _ storekeepers showed him 
bins, shelves and racks with supplies 
as neatly arranged as though they 
expected customers, Henry thought 
they did it in pride. But he found 
that it was based on fear instead. 
The least carelessness in issuing sup- 
plies, keeping records or letting un- 
authorized people into their store- 
rooms led to losses, as most of them 
had learned. Henry didn’t see how 
that would apply to a small business 
where every employee was known to 
be honest until he saw that even an 
honest clerk could steal indirectly by 
not knowing where to find a given 
article, concluding it was out of stock 
and losing a sale. Also, that merchandise may lie so 
long that it loses value, which would be the same thing 
as theft. Then, fear of deterioration led them to issue 
supplies in the order received. Henry remembered how 
Old Many Purdy piled the latest stuff that came in on 
top of the old lot, and the bottom of the pile might 
not be reached for years. 

A railroad company had a supply train that traveled 
regularly over its different divisions, dealing out sup- 
plies once a month. Henry resolved to have a daily 
supply train as the basis of his stock record system. 
Every item of merchandise received was entered on 
cards, which he kept. Each clerk had a daily requisi- 
tion card, on which he jotted down every article sold, 
and in the slack hour every day shelves and racks were 
replenished from the stock-room—the daily supply train. 
These requisitions then went to Henry’s desk, and from 
them the stock-room was replenished by re-orders. To 
make it interesting, each clerk had a monthly credit of 
ten dollars. If he has to say “Sorry” to a customer 
because something was out of stock through negligence, 
a red card with the word “Sorry” went through to 
Henry. At the end of the month the ten dollar bonus 
was paid, minus one dollar for each “Sorry” card. 

A dandy scheme for keeping dead stock cleaned up 
was based on the monthly over-stock report of a tele- 
phone company. Each item of supplies that hadn’t been 
used that month was reported, and all articles of which 
the stock on hand was greater than had been used in 
two months. Applied to dealer stockkeeper, this threw 
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with half a dozen clerks to build up a business near 


bankruptcy cannot afford a stockkeeper. That was the 
situation when Henry Calkins took over the Purdy busi- 
ness. So the stock-room was arranged in an orderly 
way in order that clerks might fill their own requisitions. 
The porter unpacked goods and kept the room free of 


litter. It was locked except during the replenishment 
hour. Clerks’ requisitions tabulated by the bookkeeper 
showed what stock was on hand each night, and guided 
Henry in purchasing. So the system fulfilled every one 
of its charted duties—besides making money by pre- 
venting loss of sales. 
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Seeks Bolt Manufacturers 


New Bedford Dealer Has Had Difficulty in Securing Profitable Line 


F. G. Hillman, New Bedford, Mass., dealer in mill 
supplies, believes that there is an opportunity for bolt 
manufacturers, who are willing to recognize the jobber, 
to do a sizable business in New England. Mr. Hillman 
has been experiencing embarrassment for some time 
from the fact that he has been unable to locate a source 
of supply for bolts which will net him a profit. 

“Our business,” says Mr. Hillman, “is done for the 
greater part with large manufacturing concerns, prin- 
cipally textile mills, capitalized at from one to many 
millions. All are very close buyers and it is necessary to 
depend upon sales volume rather than upon large profits 
to handle their trade. However, we sell them an endless 
variety of material, and our experience has been that the 
supply manufacturers have a jobber’s price and a con- 
sumer’s price, although the margin is often a close one, 
except in the line of bolts where we have much reason 
to believe that the manufacturers quote the same price 
to large concerns that they do to dealers. This makes 
it embarrassing for us as the mills, with which we do 
business, often question how it is that we are apparently 
only able to quote them the same rates that they can 
secure from the manufacturer.” 

Mr. Hillman contributed the following extracts from 
letters he had received from six different manufacturers 
of bolts, showing what is apparently the prevailing policy 
of these companies: 

Connecticut manufacturer writing under date of Nov- 
ember 10, 1922—‘‘Your favor of the 8th at hand and 
contents noted, but stated in our favor of the 1st instant, 
we have given you advantage of our extreme price and 
have nothing better to offer.” This, says Mr. Hillman, 
was in reply to his protest that the manufacturer in ques- 
tion was quoting him only the same terms quoted to the 
consumer. 

New York State manufacturer, May 22, 1923—‘‘We 
should be very glad to sell you our goods as we sell 
them to other people.” 

New Jersey manufacturer, November, 1922—‘“There 
are circumstances, of course, where the consumer’s busi- 
ness is almost as desirable and in certain cases we feel 
that the business of this nature is sufficiently large that 
it should be placed direct.” 

Rhode Island manufacturer, November 1st, 1922—‘“‘We 
are in receipt of your favor of October 31st, and would 
say that the discount sheet which you received shows 
the lowest prices which we are quoting to any customer 
in any quantity. While it is true that we quote extreme 
prices to some of our largest consumers, we have no bet- 
ter prices to name at the present time.” Mr. Hillman is 
rather under the impression that among these “largest 
consumers” were included practically all of his own im- 
portant customers. 

Rhode Island manufacturer, May 21st, 1923—‘“‘We 
acknowledge receipt of your letter of May 18th and 
thank you for the opportunity afforded, but would advise 





that we handle our trade direct and are really not in- 
terested in your proposition at the present time.” 

Rhode Island manufacturer, May 25th, 1923—“‘We are 
in receipt of your favor of the 24th in regard to dis- 
count sheet sent you May 22nd, and contents noted. Our 
prices are the very lowest we are quoting anyone at the 
present time.” 

Mr. Hillman made the following statement in con- 
clusion: “It would seem as if there might be an op- 
portunity for some reliable bolt manufacturing concern, 
who cared to recognize the jobber, to do considerable 
business in this fair land of ours.” 
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KING GEORGE LOSES SUIT 


Manning, Maxwell & Moore, Inc., Wins Judgment From the British 
Government in War Contract Case 

King George of England will have to pay Manning, 
Maxwell & Moore, Inc., New York, the sum of $2,191, 
a judgment for this amount having been filed in the 
county clerk’s office in Manhattan during the past week. 
The British Government had brought suit against the 
well known machinery house on an assigned claim of 
the Remington Arms Company, arising out of a con- 
tract made in 1915 for the purchase of 2,000,000 English 
rifles at a cost of $60,000,000. 

The claim was based on allegations that Manning, 
Maxwell & Moore, Inc. agreed to equip a plant for the 
Remington Company at Eddystone adequate for the man- 
ufacture of rifles, and that under the contract Manning, 
Maxwell & Moore, Inc., should have done the work for 
five per cent above the cost, on the ground that the com- 
pany was the agent for the Remington company. 

Manning, Maxwell & Moore’s contention was that it was 
not the agent of the Remington company, and was en- 
titled to make all the profit it could within reason. In 
the opinion of Supreme Court Justice Davis, the testi- 
mony as to the making of the contract and the manner 
of carrying it out, disproved satisfactorily the claim of 
the plaintiff that the defendant acted as agent of the 
Remington company on a commission basis. 

The judgment entered in favor of the defendant rep- 
resents the costs of the suit, the king having been in- 
structed to pay the entire bill. 
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Railway Supply House Buys 

Crerar, Adams & Co., 259 East Erie street, Chicago, 
dealers in railway supplies, have leased for 10 years 
with option to purchase, a four-story building on the 
northwest corner of Morgan and 36th streets, from the 
trustees of the Central Manufacturing district. The 
building is now occupied by the Westinghouse Electric 
and Manufacturing Company, but the latter company will 
vacate it in the near future when its own new warehouse 
on Pershing road is ready for occupancy. 
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Buying Screws and Nuts a Pleasure | 





In buying ordinary screws and nuts, it is more a matter of kick from your 
factory because of rejections due to imperfect fit or lack of finish. 













Specify “Namco” on your next order for Cap and Set Screws, Plain and 
Castellated Nuts, and your pleasure will come with the complete satisfaction 
brought about by the accurate fit and fine finish of these products. 


























THE NATIONAL ACME COMPANY, Cleveland, Ohio 


New York Boston Chicago Detroit Buffalo 
Vv. A. Moore & Co., Atlanta, Ga. Hughson & Merton, Inc., San Francisco 
Warehouses at New York and Chicago 








































































































































(wy When Buying Hoists— 


You always demand a full dollar's 
worth,—but 


Does every one else attach the same 
value to the dollar as you do? 

When buying Ilright High Speed 
Hoists—we know from the exceptionally 
high grade materials, workmanship, and 
thought that has been put into them 
you will get even more than vou demand. 





We guarantee full value on the initial 
investment, plus dividends of hoisting 
satisfaction through many continuous 
troubleless years of service. 








The test is in their use. 















































Consider Problem of Stocking Machine Tools 


Chairman Swind of Machine Tool Section Makes Interesting Reply 
To Indianapolis Dealer Who Raised Question of Agency Agreement 


No time is being lost by the conference committee 
of the Machine Tool Section of the National Supply and 
Machinery Dealers’ Association in carrying on its work 
as outlined at the last convention of the association. 
An appeal has been sent out during the past month to 
all members of the association to ascertain their cost 
of doing business as applied to machine tools exclusively. 

“This means that the association now requests those 
members who distribute machine tools exclusively, or 
members who distribute machine tools and supplies, and 
who keep a separate record of their cost of doing busi- 
ness on the machine tools selling separate and distinct 
from supplies, to give us their percentage figure of the 
cost of doing business.” This is the explanation of 
what is wanted by the conference committee. The letter 
continues: 

“Members are requested to consider a charge of six 
per cent interest on actual capital invested in conducting 
the machine tool distributing business as a part of the 
cost. 

“Chairman Swind of the Machine Tool Section is of 
the opinion that we can secure a greater number of 
replies if we merely ask for the one figure of percentage 
of cost of doing business on machine tools, to wit: Ifa 
house sells one million dollars’ worth of machine tools 
and a total cost of doing business, including six per cent 
interest on actual capital invested, is $180,000, they 
should report that their percentage of cost of doing busi- 
ness is eighteen per cent. In other words, merely divide 
the cost by the volume and the result will be the per- 
centage. 

“Tt would, of course, assist if the statement of the 
cost of doing business were segregated by items accord- 
ing to the practice in the member’s house, but if this 
is not convenient we do want the figures showing the 
percentage cost. If the machine tool distributors are 
to secure a proper compensation, it is declared that it 
must follow an exposition of the true conditions sur- 
rounding cost of distribution. The association requests 
no names of members submitting figures, but if they are 


given, they will be kept confidential within the secre- ~° 


tary’s office.” 

The members of the conference committee are: George 
H. Cherrington, Brown & Zortman Machinery Co., Pitts- 
burgh, chairman; W. J. Radcliffe, E. A. Kinsey Co., Cin- 
cinnati; Charles T. Bush, Chas. A. Strelinger Co., 
Detroit; Tyler W. Carlisle, Strong, Carlisle & Hammond 
Co., Cleveland; J. R. Vandyck, Vandyck Churchill Co., 
New York; and L. H. Swind, Swind Machinery Co., 
Philadelphia, ex-officio member. 

The committee recently called for suggestions from 
members. One of the first received came in a letter 
written by Anton Vonnegut, president, Vonnegut Ma- 
chinery Co., Indianapolis, to Chairman Swind. This 
letter in part states: 

“It has been customary for agency agreements to 
provide that a dealer shall carry at least one sample 
machine in stock, but there are plenty of dealers who 
have no stores and are doing business from offices, so 
that this provision cannot be forced upon them, but in 
many cases they receive the same commission as dealers 
who do carry a stock. 


“We have a combination showroom and warehouse, 


and it is our desire to invest our money in such standard 
tools as drill presses, lathes, shapers, milling machines 
and other minor items for which there is practically an 
every-day sale. We are also willing to provide floor 
space and to handle other machinery which manufac- 
turers care to send us on consignment, but in many 
instances have refused to do this, pointing to the com- 
mon provision in their contract that dealers are to carry 
sample stock at their own expense. 

“Certainly it is not right that one dealer has an ex- 
clusive arrangement without obligation to carry stock 
while another dealer is forced to do so without any 
greater compensation, and in our opinion much could 
be done if all machine tool manufacturers would differ- 
entiate in the commissions allowed to dealers who carry 
a stock and those who do not.” 

In a reply to Mr. Vonnegut’s letter, Chairman Swind 
stated: “Personally your chairman is of the opinion 
that the practice of stocking machine tools represents 
one of the leaks of the industry. A machine tool, like 
a security, is purchased on an investment basis, hence 
the necessity of its demonstrating its earning capacity 
promptly following its shipment by the manufacturer. 
In other words, there is too much money involved and 
made idle when exhibited. The practice might be prop- 
erly compared with that of a banker having bonds for 
sale and placing same in his show window with a prior 
arrangement, however, that the accrued interest, or 
coupons, revert back to the concern against whose prop- 
erty the security is issued. It might fittingly be said 
in our case that we place the cash in the hands of the 
manufacturer who in turn puts this capital into actual 
play, thus immediately getting the benefit of his labor, 
whereas we as dealers feast the eyes of the public— 
without compensation. Suffice it to say that this prac- 
tice is not only contrary to the dictation of economics, 
but rightfully belongs to the obsolescent class. With this 
in mind, it does seem that the customary clause repre- 
sented in agency agreement that makes the carrying of 
stock imperative is out of date. Greater opposition to 
this practice should be made by the members of the 
association. 

“Tf, on the other hand, the manufacturer insists on 
its continuation, your analysis and logic is sound in 
that such dealer should have a greater compensation. 
Please understand that the present differential does not 
warrant the carrying of stock, and I firmly believe that 
in practically every instance where stock machines are 
sold the result will show a loss. This opinion is based 
on the impression that the dealer maintains an accurate 
cost of the transaction. If he will take the time required 
before the same is effected and charge a six per cent 
interest on capital invested, space, cost of transporta- 
tion, cost of cartage (in and out), cost of maintenance 
and overhead, I am confident that the result would 
prompt the dealer to enter executive session and ask him- 
self as to his reason for entering the philanthropic field. 

“In closing, you will be interested to learn that this is 
already in the hands of our conference committee for 
attention.” 

Mr. Swind in a postscript makes an analysis of ma- 
chine tool business as it. effects the sales agreement. He 
says that high tide business means no machines for 
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Pressed Steel Ladles 
and Kettles 





Unsurpassed in strength, dura- 
bility,and quality ofworkmanship. 


Write for Bulletin No. 21 


Showing our complete line with prices. Large 
stock of all styles and sizes enables us to 
meet your requirements without any delay. 
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MULLINS BODY CORPORATION * 
Successors to W. J. Clark Co. 
102 Mill Street Salem, Ohio 
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DEPENDABLE SERVICE 


It is rapidly becoming recognized that Detroit Wire Hook Belt Lacing makes 
the nearest possible approach to an endless belt. Greater strength, more flex- 
ibility, easier to apply, longer service. Saves time, belts, power, money and 
annoyance—Detroit Belt Lacing is not altogether thought of as a mechanical 
device, but in terms of dependable service. 

Hooks in Long Sections—12”—Less Waste. Opposite Points—Less Belt Per- 
foration. Proper Proportions—Greater Holding Power. One Man Machine— 
Less Help. More Powerful Machines—Better Work. Range of Equipment— 
Closing Machines and Lacing to meet every requirement. Unqualified Guarantee 
—Satisfied Users. 9 Branches Carrying Stock—Prompt Deliveries. 600 Jobbers 
—Wide Distribution. 


DETROIT BELT LACING 


Technical information gladly given. 
Ask for card, ‘“‘Right Size of Hooks.” 


DETROIT BELT LACER COMPANY 


DETROIT MICHIGAN 


Branches in Larger Centers 
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PULL QUPPLUES 








stock are available. Low tide business finds the dealer 
being urged to conform with the sales agreement stipu- 
lation. His conclusion is: “Who carries the bag?” In 
making this, Mr. Swind specifies that he has taken into 


consideration the so-called high grade machine tools, and 
says that his experience has been that buyers of such 
tools prefer to inspect machines under actual working 
conditions and not in a show window. 
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Principle of Freight Rates 


Instance of Where Jobber May Find Himself a Big Loser on Deal 


ELTON J. BUCKLEY 


Two cases have come under my attention recently 
which involve a fixed, but little known principle of law. 
This principle touches or could touch every shipper and 
receiver of goods and it therefore may be well <u explain 
it a little. 

In the first case, a commission merchant received a 
carload of goods by freight. The railroad company 
presented him with the bill for freight, which he paid. 
The goods were sold, the freight of course becoming a 
factor in making his price, and the commission merchant 
deducted his expenses and commission and remitted 
the balance to his principal. A week later the freight 
agent called him up and said a mistake had been made 
on the freight. It should have been about $120 more 
than it was. The commission merchant refused to pay 
on the ground that it was the railroad’s own loss. It 
had collected a certain rate from him, he had sold the 
goods and remitted on that basis, and had none of his 
principal’s money in his hands from which to pay any- 
thing further. 

In the other case, a jobber bought from a manufac- 
turer twenty cars of merchandise, f. 0. b. the seller’s 
station, which meant that the buyer paid the freight. 
The railroad company rendered a freight bill which the 
jobber paid. Then he fixed a resale price, based on the 
freight among the other items of expense. He next 
went out and made binding contracts to resell the whole 
twenty cars. Before the goods were shipped the rail- 
road company came along with a bill for $630.26 more 
freight, saying it had made a mistake. The jobber 
refused to pay on the grounds that it was up to the 
railroad to know its own rates—he didn’t know them, 
and after it had rendered him a bill which he had paid, 
it was too late, especially after he had resold twenty cars 
of goods on the strength of the bill rendered, to collect 
any more. 

Judged by all the ordinary principles of justice and 
common sense, it would seem as if the railroad would 
have to stand the loss in both these cases. The mis- 
takes were its own and it should not be allowed to throw 
the loss on an innocent shipper or receiver. Yet I was 
compelled to advise the clients in both these cases that 
they were responsible for the additional freight and 
would surely have to pay it. I was unable to convince 
them that there was anything fair or logical in this, and 
am free to confess that very frequently this principle 
of law works great hardship. 

The principle is this: that it is of the highest impor- 
tance that common carriers be held inflexibly to fixed 
rates, uniform to every shipper. So many and varied 
are the ways in which the uniformity of rates can be va- 
ried by guileful and dishonest carriers, that the law com- 
pels everybody to pay the fixed price and posted rate, 
even under conditions such as arose in these two cases. 
A very good principle, no doubt, but in no other situation 
could one party to a deal make a certain price or charge, 
and then when the other party had acted on it, come 


back on him and say, “Oh, I made a mistake; you must 
pay me more than I agreed to take.” The railroad law 
is peculiar unto itself in that it protects the railroads 
from any mistake they can make in the making and col- 
lection of freight rates, and empowers them to go back 
and get the balance if they have undercharged. 

The following is from a leading case on this subject: 

“Tt is now the established rule that a carrier cannot 
depart to any extent from its published schedule of 
rates for interstate transportation on file without incur- 
ring the penalties of the statute: Louisville and Nash- 
ville R. R. Co. vs. Mottley, 219 U. S. 467. 

“The rate for transportation is made by the Inter- 
state Commerce Commission Act a subject of positive 
law and contracts, express or implied, providing other- 
wise, or any consent or permission through which a 
lower rate is claimed or sought to be enforced is of no 
effect. Shippers and consignees are alike charged with 
knowledge of the rate to be paid and are not entitled 
to exemption from compliance therewith because an 
agent of the carrier made a mistake in giving a lower 
rate. 

“Where a railroad company delivers goods to the con- 
signee named in the bill of lading, and through the 
mistake of an employe demands and receives from the 
consignee a less amount than the lawful charge for the 
service rendered, the railroad company is not stopped 
from subsequently recovering the difference between 
the amount actually paid and the legal rate. 

“Where there has been a departure from established 
and published rates for the transportation of freight, 
either by mistake or for other reason, the legal rate 
must be paid by the shipper. 

“Where the agent of a railroad has by mistake charged 
and collected a less amount of freight than that speci- 
fied in the published schedule, the company may there- 
after collect the difference from the shipper or person 
liable for the freight.” 


tem 


Hobby That Bore Good Fruit 


The entire office force of The Charles Parker Com- 
pany, Meriden, Conn., numbering 50, participated in a 
strawberry festival on June 26th as guests of W. F. 
Parker, vice-president of the company. Mr. Parker has 
made the raising of strawberries one of his hobbies, and 
the festival, which was held at his home, proved to the 
satisfaction of all present that the hobby bears good 
fruit. Talent from among the employes staged an inter- 
esting entertainment, and an orchestra furnished music 
for dancing. ‘A good time was had by all.” 

; pe : 


Names New General Manager 
Harry Verbeek Co., Chicago, manufacturers’ distribu- 
tor, announces that it has increased its capital stock to 
$75,000 and that M. B. Flynn has been appointed general 
manager of the company. 
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Speeding the Wheels 
of Progress 


Throughout all industry, the unspoken 
though persistent desire to labor less and ac- 
complish more. has bent the efforts of inven- 
tors and manufacturers to the production of 


time and labor saving devices. 


Close to the top in the realm of such devices 
stands the Clipper Belt Lacer. 


Over a period of seventeen years this product 
has rendered a faithful and continuous serv- 
ice to a constantly increasing number of users. 
Today there are close to two hundred thou- 
sand Clipper Belt Lacers in actual use. 


Need a stronger evidence of industrial confi- 


dence be offered? 


Dealers who instinctively think and_ talk 
Clipper when belt lacing is mentioned, easily 
build for themselves a profitable and contin- 


uous “repeat order” business. 


Clipper Belt Lacer Co. 


Grand Rapids, Mich. 








GUARANTEE 
Every Clipper Belt Lacing 
Machine is sold with the un- 
derstanding that if after 
30 day’s trial it does not 
do all that is claimed for it 
and is not entirely satisfac- 
tory, it may be returned with- 
out expense; and with the 
further understanding that 
it will be kept in repair free 
of charge by the manufac- 
turers as long as genuine 
Clipper Belt Hooks are used 


exclusively with it. 





Established 
1876 


47 YEARS 
OLD 


STILL 
GOING 
STRONG 


“They Clean the Tubes” 


COLLICOT’S IMPROVED INGALLS 
FLUE SCRAPER 





\ SEE THAT PLANGB 


COLLICOT’S IMPROVED INGALLS 
COMBINATION SCRAPER 


HAVE 
STOOD 
THE TEST 
OF TIME 





HARD SPIRAL FLUE BRUSH 


NEWARK BRUSH & SCRAPER CO. 


Manufacturers of 
WIRE BRUSHES TUBE SCRAPERS 


BOILER TUBE BRUSHES, ETC. 
Catalog Upon Request 


266 FABYAN PLACE, NEWARK, N. J. 
ORDERS SHIPPED SAME DAY 


























What a User Says— 


The real test of any machine is the 
service it actually delivers. Recently we 
asked some of our customers to tell us 
their experience with Famous Wood- 
workers. Here’s what F. J. Cuppels of 
Cresson, Pa., wrote us: 


“Have had your Famous Universal Wood- 
worker in constant use for the last four years. 
The variety and volume of work that can be 
gotten out with one of these machines is sur- 
prising. The machine has saved me many dol- 
lars on millwork and many costly delays wait- 
ing for the other fellow.” 


There you have it, briefly stated;— 
variety and volume of work, saving of 
dollars and preventing costly delays. 
You will find many more _ interesting 
facts about Famous Woodworkers in our 
leaflet entitled ‘‘Answering a Knotty 
Problem.”’ Send for it today. 


The Sidney Machine Tool Co. 
Dept. 608 Sidney, Ohio 
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Copper Head Wrenches Not So Easy to Locate 


Among the Inquiries Received During the Last Month by Service 
Department of “Mill Supplies’ Are Some That Proved Difficult 


Does any mill supply manufacturer or dealer happen 
to know who makes a copper head wrench? A buyer 
for a large New York house recently had an inquiry for 
such a tool from one of his customers and being unable 
to locate the manufacturer of it, asked the assistance of 
the service department of MILL SUPPLIES. A careful 
search through the many sources of information in the 
office failed to produce any mention of a copper head 
wrench, and a telephone inquiry among Chicago wrench 
manufacturers also elicited no information. 

This inquiry for an unknown manufacturer is but one 
of many difficult questions that have been received by the 
service department in the past month. Many of these 
may prove memory tests for some of the veterans in 
the trade and for this reason the following inquiries are 
listed: 

A Nebraska supply house asked for “the names of 
manufacturers who make steam engines, either hori- 
zontal or vertical, in fractional H. P. size.’”’ The par- 
ticular sizes on which quotation was desired was a %4 
and 1H. P. In answering this inquiry, which on first 
thought appeared a very easy one to answer, it was found 
that in dozens of trade directories and reference books 
there was no solution. It was therefore necessary to 
call up several manufacturers before any concise reply 
could be framed. 

From Louisville came the following letter: “We have 
an order for some ornamental radiation formerly made 
by the Shirley Radiator and Foundry’ Co., Shirley, Ind., 
and also located at one time at Beach Grove, Ind. These 
people are no longer in business and our order was re- 
turned. We are wondering if you can inform us where 
we could secure this radiation.” The best information 
available about the company in question was received 
from a leading supply jobber who recalled that an In- 
dianapolis mill supply man was at one time interested 
in the business, and that he would probably know 
whether any other manufacturer was still making this 
product. 

A Glens Falls, N. Y., man asked for the “names and 
addresses of the ‘Ellis’ and also of the ‘Strickler’ ratchet 
pipe cutters for cast iron pipe. This was answered 
without difficulty, one of these manufacturers being 
located in Detroit and the other in Columbus. 

An inquiry from Minneapolis read: “Can you give 
me any information in regard to a concern called the 
Roe-Stebbins Company manufacturing float valves?” 
There was no record on file in the service department 
of such a company, but there was a record of a Roe- 
Stephens Mfg. Co., which was for many years located 
in Detroit. The records showed that the line was con- 
tinued by another Detroit company. 

An Ohio company had an inquiry for a Worthington 
oil burning melting furnace having a capacity of two to 
three tons. “We understand,” the company explained, 
“that this is made in Kansas City but are not sure. Can 
you enlighten us on this matter? Who manufactures it?” 
After a long search, the company was finally put in 
touch with the manufacturer in question. 

Another New York company offered the following 
problem: “We have a telegraphic order for a Dandy 
pipe vise, which has been in our hands since. June 13th, 


and since that time we have been trying to locate the 
manufacturer of same. We would be pleased to have 
you advise us if you know of the manufacturer of this 
vise, and we would appreciate this service.” Any infor- 
mation about this vise will be welcomed, as it has never 
been listed in any of the current directories in the ser- 
vice files. 

Here is another easy one, received from a Central Illi- 
nois dealer: “We are wondering if you could advise 
the name of the manufacturer now making the Niagara 
emery grinder.” This information was furnished with- 
out difficulty. 

One that proved a stumbling block arrived from New 
York. In this instance a dealer had an order for one 
dozen, No. 2, 12 inch Fennilles DeSauge Files. Can any 
dealer answer this one? 

“Will you please advise,” wrote a St. Louis dealer, ‘“‘the 
name of the company, which is now manufacturing the 
‘P. D. Q. pipe machine, which was made by the Thread- 
ing Machine Co., Sandusky, Ohio? We have an order 
for some dies for one of these machines, and cannot 
locate the maker.” The name of the manufacturer who 
succeeded to the above company’s business was for- 
warded. 

A Massachusetts dealer offered another easy question. 
He wanted to be “put on the track of any concern who 
makes a non-freezing fire extinguisher.” He was sent a 
copy of MILL SUPPLIES and referred to the advertisers 
of the above product. The dealer is now a regular sub- 
scriber to the paper. 

“Can you tell us who makes the Lawson Offset Boring 
Tool?” asked a New York buyer, and he was informed 
that the tool is no longer manufactured. 

Lincoln, Nebraska, furnished this inquiry, as yet un- 
answered: ‘“‘We have an inquiry for information con- 
cerning ‘Rile’ cast iron roof sumps. If you can give 
us the name and address of the manufacturer of these 
goods, we shall very much appreciate your doing so.” 

There are several more inquiries, the following illus- 
trating the variety of the products in question: 

An inquiry for a pump which bears the name of 
“Faber,” no further information being given on the par- 
ticular item. 

The name of the manufacturer of an electric euranium 
high speed fluted roll tool, for which an Eastern dealer 
has an inquiry. 

Who makes a liquid material called ‘‘Pipe-tite?” _It is 
used in making up pipe joints. The inquirer has a cus- 
tomer who is in the market for a 25 pound can of this 
particular liquid. 

One dealer was interested in securing the name and 
address of a certain manufacturer. Here’s the funny 
part about the inquiry. The dealer wanted to get some 
cuts for use in his new catalog, and inquiry showed that 
the manufacturer has been out of business for some 
years. 

The above illustrate some of the types of inquiries 
which are received almost daily by MILL SUPPLIES. Many 
of them involved considerable correspondence because of 
the fact that they sought information about products 
which, because of lack of advertising, have been com- 
paratively unknown except in limited circles. 
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Renewable Jaws 
that Cannot 
Work Loose 


ARKER _ renewable 

jaws are milled to fit 

and pinned on as 
shown in the drawing; not 
cast or screwed on. They 
set firmly as though a 
part of the vise casting. 
They cannot work loose; 
yet they are easily re- 
moved for replacing. 


Parker renewable jaws are 
not mere face jaws, but 
cover the entire top of the 
vise. They are made of 
hardened tool steel and 


PARKER VISES 





will stand many a rasp of 
file or misdirected blow of 
hammer. 


There are six other im- 
portant talking “points” 
you can use in selling 
Parker Vises. We havea 
Feature Folder that shows 
them all. Send for it. 


THE CHARLES PARKER CO. 


Master Vise Makers 
Meriden, Conn., U.S.A. 
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Cocheco Raw Hide 


Made from the finest fresh domestic hides. 
Carefully prepared and finished. Positively 
will not stretch in use or harden and break. 


Is strong, pliable and lasting. 


More closely and economically trimmed 


than any lace produced. 


Specify Cocheco 
the next time you order. 


I. B. WILLIAMS & SONS 


DOVER, N. H. 


BRANCHES: 


71-73 Murray Street 157 Summer Street 14-16 N. Franklin Street 


NEW YORK BOSTON CHICAGO 















with 


Its SALE Ranks 


Its Strength 


30% extra strength over broached hollow screws— 


the only other kind made. 


Cold-drawn by a patent- 





ed process which increases the density of the steel 
around the socket-hole, and heat-treated scientifically 
according to size and style of point. The Allen 
process makes deep, perfectly formed socket-holes, with no chips 
in the bottom. The entire length of the “Allen” is utilized 
either for solid metal at the point, or depth of socket for the 
wrench. All sizes in stock from % to 1%” diameter; any 
length, point or thread. Also Socket Head Cap Screws, Pipe 
Plugs, Tap Extensions and Socket Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup- 
bly dealer who sends for it. 


THE ALLEN MFG. Co. 
143 Sheldon St. Hartford, Conn. 


Pacific Coast Branch Office: The Chariecs A. Dowd Sales Co., 
320 Market St., San Francisco, Cal. 




















“PEERLESS” Flue Scraper 





The Scraper That Scrapes 


“PEERLESS” scraper blades are made of mal- 
leable castings. 

The cutting edge is shearing and self-sharpen- 
ing. 

No bolts, rivets or screws to loosen and be lost. 

Has a coil spring. Better made and finished 
than any other. 

Guaranteed to last longer and to give perfect 
satisfaction or money will be refunded. 
Forms a perfect disc and allows nothing to re- 
main back of it in the tube, as it scrapes 

going and coming. 

“PEERLESS” blades are so constructed that they 
agitate under the soot scale, removing 
every particle right to the tube. 

The largest boiler manufacturers estimate that 
the “‘PEERLESS” Scraper, properly used, 


saves over 20 per cent in fuel. 
Write us for prices and selling plans 


Manufactured by 


PEERLESS MANUFACTURING CO. 
Albany, Ga., U. S. A. 
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Machine Tool Problems From a Lookout Tower 


Does the Present Differential Warrant the Stocking of High 
Grade Products, Is a Question Raised for Dealers to Answer 
M. I. BINOCLE 


It is generally conceded that the wide awake machine 
tool dealer having to do with the distribution of cost re- 
ducing machine tools invariably approaches the prospec- 
tive buyer on a basis of effecting lower costs, thus 
strengthening the dividend paying powers of the latter, 
provided he is successful in getting the order for the 
machine tools handled by him. However, it is not un- 


is the writer’s opinion that the industry has passed its 
primitive stage and no longer makes necessary a formal 
introduction to the prospective buyer as to what a ma- 
chine tool looks like. The matter of looks does not im- 
press the dividend and the cost reducing huntsman, but 
rather the ability for performance. Naturally, a desire 
to see the machine under actual working conditions must 


common to find the order go else- 
where by reason of better delivery 
or circumstances beyond control of 
the dealer responsible for the con- 
structive suggestion. The fact re- 
mains that the operation may be in- 
trinsically classified as one of invest- 
ment value to the buyer and always 
so regarded by the dealer. Special- 
ization in this line should forcibly 
bring home to the dealer, that he too 
should apply the investment value to 
his own activities that relate to the 
stocking of machine tools either for 
display or local delivery purposes. 
This obviously provocates the ques- 
tion: Does his present differential 
permit of buying outright high 
grade and expensive machine tools— 
more frequently regarded as imple- 
ments of profit—thereby making the 
required investment idle and adding 
a needless expense that must ulti- 
mately be absorbed by the profit to 
be had on machine tools subsequent- 
ly shipped direct to the user? 

It is not intended that this ques- 
tion should apply to the merchandis- 





The machine tool dealer ts confronted 
with many problems which must be cor- 
rected in the near future if the present 
system of distribution is to be main- 
tained by the machine tool builders. 
There is great dissatisfaction on the 
part of both the producer and the dis- 
tributor. It has long been recognized 
that there are too many factors entering 
into the machinery business to permit 
any offhand solution, but it appears cer- 


tain that dealers either must receive a 
| greater differential for their services or 
that some other corrective measures 


| work 


| their problems. 


must be taken which will tend to make 
the business profitable. 

The recent correspondence between 
two prominent dealers, which is pub- 
lished elsewhere in this issue, throws 
light on one of the many perplexing 
problems of the industry. Before the 
conference committee makes any great 
headway, it must have the co-operation 
of all forces, and as this committee's 
appears to be of major impor- 
tance, Mitt Suppiies desires to contrib- 
ute its support by opening tts reading 
pages to dealers for frank discussion of 
The accompanying ar- 
ticle was contributed by a man who has 
made a study of the entire distribution 
end of the machine tool industry. Ex- 
pression of opinion from others is 


be met. A confirmation of this state- 
ment is best illustrated by a recent 
experience with a _ discriminating 
and well known buyer of machine 
tools who delegated a committee to 
call on one of our leading, oldest and 
successful builders of high grade 
tools. The prevailing shop methods 
were of the best and the factory con- 
tained practically every size machine 
manufactured with the unfortunate 
exception of the particular size in 
which the buyer was interested. It 
is well to mention here that the en- 
gineering organization of the build- 
er was second to none. Therefore, 
the large representative number of 
machines in actual operation coupled 
with the splendid shop methods and 
engineering talent was not  suffi- 
ciently satisfactory to prompt place- 
ment of the order. The buyer in- 
sisted on seeing the exact machine 
in which he was interested, and was 
informed that the nearest point was 
in an adjoining state that took the 
committee over a journey of approx- 
imately 200 miles. Telephone ar- 





ing dealer whose activities involve 


invited. 
the distribution of the so-called 


rangements for inspection were ef- 





cheap machine tools, or what might fittingly be termed 
hardware specialties comprising small drill presses, 
lathes, grinders, hacksaws and similar tools. In other 
words, a class of machines that do not require the sell- 
ing abilities of a trained machine tool sales engineer. As 
a matter of fact there is insufficient investment involved 
to warrant any such expense and the buyer of such 
equipment is invariably limited as to outlay and princi- 
pally influenced by the price factor. This branch of sell- 
ing compares favorably with that of the department store 
merchandising. Successful handling of this branch 
necessitates ways and means that will bring the buyers 
to the store rather than taking the store to the buyer. 

Getting back to dealer handling the so-called high 
grade and investment machine tools, it is desirable to 
touch on the existing conditions that now confront him, 
viz:—1, Sales contracts that require the stocking of 
sample or exhibition machines; 2, Compensation and bur- 
den; 3, Depreciation of stocks following a period of de- 
pression; 4, Buyer’s attitude. 

SALES CONTRACT 

In the opening of this subject the question immediate- 
ly presents itself as to why a high grade and expensive 
machine tool should be exhibited and is answered prompt- 
ly by “its stimulating influence in promoting sales.” It 


fected with the result that the order 
was ultimately mailed to the manufacturers and followed 
by a duplicate order shortly thereafter without negotiat- 
ing the formality of an inquiry. 

As to the stocking of sample machines, let us assume 
that the dealer represents, say fifteen builders. Ma- 
chines truly representative of investment worth by rea- 
son of their productive capacity may average about 
$3,000 a piece, thus tieing up an investment of an amount 
closely approaching $50,000. It goes without saying that 
the dealer, under present conditions, cannot afford this 
undertaking without special consideration extended by 
the builder to cover the cost of an advertising plan of 
this character. To do so is merely fooling himself and 
harming the industry. 


COMPENSATION AND BURDEN 


Considering the present compensation to dealers of 
high grade machine tools, experience will show that his 
burdens must be lightened otherwise his back will give 
way, figuratively speaking. Asking him to stock merely 
invites the speculative element—a menace to the indus- 
try. Further, this condition covers protection against 
price decline and advance—which in itself is economical- 
ly unsound. Stock orders conduce to inflation, as such 
demand is false and misleads the builder from a stand- 
point of demand that does not exist. It places machines 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 





THE WATSON-STILLMAN CO. 





198 Fulton St., New York OS 
Philadelphia: Widener Bldg. CHICAGO, McCormick Bldg. IS 
* 








We have customers who have been buying from 
us for thirty-five years. Better join our family. 
The next time you need any Engine and Boiler Trimmings, Plumbers’ 


Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 


ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—Cedar 74 














THE PICKERING LINE OF 
GOVERNORS IS COMPLETE 


and one deserving investigation, because of its popularity 
and general demand by the buying public. 


It is carried in Stock by the “Jobbers” 
in all Larger Cities 


Write for their names and further information. 
Your correspondence solicited and carries no obligation. 


THE PICKERING GOVERNOR CO. 


Portland, Conn. For Gasoline Motors 
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at inflated costs on the shelves of both builder and dealer. 
The overlapping and chaotic sales territorial lines also 
makes for wasteful distribution and while their omis- 
sions demand radical departure from the present method 
it behooves all representative men responsible for the in- 
dustry to club together for the purpose of establishing 
corrective and constructive measures that will place the 
industry in healthful condition. 


DEPRECIATION 


Following a period of prosperity, the dealer’s stock 
gradually increases by reason of the encouragement and 
insistance on the part of the builder, primarily induced 
by a desire to keep their prime factory organization in- 
tact. With the resultant accumulation at both factory 
and dealing points and a further stock of idle equipment 
with the actual user, the condition becomes hopeless and 
as a matter of future protection, the builder brings his 
engineering department into play for the purpose of de- 
veloping new cost reducing machine tools having the 
earmarks of sales stimulators. The dealer in turn to 
protect himself also exploits other fields and meets the 





price hunters with second hand bargains on the one hand, 
thus assisting his omnipresent overhead and established 
sales organization. With the other hand he undertakes 
the educational and missionary work called for by the 
new development of the builder. This divides his activ- 
ities and at the same time places the stock of machine 
tools in hand on the sick list both as regards price and 
depreciation. The obsolescent germs grind slowly but 
effectively and in many instances throttle his bank ac- 
count to a squealing point. The industry must suffer. 


BUYER’S ATTITUDE 


As to the buyer, suffice to say, his price implements are 
deadly. Freight and cartage charges mean nothing, as 
he can wait for delivery from the factory. He shops 
around with a strong affinity for the “good as new” 
stuff. Faulty buying is invariably charged to deflated 
purses with the result that much selling expense is 
needed to thwart these tendencies and is further intensi- 
fied by that idle stock in the hands of the dealer. Price 
resistance becomes less effective and the industry must 
pay the toll. 


tem 


Mexico As Foreign Market 


Manager for American Company Reports Conditions Very Favorable 


Mexico will soon be our best foreign customer if con- 
ditions there continue to improve as rapidly as they have 
recently been doing, according to C. V. Allen, Mexico 
manager of the Westinghouse Electric International 
Company, who has returned to the United States on a 
short business trip. 

Mr. Allen is enthusiastic about the future of Mexico. 
The climate is ideal, the people are intelligent and in- 
dustrious, and there are enormous natural stores of 
valuable minerals.. The present government, moreover, 
is doing its best to get the country straightened out 
politically and Mexico is now in better condition than 
it has been since the revolution. The railroads, most 
of which are operated by the government, are in good 
condition and cover the country very thoroughly. The 
government telegraph and postal services also can be 
depended upon by business men just as much as in the 
United States. Already the number of industries has 
increased considerably and all that is needed to make 
Mexico one of the most productive countries in the world 
is foreign capital. The most logical place for this cap- 
ital to be obtained is America, which has more of. it 
than she knows what to do with; and, according to 
Mr. Allen, the logical place for Americans to invest is 
Mexico. That is, of course, as soon as an agreement 
has been reached about property rights of foreigners, 
taxes, and other matters of importance to foreign in- 
vestors that are now being discussed by the American 
and Mexican governments. 

With reference to these property rights, Mr Allen 
said that Americans should not misjudge the Mexican 
government, which is only trying to protect its natural 
wealth from foreign exploitation such as was carried 
on to so large an extent in the past and very much 
hindered the development of Mexican natural resources. 
The situation looks very favorable to Mr. Allen and he 
expects an agreement to be reached between the two 
governments shortly. 

One of the main hindrances to progress in Mexico 
in the past, said Mr. Allen, was the ignorance of most 
of the poorer Indian class, which makes up about twelve 


out of the fourteen million population of the country. 
The present government is doing its best to overcome 
this evil and is spending a great deal of money on pop- 
ular education. Already the good effects of this policy 
can be seen, for the younger generations are fast learn- 
ing to read and write. The change is particularly no- 
ticeable to one who returns to Mexico after an absence 
of a number of years, for his servants will now be able 
to read and write and may, in fact, be able to speak 
English. As soon as these younger generations take 
the places of their elders, Mexico should make rapid 
forward strides. 

On the other hand, however, although there is a 
large middle class and there are many individuals, and 
although Mexico City itself has a population of about a 
million, the large majority in Mexico are still very poor 
and are dependent for their subsistance on agriculture 
alone. These people can not buy anything but the most 
simple products and not many of them. Their chief 
articles of consumption are clothes and the simplest 
kinds of food; and most of these, of course, are domes- 
tic products. Machinery will probably be the largest 
import from the foreign countries, for there are prac- 
tically no machinery manufacturers in Mexico and, with 
the development of industries, much machinery will be 
needed. Already there are a number of large textile 
mills, some owned by foreigners and some by natives, 
and shoes are of late being manufactured in large quan- 
tities. Moreover, with the development of the mines and 
oil fields, further imports of machinery will be needed. 

To America rather than to Europe, Mexico will na- 
turally turn for its imports because her nearness makes 
quick deliveries possible and reduces the expense of 
transportation. This is not true of many of the coun- 
tries in South America, which are actually nearer to 
Europe by boat than to the United States. For the 
machinery trade, this proximity is of particular im- 
portance: the necessity of securing repair parts with 
the least possible delay gives American machinery man- 
ufacturers a very great advantage over competitors in 
European ‘countries. 








63 











RMILL QUPPLUIES 








FORD TRIBLOC CHAIN HOISTS 


A Complete Line 
Capacities - 14 to 20 tons 
These well known and finely built Ford 
Triblocs will enable you to promptly and 


satisfactorily meet your customers’ chain 
hoist requirements. 








They're business builders through and 
through. Quality made from top to bot- 
tom hooks—well advertised year in and 
year out—thousands in use in this and 
other countries. 











Write for Catalog No. 5-B and discounts. 


FORD CHAIN BLOCK CO. 


2no & DIAMOND STREETS PHILADELPHIA, PA. 
OVERSEAS REPRESENTATIVE 


ALLIED MACHINERY COMPANY OF AMERICA 
Ss! pete ST_ NEW YORK.U SA . 


¥% to 2 Ton Tribloc 3 to 4 Ton Tribloc PARIS BRUSSELS TURIN BARCELONA RIO DE JANEIRO 5 to 10 Ton Tribloc 























“Engineers’ Favorite’ Flue 
‘leaner 





“s;S ’, ” 
“Sherwood” Lnjector Sherwood 


65% of 50,000 Hart Oil Pumps 
Supplied on Repeat Orders 


“Buffalo” Glass 
Body Cylinder Oil 
Pump 


Remember quality in an article is like horsepower in an engine 
—the measure of its ability to pull the load to your satisfac- 
tion. 





“Sherwood” Screw 


“Felthousen” Glass Feed Grease Cup 


Body Hand Cylin- 
der Oil Pump 


Hart Oil Pump quality has been building 25 years in which 
it has satisfied particular users. 


Get the whole story from our Catalog—18-5 
SHERWOOD MANUFACTURING COMPANY 


BRASS FOUNDERS AND FINISHERS 
Sole Manufacturers of Sherwood Engineering Specialties 


1713 Ehuwood Ave. Buffalo, N. Y. amie 


“Hart” Oil Pump Oil Cup 
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New Products and Improvements of Interest 


American Pulley Company Has Added a Pressed Steel Hanger to Its 
Line, and United States Electrical Tool Co. Announces New Drill 


The American Pulley Company, Philadelphia, has 
placed on the market a pressed steel shaft hanger 
of new design. This represents a distinctly new 


line for the company. The 
hanger is made of pressed 
steel and is of the four 
point set screw type. It 
has a swing yoke, which 
readily permits the re- 
moval of shaft or bearing. 
The main frame is con- 
structed of two stampings 
placed face to face, with 
inturned flanges extending 
the entire length of the leg. 
All bolts, nuts and_ set 
screws are of standard 
dimensions, and are acces- : 
sible and convenient for replacement. The four bearing 
nuts on the set screws which support the shaft load 
are flush with the inside edge of the shaft opening, thus 
permitting a minimum amount of overhang for the set 
screws themselves. The foot of the hanger is made of 
heavy, cold drawn seamless steel and is attached to the 
oval frame leg through a seamless flange by means of 
heavy rivets. The hanger is made in regular drops, 
7 to 24 inches and is offered for all shaft sizes up to 
3 inches. The company is producing with the hanger 

The company states that the 





a babbitted bearing box. 
hanger is well covered by patents, some of which have 
been allowed while others are pending. 

The Armstrong Machine Works, Three Rivers, Mich., 
is marketing through mill supply jobbers a steam 
trap which, it is claimed, has many unique features. 








It is designed upon the 

inverted, submerged bucket sisias 
principle. The accompanying  javesear_ 1 
illustration shows the Con-  amescave eve tery 
struction of the trap and 


the operating mechanism. 
Steam flowing into the trap 
through the supply pipe rises 
in the submerged bucket or 
bell, thereby displacing the 
water in the bucket. The 
buoyancy of the steam causes 
the bucket to rise, operating 
the leverage system and clos- 
ing the valve. The steam in the bucket condenses unless 
more steam enters to take its place. When the steam flow 
is interrupted and water enters through the supply pipe, 
the steam in the bucket is condensed to the point where 
the bucket loses its buoyancy and drops, thereby opening 
the valve and permitting the trap to discharge. At the 
closed end of the bucket there is a small air vent which 
permits the escape of air and incondensable gases. One 
unique feature is said to be the discharge from above. Oil 
and grease accumulate on the surface of the water and 
are washed out with the water behind it when the trap 
discharges. The action is described as self-scrubbing. The 
company has instituted a free test offer by which they 
will send a trap to any plant for installation for a 90 
days’ period, the trap to be returned at the conclusion 
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of the period, the company paying shipping charges 
both ways. 

The United States Electrical Tool Co., Cincinnati, has 
placed on the market a new 1 inch electric drill, desig- 
nated as the “U. S. Automatic.” The handle cast integral 
with the aluminum body is 
on a straight line with the 
three jaw screw back chuck. 
The switch lever is located at 
the extreme top of the grip, 
and is said to be an innova- 
tion in drill control, for in addition to being in a con- 
venient position, it forms a grip support when in the 
running position. The motor is of the universal type 
for operation on either direct or alternating current. 
The drill is equipped with S. K. F. ball bearings, chrome 
nickel steel gears, hardened and running in grease. The 
outfit includes eight feet of rubber covered cable and a 
one piece swivel attachment plug. The drill may be used 
in combination with a bench base, arbor and wheel, as 
a grinder, and may also be mounted on a drilling stand 
or post bracket to form a bench drill or bracket drill. 
It weighs 5%4 pounds and is 10x4 inches. 

The Barnes Manufacturing Co., Mansfield, Ohio, has 
recently brought out several additions to its line, in addi- 
tion to the anti-splash pump re- 
cently described in this column. 
One of these is a pitcher spout 
and cistern pump with closed 
top and closed spout. Another 
is a double action force pump 
with galvanized steel plunger 
rod, brass tube upper and lower 
cylinders and adjustable base 
and brace. This pump will go 
into 4%, inch or larger well 
casing. The base fits over 5% 
inch and smaller well casing, 
and is secured by three set 
screws. These pumps are said 
to be suitable for wells up to 28 
feet in depth, and by placing the 
lower cylinder under water, are 
adapted for wells up to 200 feet 
in depth. 

The accompanying 
tions show 
Barnes’ recent additions. 
well base for attaching a pump to a well casing. 
over the casing and is 
held by four — set 
screws. :The base is 
provided with holes 
and slots so that dif- 
ferent makes of 
pumps may be attached. The other is a horizontal double 
acting force pump with a brass cased plunger rod, brass 
lined cylinder, brass packing gland, brass valve seat and 
a ratchet lever handle. All valves are easily accessible 
by removing the air chamber. The suction and discharge 
may be taken from either side. 

Metallo Gasket Co., New York, recently placed on the 
market a new gasket made of monel metal with asbestos 
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Supply Jenkins Valves 
With Confidence 


For 58 years Jenkins Valves have been 
known for their dependability and en- 
during service so that today the Jen- 
kins “diamond and signature” identify 
valves of proven performance. 


Their superior merit is impressed con- 
stantly upon valve buyers everywhere 
by nation-wide advertising, by cir- 
cularizing, and by our own service 
representatives. 


To you, the supply man, these facts 
mean: 


(1) That you can supply Jenkins 
Valves confident that they will ren- 
der reliable service, which reflects 
credit to your business. 


(2) That the buyers in your locality 
are educated to the superiority and 
desirability of Jenkins Valves and 
they are directed to you to purchase 
them. 


Jenkins Valves will help you to se- 


cure satisfied and permanent custom- 
ers in increasing numbers. 


JENKINS BROS. 


Philadelphia 
London 


New York 


Boston Chicago 


Montreal 
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When you need something 
in a hurry— 
Try a Royersford Dealer 


No matter what size equip- 
ment you need, you will al- 
ways find it in the stock of a 
Royersford dealer. 


This is true of all standard 
sizes, whether in roller bear- 
ings, hangers, couplings, pul- 
leys or anything else used in 
transmitting power in fac- 
tory and shop. 


And when it comes to spe- 
cial sizes, because of the 
close working together of 
dealers and the Royersford 
plant, you will receive the 
fastest kind of service. 


So when you need some- 
thing in a hurry, try a Roy- 
ers‘ord dealer. 


Royersford Foundry & Machine Co. 
43 North 5th Street Philadelphia 
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filling. They are made in any desired size and shape and 
are designed for use on residuum lines, bottom distillate, 
cracking distillate condenser and stills. They are made 
for pressures up to 1000 pounds per square inch and tem- 
peratures up to 1200 degrees Fahrenheit. 

The Oilgear Company, Milwaukee, has recently per- 
fected a very compact variable delivery pump, designed 
especially for hydraulic presses and similar service. It 
has a maximum ¢a- > 
pacity of 3060 cubic 
inches per minute. 
The maximum work- 
ing pressure is 1000 
pounds per’ square 
inch. The amount of 
oil delivered to the & 
press cylinder is con- 
trolled by means of a 
single handle or lever 
attached to the 
stroke-changing me- 
chanism through a 
hydraulically - operat- 
ed control cylinder. 
According to the man- 
ufacturer, the pump 
responds instantly 
and smoothly to the operation of the control handle. 
This instantaneous response applies both to varying the 
amount of oil delivered and to reversing the direction of 
delivery. The plungers are closely coupled to the cross 
heads. This provides a suction action that makes it 
unnecessary to depend on a large auxiliary gear pump. 
The pump is equipped with a small gear pump to keep 
the running parts well lubricated and to operate the 
hydraulic cylinder control. The control for regulating 
the stroke of the main pump consists of a double-acting 
hydraulic cylinder and a piston which is attached to the 
stroke-changing arm by a cross yoke and two links. 
These are so arranged that a heavy spring holds the pins 
at all times against one side of their bearings in the 
links, cross yoke and arm, thereby preventing any play 
in the joints. Oil pressure to the control cylinder is 
regulated by a small balanced piston valve that admits 
the oil to one end and at the same time allows it to flow 
from the opposite end. This construction provides a 
hydraulic dashpot which holds the arm rigid in any 
position. 
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ARGENTINE LEATHER BELTING 


Six Factories Specialize in This Product and Have Greatest Part 
of the Country’s Market 

There are at least six factories of [air size in Argen- 
tina manufacturing leather belting, according to reports 
received from Department of Commerce officials. The 
proportion of locally made belting used in that country 
is constantly increasing. In addition to these six fac- 
tories, there are also many large tanneries and leather 
factories which produce belting as a side line. The trade 
commissioner reports that the manufacture of leather 
belting in Argentina is not well organized, and that in 
only two factories is the production at all regular. The 
tanneries, however, have an advantage of being in 
proximity to the supply of hides and tanning extracts, 
and their product is protected by a high import duty. 

Probably not more than 2,000 hides per month are 
consumed in the manufacture of leather belting, although 
there is one tannery, which specializes in leather belting, 
which has a capacity for this amount, while another fac- 





tory making belting from prepared leather has a capac- 
ity of about 1,500 hides per month. It is claimed that 
approximately 60 per cent of the leather belting employed 
in the country is fabricated from locally tanned leather. 
About 70 per cent of the imported leather belting comes 
from Great Britain. 

In Buenos Aires the largest belting house has its own 
tannery. This house keeps a stock of all sizes of single 
belting from one to eight inches in width and of double 
ply belting from four to twelve inches. It also makes 
belts up to 20 inches on order. Its regular product is 
from quebracho and mixed tanned hides, but it also 
manufactures belting from cebil tanned hides purchased 
in the Province of Salta. 

The second belting factory of importance used almost 
entirely this cebil tanned leather. This belting is sold 
as oak tanned in the Buenos Aires market. 

Argentine belting manufacturers make and sell their 
product in inch sizes, closely following the sizes and 
types of American belts. 

The price quoted in Buenos Aires for two-inch Eng- 
lish guaranteed leather belting on May 18 was 4.40 
pesos per meter, which is equivalent to $1.47 per yard. 
At the same time a locally made belt of the same size, 
sold to serve the same purpose, was quoted at 2.60 pesos 
per meter, equivalent to $0.87 per yard. Locally made 
belting of the same size, but of lower quality was quoted 
at 2.30 and 2.16 pesos, equivalent to $0.77 and $0.72 per 
vard, while the cebil tanned belting of this width was 
quoted at three pesos per meter, which is about 30 per 
cent less than the English brand. 
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National Tube Company Picnic 

National Tube Company, Pittsburgh, will hold its third 
basket picnic for the employes of its six works and 
general offices at Kennywood Park, near Pittsburgh, 
August 18th. This annual event, in which the families 
of the workers participate, has in the past proved to 
have a strong appeal to the thousands who attend and 
is considered quite a successful branch of the company’s 
welfare activities. The outing this year, as in the past 
two years, will be featured by athletic contests for men, 
women, boys and girls, and there will be interworks 
competitions. Amusements and refreshments will be 
furnished by the company. 

tee 
(Continued from page 39) 

marketing of mill supplies and has to be considered differ- 
ently. Frankly practically all of the mill supply business is 
a retail business. I mean by this the mill supply house 
is really a great big retail supply house selling practically all 
of their products to consumers. On the other hand, while 
a great many hardware jobbers have their retail departments, 
their wholesale business is with the smailer retail hardware 
stores. 

I mention this to point out the problem that will naturally 
confront the factory making a varied line. Part of it should 
reach the trade through the “wholesale hardware trade,” 
part of it through the “mill supply trade,” and as long as 
you have to make a split there, why isn’t it consistent that 
part of it should reach the ultimate user through the “retail 
hardware trade” and maybe it is also consistent that some 
of it should reach the user direct? 

In conclusion I am going to point out that in every deal 
where merchandise is sold there is a buyer as well as a 
seller, and the buyer is the boy with the “last word.” And 
just as sure as there is an economic business law justifying 
the establishment and maintenance of “Dealers,” “Jobbers” 
and “Wholesalers,” then just as sure will the law of proper 
economic distribution eventually assert itself, if the real 
facts governing are known to all interested parties and this 
knowledge is a matter of education and the boy to educate 
is the boy with the “last word.” 
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METRIC 


Packing of Quality 
The House of METRIC 


Is built on the foundation of honest products, reasonable 
prices, courteous treatment, fair dealings and prompt 
attention to our customers’ needs. 





The name METRIC is your guarantee that you are buy- 
ing honest and dependable packings. 


ORDER BY STYLE NUMBER 


ASBESTOS PISTON ROD AND VALVE STEM 
PACKINGS 
Style No. 40—Ring } High Pressure Rubber Back Piston Rod 
Style No. 41—Spiral {§ Packing. 
Style No. 100— Braided Valve Stem Packing. 
Style No. 101— Twisted Valve Stem Packing. 
J Cc a 4 
Style No. 190—Ring Round Braided Asbestos Packing. 


Style No. 192—Coil 
Style No. 195—Ring Square Braided Asbestos Packing—Mul- 
tiple Braids. 


Style No. 197—Coil 
Style No. 200—Ring Square Braided Asbestos Packing for Ro- 
Style No. 202—Coil tating Rods. 


RUBBER AND DUCK PACKINGS 


Style No. 60—Plain Rings ) 

Style No. 61—Sectional Rings } Unstitched Plain Expansion. 
Style No. 62—Spiral } 

Style No. 50—Red Core for General Use. 

Style No. 165—High Pressure Combination, Diagonal. 

Style No. 170—Low Pressure Combination, Diagonal. 


HYDRAULIC PACKINGS 


Style No. 220—White Friction Hydraulic Plunger Rings. 
Style No. 230—White Friction Hydraulic. 

Style No. 240—Square Braided Waterproof Hydraulic 
FLAX PACKINGS. 

Style No. 321—Square Braided Flax Packing. 

Style No. 322—Square Braided Flax Packing. 

Style No. 323—Square Braided Flax Packing (No. 1 Jute). 


SHEET PACKINGS 


Style No. 1000— Highest Grade Asbestos Superheat Sheet. 
Style No. 1000—B Second Grade Asbestos Superheat Sheet. 
Style No. 1000—R Red Asbestos Superheat Sheet. 
All ot above graphited one side or both sides 
when specified. 





Style No. 1010— Red Rubber Sheet. 
Style No. 1015— Red Rubber Sheet with Brass Wire Insertion. 


Style No. 1020— Black Rubber Sheet. 

Style No. 1030— Asbestos Metallic Sheet. 

Style No. 1035— Asbestos—Metallic Sheet Red One Side Gra- 
phited Other. 


Style No. 1065— Fibre Sheet. For Oil, Gasoline, Benzoile, Etc. 
Style No. 1075— Cloth Inserted Sheet. 
GASKETS 


Style No. 1500— Asbestos—Metallic Manhole, Handhole and Tube 
Plate Gaskets. 

Style No. 1565— Red Tubular Gaskets. 

Style No. 1580— Gaskets Cut from Asbestos Superheat Sheet. 


Write for our latest catalog 


METRIC PACKING CO., Inc. 


BUFFALO, N. Y. 


Branches 
New York City Pittsburgh Cleveland Detroit Chicago 
San Francisco Los Angeles Honolulu New Orleans 


METRIC 

















“Twice the Production” 


Here’s a suggestion from J. Stuart Roth of 
the J. S. R. Mfg. Co., on how to increase 
production: 


“We have tried out your Kester Self- 
Fluxing Wire Solder and it proved to 
be such a time saver that we have been 
able to get twice the production that 
we have in the past. For anyone who 
has very much soldering to do, we 
would advise their using same. We are 
now using your product entirely.” 


Kester Acid-Core Wire Solder eliminates 
the troublesome fluxing process and as Mr. 
Roth says, it doubles production. 


**Sample for Test 
Upon Request” 








Sold by live dealers everywhere in one pound coils, in 
cartons, and on one, five and ten pound spools 





Manufacturers 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago 
Direct Factory Representatives: 

THE FAUCETTE HUSTON CO. 
Chattanooga, Tenn. 


LOUIS J. ZIESEL CO. RICHARD F. ELY 
216 Market St. 66 W. Broadway 
San Francisco, Cal. New York City 


KESTER 


Acid Gre WIRE SOLDER 





(ENLARGED PHANTOM STANDARD SIZE 8 INCH DIAMETER) 


FLUX IN POCKETS VIRGIN TIN & LEAD 
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Requires OnbyHeat 
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Current Trade Literature 


Many New Catalogs Recently Issued by Mill Supply Manufacturers 


Wisconsin Electric Company recently distributed to 
the trade an attractive broadside, describing the com- 
pany’s high speed grinders. It is a four-page folder 
in three colors, and containg several illustrations of 
various uses of the grinders, together with descriptive 
matter. 

Abrasive Company, Philadelphia, recently issued a cir- 
cular describing its grinding wheels. It contains list 
prices, grade and grain tables and other useful informa- 
tion. 

Goodell-Pratt Company, Greenfield, Mass., in its new 
No. 15 catalog lists its entire line of tools. The com- 
pany’s latest list prices, in effect April 10, were recently 
received by MILL SUPPLIES. 

Frick Company, Inc., Waynesboro, Pa., has issued a 
new general 1923 catalog of its line of farm power and 
saw mill machinery. 

Cordley & Hayes, 7-9 Leonard street, New York, re- 
cently issued a new 44-page catalog describing the com- 
pany’s line of coolers and other fibre ware products. 

Clayton & Lambert Mfg. Co., Detroit, will issue a 
new catalog of its complete line. The company recently 
distributed to the trade a circular No. 8, showing its 
standard line as it will appear in this catalog, and also 
announced its decision to reduce the variety and styles 
of tools, “standardizing on those which are most popular 
and valuable to the trade, and diverting all of the busi- 
ness to them; in this way, getting the benefit of quan- 
tity production.”” The company expects a material re- 
duction in price will follow this reduction in styles. In 
making the announcement, the company stated that it 
would be obliged for a time to continue to make some 
of the torches and fire pots that are no longer to be 
cataloged in order to take care of business received by 
jobbers for tools now shown. 

The Cincinnati Bickford Tool Co., Cincinnati, has dis- 
tributed new folders describing its latest upright and 
radial drills and drilling machine accessories. 

Brunner Manufacturing Company, Utica, N. Y., in its 
latest catalog, No. 18, includes illustrations of equip- 
ment and methods for making air compressors profitable. 

Lavelle Rubber Company, Chicago, has issued a new 
catalog ““D” and net price list, describing and illustrating 
its complete line of rubber specialties. It contains 64 
pages. 

Bond Foundry and Machine Company, Manheim, Lan- 
caster Co., Pa., has just completed its new catalog, No. 
K-5, illustrating its complete line of truck casters for 
industrial plants. It contains 32 pages of descriptive 
reading, illustrations and list prices. 

The Westinghouse Electric International Company. 
fast Pittsburgh, has issued in Spanish, Portuguese and 
English a 24-page illustrated booklet on electrical equip- 
ment for cotton mills. 

The Pickering Governor Co., Portland, Conn., has com- 
pleted a new booklet which shows the broad range of 
utility of the company’s governors. The booklet contains 
several illustrations and a table of dimensions. Copies 
may be secured upon request. 

The Strong, Carlisle & 
distributing copies of 


Hammond Co., Cleveland, is 


its catalog, No. 26, describing 


and illustrating cover steam traps, the Strong method 
of boiler feed regulation, separators for oil and steam, 
vacuum traps, pump governors and pressure regulators, 
engine stops and valves. 

The Association of Iron and Steel Electrical Engineers 
has published the papers covering the discussions on 
‘Flexible Couplings” which were read at its recent meet- 
ing in Philadelphia. The authors of these papers are: 
John J. Serrell, Gustave Fast, P. C. Day, J. H. Albrecht, 
W. Trinks, R. W. Davis, W. E. Trumpler and L. H. 
Kime. 

The Hisey-Wolf Machine Co., Cincinnati, is distribut- 
ing a two page bulletin No. 3014-S describing its new 
direct motor-driven combination grinding and buffing 
machine. 
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NEW CHICAGO COPPER MILLS 


Company Has Already Purchased Eight Acre Site and Is Having 
Pians Drawn for Immense Plant 

Chicago is soon to have a new industry, manufacturing 

copper wire and rods, the first unit of its plant to cost 

$500,000, and the entire project to eventually entail ex- 


penditures of $6,000,000 for land, buildings and equip- 


ment. The Brenner-Moxley-Mervis Company has been 
capitalized at $600,000, the organizers being Chicago 
men who are connected with the American Insulated 


Wire and Cable Company. It is understood that plans 
have already been drawn for the first unit, and an eight 
acre site has been purchased between Kedzie avenue, 
drainage canal, the Santa Fe tracks and 
Northern right of way. 

The company is headed by Nathan T. Brenner, head 
of the American Insulated company. s 
are William J. Moxley and George T. Moxley, butterin 
manufacturers. N. T. Brenner, Jr. is 
Meyer B. Mervis is secretary. Both of 
also connected with the wire and cable company 
new plant, it is said, will be the largest plant in the coun- 
try for the manufacture of copper rods and drawn copper 
wire, and will consume approximately 100,000,000 pounds 
of copper annually. There will be six units when the 
plant is entirely completed. 
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Buys Savannah Supply Co. 

The Savannah Supply Co., Savannah, Ga., jobber of 
mill, railway, plumbing and heating supplies. has been 
purchased by the Pierce, Butler & Pierce Mfg. Corp.. 
New York, and will be operated as heretofore under 
general management of H. A. Butterfield. The 
nah Supply Co. was incorporated in 1912 and 
capital stock of $400,000. Its main offices are 
at 301-315 Bay street, West. Savannah, and it operates 
a branch at 746 West Bay street, Jacksonville, Fla. Its 
territory includes the states of South Caroli 
and Florida. The company employs seven 

—+or 
Stricken on Ocean Trip 

Samuel Van Camp, vice-president of the Van Camp 
Hardware & Iron Co., Indianapolis, died in a New York 
hospital on July 5. Mr. Van Camp was taken ill while 
returning on the Aquitania from a European 
was taken from the ship to the hospital. 
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# “To Get the Right Start—Equip with *MEDARP ”’ & 


Get the 


»*MEDARP 
Wood Split 
PULLEY 
from Stock! 


# @ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them—’phone them—they’ ll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 

IMR. SUPPLY DEALER—We have been engaged in the 


Pulley business for 40 years, and we know a great deal more 
about making good pulleys than many other concerns. 

YOUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We 
wouldn’t think ‘of running the slightest risk of ne the 
value of our most valued asset—our Good Will 


Get the “MEDART” WOOD SPLIT PULL EY from Steck! 


THE MEDART COMPANY 


(Formerly Medart Patent Puiley Co.) 
General Offices and Works: St. Louis, U. S. A. 


Office and Warehouse Offices 
CINCINNATI CHICAGO and PHILADELPHIA 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 
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Our Line is the recognized standard on 


me 





Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 









STERLING & SKINNER MFG. Co. 


DETROIT, MICH. 
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Our Specialties are sold to Jobbers only 


_ Hanna “Ball Joint” 





Crescent Universal 
Woodworkers 


WURAKXEXE CUCKUUIELALIIIIIA) 
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= Pi H | OU do not have to cut the price 

ipe anger | to get orders for CRESCENT machines. 

is the = CRESCENT prices are made at the factory, 

q “| and are as low as is consistent with building 

imp ] es % strictly high grade wood working equip- 
: and ; ment. Your customers want CRESCENT if 
= tron ges et quality and are willing to pay for it. Send us 3 
= h d dl more orders and we will show you that the FE 
= anger Cver Mince. 3) machines make good, 5 
- is : Send today for catalog giving complete description of our band ik 
= qN ote the ball ana : saws, saw tables, jointers, shapers, planers, borers, planer and FI 
wale + nu ° matchers, swing saws, disk grinder, cut off table, hollow chisel He 
socket joint. : mortiser, variety wood worker, universal wood workers. 5 
: @Hanger can swing in F 
z any direction. Ge : 
= ‘ : Crescent Machine Co. |: 
: @Not necessary to re- 96 Columbia Street FE 
: move hanger to raise : LEETONIA OHIO 
: or lower pipe. : F 
Write for : : 
: “Our Silent Salesman’’ : : 
_ The Penn Engineering Co. 
: Philadelphia, Pa. H| f 
= tN cs pessesesesesssess EUXXUICIIIALITIII XXXUXUUIAIIIIIIII peatscssstsssesess pesssssspe) 
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Industrial Activity Reports 


Department of Commerce Statistics Show Business Decline in June 


The Department of Commerce announces the follow- 
ing figures covering the industrial and commercial 
movements in June: 

Consumption of cotton by textile mills amounted to 
542, 166 bales in June as compared with 620,795 in May 
and 509,218 bales in June, 1922. The total consumption 
for the 11 months ending June 30 amounted to 6,203,135 
bales as compared with 5,451,818 bales for the corres- 
ponding period ending June 30, 1922. 

The world’s visible supply of American cotton at the 
end of June amounted to 1,109,000 bales as against 
1,432,000 bales on May 31 and 2,840,000 bales at the end 
of June, 1922. Consumption of cotton fabric by tire 
manufacturers totaled 12,888,000 pounds in May as com- 
pared with 10,161,000 pounds in the corresponding 
month of last year. The average price of raw cotton 
at New York at 28.4 cents for June may be compared 
with 27.7 cents in May and 22.1 cents in June, 1922. 
The average prices of cotton yarn and cotton goods de- 
clined during June. 

The production of pig iron totaling 3,668,000 tons for 
June may be compared with 3,868,000 tons in May and 
2,361,000 tons in June a year ago. Steel-ingot produc- 
tion, allowing for companies not reporting, amounted 
to 3,749,000 long tons as against 4,196,000 tons in May. 
Unfilled orders of steel, as reported by the U. S. Steel 
Corporation, aggregated 6,386,000 long tons on June 
30 as against 6,981,000 on May 31 and 5,636,000 tons on 
June 30, 1922. Prices of iron and steel declined during 
the month. 

Locomotive shipments by the principal manufacturers 
amounted to 232 as against 238 in May and 114 in 
June a year ago. Unfilled orders on June 30 called for 
the delivery of 1958 locomotives as against 2150 on May 
31 and 596 on June 30, 1922. New orders for freight 
cars called for 1785 cars as against 2200 in May and 
13,100 in June of last year. 

Gasoline production in May amounted to 631,705,000 
gallons as against 513,659,000 gallons in May a year 
ago. Stocks on hand at the end of May totaled 1,328,- 
533,000 gallons as against 856,607,000 gallons on May 31, 
1922. Production of kerosene oil amounted to 189,177,- 
000 gallons as against 173,824,000 gallons a year ago, 
while stocks on May 31 aggregated 272,672,000 gallons 
as compared with 318,890,000 gallons at the end of May, 
1922. 

The index of the cost of building materials going into 
the construction of a 6-room brick house at 215 for 
June, on a 1913 base, compares with 214 for May and 
181 for June, 1922. The production of Douglas fir 
amounted to 567,626,000. board feet as against 521,070,- 
000 board feet in May and 488,861,000 board feet in 
June of last year. Northern pine lumber production in 
June totaled 76,734,000 board feet as against 74,071,000 
board feet in May and 65,662,000 board feet in June, 
1922. 

The visible supply of wheat at 52,912,000 bushels at 
the end of June compares with 48,816,000 bushels at 
the end of June, 1922. Prices of wheat and wheat 
flour declined in June, as did prices of barley and oats, 
while the average price of corn at 83.9 cents for June 
compares with 80.9 cents for May and 60.9 cents for 
June, 1922, for the No. 2 contract grades at Chicago. 


The visible supply of corn, at 4,269,000 bushels on June 
30, compares with 33,068,000 bushels at the end of June 
a year ago. 

Consumption of crude rubber by tire manufacturers 
in May amounted to 47,671,000 pounds as compared with 
29,068,000 pounds in May, 1922. A total of 40,500 car- 
loads of automobiles was shipped in June as compared 
with, 45,214 carloads in May and 34,230 in June a year 
ago. 

The total number of employees on the payroll in 1428 
representative U. S. factories at 2,041,000 on June 30 
compares with 2,048,000 on May 31 and 1,722,000 on 
June 30, 1922. The total amount of involuntary unem- 
ployment in Pennsylvania on July 1 amounted to 8,957 
as against 9,465 on June 1 and 124,665 on July 1, 1922. 

Bradstreet’s wholesale price index for July 1 at 142 
compares with 145 for June 1 and 101 for July 1, 1922. 
Dun’s index at 156 for July 1 compares with 158 for 
June 1 and 144 for July 1, 1922. 

Total sales of mail-order houses amounted to $24,- 
945,000 as compared with $29,261,000 for May and $19,- 
565,000 for June, 1922. Total sales of the 10-cent chain 
systems aggregated $25,785,000 in June as against $25,- 
696,000 in May and $21,104,000 in June of last year. 
Postal receipts at $23,802,000 may be compared with 
$22,231,000 in June, 1922. 

Debits to individual accounts outside of New York 
City amounted to $19,531,000,000 in June as against 
$17,168,000,000 in June a year ago. Bills discounted by 
the Federal Reserve Banks at the end of June aggre- 
gated $775,000,000 as against $469,000,000 for the cor- 
responding period of 1922. Total investments aggre- 
gated $339,000,000 as against $711,000,000 at the end 
of June, 1922. The reserve ratio at 76.9 for June may 
be compared with 76.1 for May and 77.5 for June a 
year ago. 
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PUBLISHED NEWSPAPER ON TRAIN 


Barnes Manufacturing Company Employes Enjoyed Annual Outing 
At Cedar Point On Lake Erie 

The Barnes Manufacturing Company, Mansfield, Ohio, 
held its annual employes’ outing on Saturday, June 30, 
at Cedar Point on Lake Erie. Three hundred and fifty 
employes and friends participated. The company gave 
every single employe one round trip railroad and boat 
ticket to the Point and every married employe two 
tickets. When the excursion train left the Baltimore 
& Ohio depot it was covered with banners advertising the 
company’s products. Song sheets and noisemakers were 
distributed, and as a big feature an employes news- 
paper was published and distributed on the train. This 
unique addition contained six pages, replete with quips 
about the employes. 

Everybody brought along a lunch basket and when the 
Point was reached, a picnic dinner was enjoyed. In the 
afternoon contests and games were staged on the beach. 
There were foot races, three-legged, needle threading, 
sack and fat ladies’ races, in all of which the keenest 
competition was evident. In an outdoor ball game the 
factory team defeated the office team. All children 
present were given free tickets to all amusements and 
concessions on the beach, and candy and cracker jack 
were distributed among them on the train. 
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VOGEL Patented Frost-Proof Closets 


on satisfactory service, day in and day out, winter and summer 







The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
= the entire fixtures are tested under hydraulic pressure before leaving our 
actory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 




















‘Saved its cost in six months” 
Service like this means repeat orders for dealers 


| h pmeo caggoig day-in, day-out Manager, writes: “It has already 


service is building for the (six months) saved its cost in the 
Armstrong Steam Trap a repu- amount of steam saved over the old 
tation for reliability that means big trap we had, and added to that is the 


sales for mill supply houses and job- 


saving of labor in overhauling the 
bers. 


other one to keep it from passing 
The Armstrong is built on the in- steam.” 
verted submerged bucket principle—a 








principle that is different and one that Shouldn’t you, for your profits sake, It differs ! 
service records are proving is better. handle a trap like that? Write the 

For instance, at the Eastern Wiscon- Armstrong Machine Works, 318 Maple — 

sin Electric Co., Fond Du Lac, Wis- _St.. Three Rivers, Michigan, for the wieiatinl 
consin, an Armstrong saved its cost catalog, for the dealer plan, or for a capacity 


in six months. Mr. M. H. Frank, trap to test. Self-clean- 
ing 
Can’t air 


A 
Whiting Refinery, Fp \ 4 7, Southern Ice and 
Standard Oil Co. of str in Cold Storage Co., | : 1 
ay PRVUGU RY | San Antonio, has re y1ti¢ 


Indiana, ins stalled 


316 <Armstrongs in S placed a 11 other 
two years — ll aan Arm- No wire- 


drawing 











Small size 











Every jobbing and supply house should list Armstrong Traps in its catalog. Low Cost 
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WEEK’S VACATION WITH PAY 


McRae & Roberts Co. Employes Made Happy When Company 
Introduced New Plan for Their Benefit 

The McRae & Roberts Co., Detroit, brass manufac- 
turer, has this year adopted a vacation with pay plan 
for all of its employes, which, the company believes, 
makes it a pioneer among manufacturers in its line in 
the establishment of such a policy. Approximately 300 
employes were the beneficiaries. The plant was closed 
down during the entire week of July 1st. 

W. S. Chilman, vice-president of the company, re- 
plying to an inquiry from MILL SUPPLIES as to the de- 
tails of the plan, stated: “There is no question in our 
minds that the shop employee is just as much entitled 
to a vacation as the executive, and it was this thought 
that prompted our adoption of the annual vacation for 
the shop idea. We closed the plant during the week in 
which the Fourth of July fell, because so many people 
wanted to go out of town for over the Fourth, and it 
seemed to work out best in connection with most other 
vacations. 

“Practically all our employees are piece workmen, but 
in addition to their piece work rate, we have an es- 
tablished day rate for certain kinds of employees and 
for the purpose of figuring compensation during vaca- 
tion, this day work rate was used.” 

This is not the first time that the company has deemed 
it advisable to institute welfare work among its em- 
ployes. For some time the company has, in addition 
to the regular compensation insurance required by the 
state, protected its workers with a policy that protects 
them outside of working hours as well as while they 
are in the shop. When an employee has been with the 
company six months, he is given a policy which insures 
him receiving half his average monthly basis rate for 
any time over one week lost through accident or sick- 
ness, such accident or sickness being contracted or hap- 
pening outside of working hours. In addition to this. 
in case of death, the worker’s family is paid $100 to 
apply against funeral expenses. 

ee 
NATIONAL CLEARING HOUSE 
George Puchta Suggests Plan for Liquidating All Overstocks of 
Will Supply Houses of Country 

George Puchta, president, the Queen City Supply Co., 
Cincinnati, has suggested the establishment of a national 
clearing house for mill supply houses, through which 
overstocks could be liquidated. The suggestion was made 
in a letter to the National Supply and Machinery Dealers’ 
Association. At the present time it is the policy of the 
latter organization to send out to members lists of over- 
stocks submitted by other members. Mr. Puchta would 
broaden the scope of this work. Here is his letter: 

“You know that I ever have the interest of our associa- 
tion at heart, and have always thought that it might be of 
even greater and more profitable service to its members 
than it is, and with that thought in mind offer the follow- 
ing suggestions: 

“Every sup ly house in the country is obliged to carry 
a large stock if they wish to do business, and every supply 
house, it matters not how careful it is in buying, cannot 
help but accumulate more or less merchandise that is 
slow selling or does not sell at all, and if our association 
would establish a national clearing house, with the under- 
standing that houses in the market for material first 
patronize the association clearing house, of course the 
prices not to exceed those charged by the factories, this 
could be operated by the association first by each house 
submitting a list of goods that it wishes to dispose of, 
and on the first of each month, let the association send 
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this out to its members, requesting that their orders be 
given to the clearing house and keep the buyers posted 
by sending them a new and revised list each month. 

“It seems to me such a plan with the co-operation of 
the members, would be very valuable, and convert 
merchandise into cash, which is always a good thing, 
especially when there is a declining market. 

“Will you please let me know what you think of this, 
and if favorable, as to the advisability of action.” 


CHASE & COOLEDGE CO. CHANGE 


Old Holyoke Mill Supply House Now Owned by Four Old Em- 
ployes, Manager Bogart Becoming Treasurer 

The Chase & Cooledge Co., 12 Main street, Holyoke, 
Mass., has recently undergone a change of ownership, 
Henry M. Cooledge, president and treasurer of the com- 
pany and one of its organizers, having sold his inter- 
ests in the business to four of the employes, Walter E. 
Lindell, Roy McCorkindale, Edward E. Bogart and Wil- 
liam Turner. Mr. Cooledge has not been active in the 
management for several years, and decided in disposing 
of his interest that the employes who have carried the 
burden during this period should have the preference. 

The new owners have organized with the following 
officers: President, Walter E. Lindell; vice-president, 
Roy McCorkindale; treasurer, Edward E. Bogart; secre- 
tary, William Turner. The company was incorporated 
in 1898, and is capitalized at $50,000. It is one of the 
recognized old established mill supply houses in its sec- 
tion, and covers a territory including Massachusetts, 
New Hampshire, Vermont and Connecticut. 
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J. R. Stebbins Now President 

W. C. Stebbins Company, Inc.,.Watertown, N. Y., has 
acquired the business of the late W. C. Stebbins, who 
died April 1st of this year. The officers of the company 
are: President, J. R. Stebbins; vice-president, J. C. 
Stebbins; treasurer, W. A. Fox; secretary, M. A. Lewis. 
J. W. Rice is manager. According to President Stebbins, 
the business will be carried on under the same policy 
as heretofore and at the same address. The company 
specializes in paper mill supplies, including paper ma- 
chine cloth, chemicals, dyes and other products. The 
business had been carried on by the late W. C. Stebbins 
for over 20 years, and serves the mills in northern and 
central New York. 

~+o> 


Purchase Branch Plant Site 

The Ohio Injector Company, Wadsworth, Ohio, recent- 
ly purchased a 45-acre farm in Rittman, Ohio, as a site 
for a branch factory. The company plans to manufac- 
ture its heavy castings, both cast iron and brass, in the 
new branch, when the latter is completed. The project 
is another part of the company’s expansion program. At 
the present time large additions to the Wadsworth plant 
are underway, and the purchase of a site in another com- 
munity is taken as an indication of further growth of 
the business. The Rittman branch will be located just 
ast of the Ohio Boxboard Company’s large plant. 


La ies 
Offer Belting Record Cards 

The Chicago Belting Company is distributing to mill 
supply dealers who may desire them, belt record cards 
for use of plant executives who may desire to have a 
knowledge of the service which is given by the belting 
in different classes of drives. The cards are 8x5 inches 
in size. The name of the mill to which the cards are 
to be sent is imprinted on the front of each card. The 
company will give any plant as-many cards as it needs. 
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PRACTICAL FACTS ABOUT BELTING 


““There’s Nothing Like 
Leather For Belting”’ 


i ‘Old Timer’ says that years of exper- 

; ience with transmission belting have 

tea. convinced him that “There’s Nothing 

jemte BS Like Leather for Belting.” Tests by 

oa the leading institutions of research 

throughout the country verify this 
fact. 


Our fifty-five years of practical exper- 
ience in belting and transmission 
engineering have shown us that 
manufacturers using transmission 
belting over a long period of years 
are more firmly convinced than ever 
of the superior qualities of leather 
belting over substitutes. 








Stipes Comat Thatiswhy many Schieren Belts out- 
Types of Drives last the memory of their installation. 
Rul d Rati : ? 

Sheen sacl haceion Read what Schieren’s handbook on 

dene a — Practical Facts about Belting has to 
t ts t ° 

Selecting the Richt Belt say about the Comparative Oper- 

Plant Layout ating Costs of Belts. 

Shafting Layout 

Belt Troubles WRITE FOR IT TODAY! 






and Remedies 


Tanners 
Belt Manufacturers 


Main Office and Factory: 


42 Ferry Street, New York 
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PERSONALS 


Leo S. Schwabacher, president, Schwabacher Hardware 
Co., Seattle, has been vacationing at the Hotel Seaside, Sea- 
side, Oregon. 

Edward J. Pearson, 
Belting Co., Hartford, 
months’ trip to Europe. 

A. W. MacLaren, formerly general traffic manager of the 
Morris & Co., Chicago, packers, is now vice-president in 
charge of sales of the Chicago Bearing Metal Co. 

John Stambaugh and John Tod of Youngstown have been 
elected directors of the Youngstown Sheet and Tube Co. to 
succeed Henry Heedy and Porter O. Pollock, resigned. 

E. R. Jackson, formerly connected with Smith-Booth-Usher 
Co., Los Angeles, is now with the Milton Pay Co., manu- 
facturers’ representative, with headquarters in that city. 

Frank N. Speller, metallurgist, National Tube Co., Pitts- 
burgh, was honored with the degree of Doctor of Science 
by the University of Toronto at its Commencement June 7. 

George H. Fristoe has resigned as sales manager of the 
Stocker-Rumely-Wachs Co., Chicago, machine tool dealer, 
with which organization he has been connected for 10 years. 

Carl S. Neumann, secretary, Union Manufacturing Com- 
pany, New Britain, Conn., was married on Saturday, June 
30, in Holyoke, Mass., to Miss Rachel Louise Clark of that 
city. 

Dixon C. Williams, president, Chicago Nipple Mfg. Co., 
was the speaker at a dinner of the Merchants’ and Manu- 
facturers’ Association and the Kiwanis Club at Baltimore on 
June 14. 

Charles T. Bush, vice-president, The Chas. A. Strelinger 
Co., Detroit, is enjoying a two months’ vacation in Europe. 
He sailed on the George Washington on June 23. He is 
accompanied by his family. 

C. C. Rosser has been appointed Cleveland district sales 
manager of the Detroit Seamless Steel Tubes Co., with office 
in the Guardian building, Cleveland. He has been connected 
with the company for many years. 

E. D. Gibbs, formerly advertising manager of the B. F. 
Goodrich Co., Akron, has returned to his old position as 
director of advertising for the National Cash Register Com- 
pany with headquarters in New York. 

Frank A. Scott, president, Warner & Swasey Co., has been 
elected president of the Cleveland Engineering Society. E. 
C. Peck, general superintendent, Cleveland Twist Drill Co., 
sueceeds Mr. Scott as vice-president. 

George Hush, Jr., for four years in the Pittsburgh district 
sales office of Manning, Maxwell & Moore, Inc., is now con- 
nected with the Pittsburgh sales office of the Consolidated 
Machine Tool Corporation of America. 

Earl E. Eby, who was at one time sales manager of the 
Industrial Bearings Division of the Hyatt Roller Bearing 
Company, Newark, N. J., has returned to the company as 
assistant to the general sales manager. 

J. W. Hemmerle, formerly in the sales department of the 
L. A. Green Rail & Machinery Co., Pittsburgh, is now identi- 
fied with the machine tool and crane sales department of the 
McCoy-Brandt Machinery Co., that city. 


William T. Todd, treasurer, Somers, Fitler & Todd Com- 
pany, has been appointed chairman of the conventions com- 
mittee of the Pittsburgh Chamber of Commerce. Mr. Todd 
recently declined the presidency of the organization. 


Walter Rogers, recently connected with the Taft-Pierce 
Company, has returned to the Vonnegut Machinery Company, 


secretary and treasurer of the Jewell 
Conn., returned recently from a two 


Indianapolis, and will manage the accessory department for 
the latter company. The change became effective July 1st. 
Henry C. Graton, one of the founders and former treasurer 
of the Graton & Knight Mfg. Co., Worcester, Mass., was -pre- 
sented with a cane by veteran employes of the company 
upon the occasion of his 93rd birthday anniversary, July 10. 
Mr. Graton visited the plant on this memorable occasion. 


J. A. Gannon, formerly with the sales organization of the 
Moloney Belting Company, is now connected with the West 
Leather Belting Company, covering Chicago and Michigan 
territory. Another new member of the West sales organiza- 
tion is H. W. Spalding, recently connected with the E. R. 
Ladew Company as salesman. 

Harry E. Ruhf, sales manager, The Cleveland Tool & 
Supply Co., Cleveland, returned to his desk on Monday, July 
2, after a three weeks’ vacation in the East, during which 
he enjoyed an automobile trip through Massachusetts, New 
Hampshire and Maine, and a stay of several days at North 
Conway, N. H., in the White Mountains. 

Adrian P. Sloan, chairman of the board of directors and 
treasurer of the Cushman Chuck Co., Hartford, Conn., has 
been elected president of the company to succeed Richard 
Cushman, resigned. Mr. Sloan will continue to retain his 
present offices in addition to assuming the presidency. Harry 
E. Sloan, vice-president, has been appointed manager of the 
company. 

George H. Grundy has been appointed manager of steel 
sales of Peter A. Frasse & Co., Inc., and will make his head- 
quarters in the company’s home offices in New York City. 
William Breeden, formerly general manager of sales of the 
Lackawanna Steel Co., has been appointed manager of steel 
sales for the Frasse Buffalo district with offices at 52 Ex- 
change street, Buffalo. 

George G. Everitt, for 11 years associated with the Whit- 
man & Barnes Manufacturing Company’s Eastern sales or- 
ganization at New York, has been appointed manager of the 
New York office and warehouse, corner Church and Chamber 
streets. Mr. Everitt’s previous experience in the warehouse 
has been supplemented by several years’ contact with the 
trade as salesman, and he enjoys a wide acquaintance with 
the trade in his territory. 

Lewis S. Edgarton, professor of metallurgy at Mechanics 
Institute, Rochester, N. Y., has become associated with the 
Buffalo office of the Ogden R. Adams Co. Charles P. Hery, 
who has been connected with the mill supply business for 
several years, has become associated with the Adams com- 
pany in the home office in Rochester. Howard W. Gillette 
has been transferred from the home office to become manager 
of the Syracuse office. 


Thomas H. Endicott has been appointed vice-president and 
general manager of the Green Equipment Corporation, Chi- 
cago, with headquarters in the Monadnock block. He was 
formerly sales engineer for the Crocker-Wheeler Co., Ampere, 
N. J., and later was sales manager for the metal cutting 
department of E. C. Atkins & Co., Indianapolis. Recently he 
organized a company to serve as engineering consultant to 
industrials, with headquarters in Indianapolis. 


William T. Hoffman, formerly Philadelphia district sales 
manager for the Brier Hill Steel Co., who severed his con- 
nections when that company was taken over by the Youngs- 
town Sheet & Tube Co., is now engaged in business for him- 
self, dealing in mill, mine and railroad supplies, with offices 
at 1225 Land Title building, Philadelphia. Mr. Hoffman 
has been appointed representative of the Union Furnace Mfg. 
Co., Altoona, Pa., the J. W. Brainard Steel Co., Warren, 
Ohio, and the Federal Tool & Alloy Steel Corp., Brooklyn. 
Mr. Hoffman does not intend at present to operate his own 


























The BADGER Railway Car Mover 
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—Certified Malleable 
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PARAGON PAPER PULLEYS 


The pulley that literally sprang into popularity because of its natural sturdy qualities, 
uniformity, and fine finish. 





PARAGON PAPER PULLEY CO., 275 Sixth Street, Milwaukee, Wis. 
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warehouse, but will utilize portions of the warehouse of com- 
panies with which he is doing business. Mr. Hoffman is well 
known in the iron and steel trade, having prior to his con- 
nection with the Brier Hill organization, been associated for 
10 years with Hickman, Williams & Co. 

G. L. Reeves, secretary and treasurer of Reeves Pulley 
Company, Columbus, Ind., is making an extensive tour of 
Europe. He is accompanied by his wife, his son, Walter, 
and daughter, Elizabeth. The trip is partly for business 
and partly for pleasure. Mr. Reeves with his party sailed 
from New York on the “Cameronia” on June 28rd. His 
itinerary includes Scotland, England, Holland, Switzerland, 
Italy, Spain and France. He expects to return about the 
middle of September. 


The following are the new officers of the New England 
Iron and Hardware Association: President, Myron B. 
Damon, Fitchburg, Mass.; vice-president, Charles A. Haines, 
Boston; treasurer, Charles H. Breck, Boston; assistant treas- 
urer and manager, George J. Mulhall, Boston; directors, R. 
M. Boutwell, Fred L. Avery and C. H. Henderson, Boston; 
Clarence C. Dodge, Worcester; M. B. Darnon, Fitchburg; 
F. E. Bragg, Bangor; Charles A. Adams, Manchester, N. H.; 
George M. Gray, Cambridge, and H. E. Nickerson and E. 
R. Brayton, Providence. 

William C. Frye, for seven years president of the Chain 
Belt Company, Milwaukee, has retired from active participa- 
tion in the business and has been succeeded by C. R. Mes- 
singer, vice-president and general manager. Mr. Frye’s re- 
tirement follows 28 years of active association with the 
company, during which time he has occupied practically all 
of the important executive positions. Previous to his elec- 
tion as president in 1916, he had been treasurer. His suc- 
cessor, Mr. Messinger, became associated with the Chain 
3elt Company in 1917. He is also president of the Inter- 
state Drop Forge Co., vice-president of the Sivyer Steel 
Casting Co., vice-president of the Federal Malleable Co., all 
of Milwaukee, and a director in other enterprises. He is 
a past president of the American Foundrymen’s Association. 


FACTORY ADDITIONS 


The Chandler & Taylor Co., Indianapolis, is building a 
factory addition to cost $50,000. 

The American Can Co., Cleveland, plans to build a one- 
story plant addition at a cost of $40,000. 

The Winchester-Simmons Co., Atlanta, Ga., is building a 
three-story addition at a cost of $125,000. 

The McCleary Timber Co., McCleary, Wash., is rebuilding 
its veneer mill at an estimated cost of $75,000. 

The Farber Fire Brick Co., Farber, Mo., plans to build 
a plant addition at an estimated cost of $100,000. 

The Watertown Mfg. Co., Watertown, N. Y., is building 
a one-story addition at an estimated cost of $50,000. 

The Allegheny Plate Glass Co., Glassmere, Pa., will build 
a three-story addition at an estimated cost of $150,000. 

The Baker Mfg. Corporation, Saratoga Springs, N. Y., 
plans to build a new foundry at an estimated cost of $50,000. 

The Roane Iron Co., Rockwood, Tesn., is planning addi- 
tions at an estimated cost of $100,000, including equipment. 

Graham Brothers, Evansville, Ind., may build a _ plant 
addition to cost $50,000. The company makes motor trucks. 

The Oconto Lumber Co., Oconto, Wis., plans to build a 
power plant and dry kiln unit at an estimated cost of $75,- 
000. 

The Buescher Band Instrument Co., Elkhart, Ind., will 
build a two-story factory addition at an estimated cost of 
$75,000. 

The National Engineering & Machine Co., Sharpsburg, 
Pa., is planning an addition to cost $50,000, including ma- 
chinery. 

The Leggett & Platt Spring Bed & Mfg. Co., Carthage, 
Mo., plans to build a factory addition at an estimated cost 
of $55,000. 

The C. M. Hall Lamp Co., 1033 East Hancock street, De- 
troit, is building a one-story addition at an estimated cost 
of $75,000. 

The Tallahassee Iron Works, Inc., Tallahassee, Fla., is 
rebuilding its foundry and machine shop at an estimated cost 
of $50,000. 





The Graton & Knight Mfg. Co., Worcester, Mass., manu- 
facturer of leather belting, plans extensions at an estimated 
cost of $50,000. 


The Penn Planing Mill Co., Reading, Pa., plans to rebuild 
its plant which was damaged by fire recently with loss 
estimated at $75,000. 

The Little Falls Fibre Co., Little Falls, N. Y., plans to 
build a new two-story factory at Cohoes, N. Y., at an esti- 
mated cost of $175,000. 

The Studebaker Corporation, Detroit, plans to build an 
addition to its plant at Brush and Piquette streets at an 
estimated cost of $65,000. 

The W. T. Harvey Lumber Co., Columbus, Ga., may re- 
build the portion of its mill destroyed by fire recently with 
loss estimated at $75,000. 

The Hickory Chair Mfg. Co., Hickory, N. C., plans to 
rebuild its plant which was destroyed by fire recently with 
loss estimated at $125,000. 

The M. T. Stevens & Sons Co., North Andover, Mass., tex- 
tile manufacturers, will build a one-story power house at 
an estimated cost of $75,000. 

The Murphy McEwen Co., 5051 West Sixty-fifth street, 
Clearing, Ill., plans to build a one-story factory addition at 
an estimated cost of $50,000. 

The Scott & Howe Lumber Co., Ironwood, Mich., plans to 
rebuild its planing mill which was damaged by fire recently 
with loss estimated at $80,000. 


The Mergenthaler Linotype Co., 638 Sacramento street, 
San Francisco, is building a three-story addition to its plant 
at an estimated cost of $75,000. 

The Conners Steel Co., Birmingham, Ala., sustained loss 
estimated at $200,000 in a fire in its plant on June 29. The 
company is planning to rebuild. 

The Pennsylvania Railroad Co., New York, plans to build 
a new engine house and repair shop at its Jersey City shops 
at an estimated cost of $75,000. 

The Stewart-Warner Speedometer Corporation, Chicago, 
plans to build a six-story factory addition at Lincoln and 
George streets at a cost of $750,000. 

The Manhattan Rubber Mfg. Co., 120 Broadway, N. Y., 
will build a plant addition at Malapardis, near Morristown, 
N. J., at an estimated cost of $40,000. 

The Peter Smith Heater Co., 7395 Mt. Elliott street, 
Detroit, will build additions and make improvements at its 
plant at an estimated cost of $50,000. 

The Dunn-Cooper Corporation, Madison avenue, Bingham- 
ton, N. Y., plans to build an addition to its metal pattern 
plant at an estimated cost of $35,000. 

The Atlantic Coast Line Railroad, Wilmington, N. C., 
plans to build additions to its locomotive and car repair 
shops at an estimated cost of $350,000. 

The American Mfg. Concern, Everett and Work streets, 
Falconer, N. Y., will build a three-story addition to its toy 
factory at an estimated cost of $55,000. : 

The Carthage Sulphite Pulp & Paper Co., Carthage, N. 
Y., plans to rebuild a portion of its plant destroyed by re- 
cent fire with loss estimated at $200,000. 

The Union Lumber Co., Marshville, N. C., plans to re- 
build its mill and power house which were destroyed by fire 
on June 28, with loss estimated at $200,000. 

The Uterpe Mines Co., Baxter Springs, Kansas, may re- 
build the portion of its zine concentration plant destroyed 
by recent fire with loss estimated at $100,000. 


The Texas Wheel & Body Co., Commerce and Dove streets, 
Dallas, plans to rebuild its plant which was destroyed by 
fire on June 30 with loss estimated at $75,000. 

The Whittier Lumber & Millwork Co., Newark, N. J., plans 
to rebuild the portion of its sash and door mill destroyed by 
recent fire which caused loss estimated at $100,000. 

The Simpson County Lumber Co., Strengthford, Miss., 
plans to rebuild its mill and power house which was dam- 
aged by fire recently with loss estimated at $85,000. 

E. E. Wollert & Son, Littleton, N. C., plan to rebuild the 
portico’. of their woodworking plant and power house which 
was damaged by recent fire with loss estimated at $50,000. 

The Andrew B. Hendryx Co., New Haven, Conn., manufac- 


turer of metal goods, will build a four-story building ad- 
joining its present factory. The estimated cost is $70,000. 
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penn Mabbs - Chicago Rawhide Hydraulic 
WHITE Packing 
Friction This is the genuine mechanical braided 


rawhide hydraulic packing, of which we are 
the sole manufacturers. It is the most dura- 
ble hydraulic packing in the market. 


Chicago Rawhide Mallets and Hammers 


Clutches 


The Business Builders 
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the Dealer when he 
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thoroughly reliable goods. a synonym for good P i ily == reneigencerue aoe : 
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Every mill and automobile supply 
dealer should stock these tools. 


Now Mr. Mill Supply Deal- 
handle Clutches that have... tne next time V | ° K B | . 
* : ' you get out a 
gained a reputation for  mongst the wade, just make a uicanite-Arome belting 
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ity. Clutch users whom you meet. Ch belt b d inkedh obs 1 
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Free CaTaLocue “‘C” ON REQUEST. WRITE US TODAY. Gaai The Chicago Rawhide Mfg. Co. 
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THE Moore & WHITE Co 1301 Elston Ave., Chicago, Ill. 
Sole Maker 7 Branches: LEWIS E. TRACY CO., 127 Broad St., Boston. 

Makers Chicago Rawhide Mfg. Co., 109 Broad St., New York. 
2711 to 2741 N. 15th St, Philadelphia Chicago Rawhide Mfg. Co., 2310 Grand Blvd., West, Detroit. 





Mechanical Leathers, Ltd., 79 Front Street, East, Toronto. 







































_ If you were the man 


on the swinging scaffold— 


you would be keenly critical of the tackle blocks entrusted 
with your life. And the “Big Boss’”—who stands responsible 
when anything goes wrong—knows the importance of good 
blocks and will long remember the kind of service obtained 
from the blocks you sell him. 


Madeseo Tackle Blocks 


“built to stand the gaff,” have many exclusive features which 
attract trade and make selling easy. Such, for instance, as 
sheave pins secured by patented Madesco Nut Locks and by 
deeply countersunk cotter pins; oversize hooks and shackles 
which test far beyond any load that would be given them; and 
closely fitted, even running sheaves, rounded edges and smooth 
rope scores which greatly prolong life of ropes. 








Attractive literature and other sales assistance gladly 
extended to Madesco dealers. Write today for sample folders, 
catalog and discounts. 


MARINE DECKING & SUPPLY CO. 


Factory and Sales Office 
Tackle Block Dept. 


EASTON, PA. 
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The Elmira, Corning & Waverly Railroad Co., Corning, 
N. Y., will rebuild its repair shops at South Corning, which 
were destroyed by fire recently with loss estimated at $75,- 
000. 

The Chicago Steel & Wire Co., East 108rd street and 
Torrence avenue, Chicago, plans to build a one-story power 
house at an estimated cost of $50,000, exclusive of equip- 
ment. 

The Certain-teed Products Co., Woolworth building, New 
York, plans to rebuild the portion of its Trenton, N. J., plant 
which was destroyed by fire recently with loss estimated 
at $250,000. 

The Atchison, Topeka & Santa Fe Railway Co., Los Ange- 
les, plans to rebuild the portion of its San Bernardino lum- 
ber mill which was destroyed by fire on June 30 with loss 
estimated at $400,000. 

The Whitall-Tatum Co., 46 Barclay street, New York, 
plans to erect new buildings to replace the portion of its 
glass container works recently destroyed by fire with loss 
estimated at $100,000. 

The Eureka Lumber & Planing Mill, East Fourteenth 
street and Thirty-sixth avenue, Oakland, Calif., may rebuild 
the portion of its plant which was damaged by fire re- 
cently with loss estimated at $60,000. 

The Chicago, Burlington & Quincy Railroad Co., 547 West 
Jackson boulevard, Chicago, plans to start at once on the 
second unit of its new locomotive shops at Denver, Colo., 
the estimated cost of the addition being $1,000,000. 

The William Powell Co., Cincinnati, manufacturer of 
valves, is building an addition to its plant on Spring Grove 
avenue at an estimated cost of $80,000. The company ex- 
pects to occupy the addition about the first of next year. 

The Acheson Mfg. Co., Rankin, Pa., whose plant was 
damaged by fire on June 24, plans to rebuild. The com- 
pany makes pipe and fittings. The portion of the plant 
burned included the foundry. The same fire destroyed the 
wire mill of the Copper Clad Steel Co., adjoining the Ache- 
son plant. The damage was estimated at $75,000. 


NEW FACTORIES 


The Inman Furniture Co., Kentucky and Thirteenth 
streets, Louisville, has plans for a new four-story plant 
at an estimated cost of $500,000. 

The Inland Automobile Co., Inc., Columbus, Ohio, manu- 
facturer of automobile bodies, has plans for a new plant 
at an estimated cost of $75,000. 


The Darby Boiler Works Co., Minnesota avenue and Third 
street, Kansas City, Mo., plans to build a new one-story plant 
at an estimated cost of $100,000. 

The H. L. Brown Paper Co., Inc., Monroe, La., is building 
a plant at an estimated cost of $1,000,000. Contracts for 
the first unit were recently awarded. 

The O’Neals Lime Works, Inc., Birmingham, will build 
a new $500,000 plant at Calera, Ala. It will include a power 
plant, machine shop, and crushing plant. 

The Southwest Portland Cement Co., El Paso, Texas, 
plans to start work in the fall on a new plant near Fort 
Worth, the estimated cost being $500,000. 

The Trabold Motor Co., Johnstown, Pa., plans to build 
a new two-story plant at Clay and Ferndale streets, Fern- 
dale, Pa., at an estimated cost of $100,000. 

The Clinchfield Portland Cement Co., Kingsport, Tenn., 
will build a new plant at an estimated cost of $1,000,000. It 
will include a power house and machine shop. 

The Leonard Range Co., Columbia and Roosevelt avenues, 
Washington, Ind., plans to build a new foundry and assem- 
bling plant at an estimated cost of $100,000. 

The Florida Nu-Tex Brick Co., Tampa, plans to build a 
new plant near Miami for manufacturing concrete bricks. 
The estimated cost of the project is $50,000. 

The L. D. Shackleford Motor Co., Miami, is building a new 
three-story automobile service station, to include a machine 
shop, the total estimated cost being $125,000. 

The City of Johnstown, Pa., will install a manual train- 
ing department in a new central high school which is soon 
to be erected at an estimated cost of $900,000. 

The Genesee Bridge Co., 666 Plymouth avenue, Rochester, 
N. Y., has tentative plans for building a new structural steel 
and iron works at an estimated cost of $60,000. 





The Krude-Wierk Mfg. Co., Defiance, Ohio, is building a 
factory to manufacture metal containers. The company was 
recently organized with capital stock of $50,000. 


The Citizens Gas Co., Endicott, N. Y., will build a steam 
power plant in connection with a proposed artificial gas 
plant, which, it is estimated, will cost $5,450,000. 

The Fort Smith Fertilizer Co., Fort Smith, Ark., has ac- 
quired a site of 40 acres at Rudy, Ark., for the erection 
of a power house at an estimated cost of $80,000. 


North Brothers Mfg. Co., Lehigh and American streets, 
Philadelphia, will build a new five-story and basement plant 
on Somerset street at an estimated cost of $90,000. 


The Hayes-Hunt Body Co., Grand Rapids, Mich., plans 
to build a new plant at Flint to manufacture bodies for 
Durant automobiles. The estimated cost is $400,000. 


The Eastern Sewer Pipe & Brick Co., Martinsburg, W. 
Va., plans to establish a plant for manufacturing sewer pipe 
and kindred products. The estimated cost is $100,000. 


The Manitowoc Portland Cement Co., Manitowoc, Wis., is 
building a new cement works at an estimated cost of $1,000,- 
000. The first contracts call for expenditures of $400,000. 


The Western Electric Co., 195 Broadway, New York, plans 
to expend $20,000,000 in its proposed new plant at Kearny, 
N. J. The original plans called for a $5,000,000 expenditure. 


The Dixon Motor Truck Co., 2501 Beale avenue, Altoona, 
Pa., has arranged to lease a new factory to be erected by 
the Altoona Factories Co. at an estimated cost of $150,000. 


The Great Southern Lumber Co., Opelousas, La., has tenta- 
tive plans for a new pulp and paper mill on the Warrior 
river, near Tuscaloosa, Ala., at an estimated cost of $160,000. 


The Atchison, Topeka & Santa Fe Railway Co., Los Ange- 
les, will soon consider bids for a new boiler and erecting shop 
at San Bernardino, the estimated cost of which is $350,000. 


The Republic Radiator Corp., Utica, N. Y., plans to es- 
tablish a plant to manufacture steam and water radiators. 
on company was recently organized with a capital of $150,- 
000. 

The McGraw Motor Co., Wheeling, W. Va., will install 
a machine shop and repair department in its new building at 
Twenty-first and Main streets at an estimated cost of $100,- 
000. 


The Taylor Lumber Co., Rutherford, N. C., plans to build 
a new plant for general cabinet manufacture and mill work. 
It will comprise three one-story buildings and a power 
house., 

The Motometer Co., 11 Wilbur avenue, Long Island City, 
manufacturer of automobile equipment, plans to build a 
new factory in the near future at an estimated cost of 
$75,000. 

The Linde Air Products Co., 30 East Forty-second street, 
New York, is building a new plant on Stiles avenue at 
Gwinnett street, Savannah, Ga., at an estimated cost of 
$75,000. 

The General Electric Co., Schenectady, N. Y., plans to 
begin soon on the construction of a new two-story plant on 
Elmwood avenue, Philadelphia, at an estimated cost of 
$500,000. 

The Brown Paper Mill Co., Inc., Orange, Texas, plans 
to build a new pulp and paper mill near Monroe, La., at 
an estimated cost of $1,000,000. H. L. Brown heads the 
company. 

The Dixie Cotton Oil Co., Batesville, Ark., is considering 
plans for a cotton oil mill at an estimated cost of $250,000. 
The company is a new one, organized with a capital stock 
of $1,600,000. 

The Ford Motor Co., which plans to build a branch as- 
sembling plant at Norfolk, Va., at an estimated cost of 


$100,000, has acquired a site of 40 acres on the east branch 
of the Elizabeth river. 


The J. W. Murray Mfg. Co., 1975 Clay street, Detroit, 
manufacturer of automobile equipment and parts, will build 
a new branch plant on Jones avenue, Oakland, Cal., at an 
estimated cost of $225,000. 

The Indiana Electric Corporation, Indianapolis, plans to 
begin early installation of machinery in its new electric 
power house which is being built at Dresser, Ind., at an 
estimated cost of $5,000,000. 

The Connecticut Co., 127 Church street, New Haven, Conn., 
has acquired property on Capitol avenue, Meriden, Conn., 
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ASBESTOS PRODUCTS COMPANY 


MANUFACTURERS OF 


ASBESTOS CEMENT 


PROMPT SHIPMENTS 
CARLOAD OR LESS 


General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 


TRANSMISSION MACHINERY 
for LIGHT POWER 


Grooved oo ) , 


1”-24” dia. 
ie Face Pulleys 

Write for Special Proposition to New Dealers 
Catalog and discounts on request. 


-12” dia. 
Pillow Blocks. 
WINFIELD H. SMITH 
1014 Lock St. Buffalo, N. Y. 





Hangers. 
Reducing Gears. 
1/16-114 H. P. 





LUE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 
950 Webster Bldg. 





Chicago 


The Heaviest Car Can’t Stand Still 


when pressure is applied to one of its wheels by one 
man with an ATLAS CAR-MOVER,. Compound 
leverage give it great strength. Note in illustration at 
left how the spurs grip the rail. The more pressure 
applied at the handle, the harder the spurs grip the 
rail. Guaranteed materials. 
Join our class of SATISFIED DEALERS. It 
means repeat orders and easy profits. 


APPLETON CAR-MOVER CO. 
Appleton, Wis. 




















No Weight 
Too Great 
for the Atlas 
GUARANTEE 

\\ Duplicate of any casting 
see broken in ordinary use 
within six months from 
ea date of invoice, will be 
replaced free of charge. 





Known the World Over as the 


\ “V-B” Belt 


For 
| Transmission, Conveying and 
Elevating 
| The Very Best Balata Belt Obtainable. 
yf We also Manufacture 
=—Z / Special and Ampere Canvas Stitched Belt- 


ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 
Factories: 
Easton, Pa. 





Chicago Warehouse: 
167 N. Market St. 


STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. 





Chicago 





Leather 
Beltings 


Best for Transmission 
Purposes 


Write for Samples and Prices 


Hide, Leather & Belting Co. 


Established 1870 
INDIANAPOLIS, IND. 
New York 





Detroit Evansville Memphis 





Cuts the Mill 
Steam Cost 


Davis Pressure Regulators give the 
low cost of low pressure steam re- 
ducing the fuel bill and increasing 
boiler efficiency. 


G. M. Davis Regulator Co. 
411 Milwaukee Avenue 
Chicago, Illinois 


DAVIS VALVE 


pa Ne te 





Sp oe) VU eS 











When writing to Advertisers please mention M1Lt SuppLis. 

















and plans to build new car repair shops and barns at an 
estimated cost of $150,000. 

Gumbinsky Brothers, Inc., 2261 South Union avenue, Chi- 
cago, manufacturers of paper products, plan to build a new 
mill and power plant at Thirty-first street and California 
avenue at a cost of $2,500,000. 

The Spiral Machinery Co., St. Louis, manufacturer of 
agricultural equipment, is reported as considering plans for 
the establishment of a branch plant at Longview, Wash.. 
at an estimated cost of $50,000. 

The New York Edison Co., 130 East Fifteenth street, New 
York, will build a ten-story automobile service and repair 
station, to include machine shop, the project entailing an 
estimated expenditure of $2,000,000. 


The H. G. Saal Mfg. Co., 1800 Montrose avenue, Chicago, 
will build a plant at Argyle and Lincoln streets to manufac- 
ture phonograph records, radio equipment and automobile 
accessories. The estimated cost is $600,000. 

Oklahoma City, Okla., plans to install vocational shops 
in several of the city schools. A. C. Parsons is the superin- 
tendent of schools in charge of the plans which have been 
approved by the state director of education. 

The Public Service Electric Power Co., Newark, plans to 
build a new steam-operated power plant on a site recently 
acquired on the Hackensack river. The estimated cost of 
the plant and transmission system is $2,500,000. 

The Ford Motor Co., Highland Park, Mich., is said to be 
planning the erection of a spoke and rim plant in connection 
with its new assembling units at Memphis, Tenn. The es- 
timated cost of the entire Memphis project is $500,000. 

The Enamelight Co., 546 Book building, Detroit, plans 
to establish new works to manufacture electric lighting equip- 
ment. The company was recently organized. It is estimated 
that initial operation will entail expenditures of $80,000. 

The Eclipse Machine Co., Elmira, N. Y., manufacturer of 
clutches and other products, plans to establish a factory 
branch in leased space in the Lipton building, Hoboken, N. 
J. The floor space to be occupied contains 21,000 square 
feet. 

The Louisiana Glass Mfg. Co., Monroe, La., will build 
a new plant at an estimated cost of $200,000. The com- 
pany was recently organized with a capital stock of $400,- 
000. The company is headed by James S. Stock, Lancaster, 
Ohio. 

Ichabod T. Williams & Sons, Inc., Eleventh avenue and 
Twenty-fifth street, New York, plans to build a new plant 
at Carteret, N. J., at an estimated cost of $500,000. It will 
include woodworking mills, machine shop, power house and 
other buildings. 

The Florida Steel & Wire Co., Jacksonville, Fla., plans to 
build a new factory for the manufacture of wire nails, 
fencing and other kindred products. The plans are said to 
call for an expenditure of $500,000. The company was 
recently organized. 

Cuff Packing & Provision Co., Inc., Buffalo, plans to build 
an ice and refrigerating plant at William and Newell streets 
at an estimated cost of $80,000. The company was recently 
organized by James J. Cuff, formerly manager of the Buffalo 
plant of the Jacob Dold Packing Co. 

The Maximum Power Motors, Inc., a successor to the Uni- 
versal Gas Electric Co., Lawrence, Kan., is building a new 
plant at Fifty-second avenue and Thirty-third street, Cicero, 
Ill., at an estimated cost of $200,000. Garvin Denby, brother 
of the secretary of the navy, is president of the company. 

The United States Export Chemical Co., Tampa, Fla., 
plans to build a commercial fertilizer and phosphate plant 
near that city at an estimated cost of $1,000,000. The com- 
pany is a new organization. Peter S. Gilchrist, president of 
the Chemical Construction Co., Charlotte, N. C., is chairman 
of the board of the new organization. 

The Greater Newark Packing Corporation, a new organ- 
ization at Newark, N. J., plans to build a plant on Plum 
Point Lane in that city at an estimated cost of $150,000. 
Newark men are the organizers. Plans call for a refrigerat- 
ing plant and packing house. Attorney Michael J. Quigley, 
738 Broad street, Newark, represents the company. 


INCREASED CAPITAL 


The National Forge Co., Louisville, 


increased its 
capital stock from $75,000 to $100,000. 


has 


MULL, GUPPLIES 





The Central Machinery & Supply Co., New York, has in- 
creased its capital stock from $5,000 to $50,000. 


The Wellman Turbine Co., Oshkosh, Wis., has increased 
its capital from $25,000 to $50,000 to allow for plant ex- 
tensions. 


The Haines, Jones & Cadbury Co., Philadelphia, has in- 
creased its capital stock from $250,000 to $1,500,000, a por- 
tion of the proceeds to be used for expansion. 

The American Electric Motors Co., Inc., 57 Erie street, 
Milwaukee, has increased its capital stock by the addition 
of $50,000 preferred stock and 500 shares of common. 

The Merchants Heat & Light Co., Indianapolis, has in- 
creased its capital stock from $2,500,000 to $3,000,000, and 
will use a portion of the proceeds for plant extensions. 

The Universal Motor Co., Oshkosh, Wis., manufacturer of 
gasoline engines, has increased its capital stock from $100,000 
to $200,000, and is reported as considering plant expansion. 

The Wincroft Stove Works, Middletown, Pa., will consider 
increasing its capital stock from $50,000 to $300,000, partly 
to allow for the construction of a new plant at Florin, Pa. 

The Blue Ridge Power Co., Tuxedo, N. C., recently in- 
creased its capital from $700,000 to $2,100,000, and plans 
to construct a large hydro-electric power plant on the Green 
river. 


NEW CORPORATIONS 

Universal Tamping Machine Co., Averyville, Ill., $50,000, 
to manufacture concrete machinery. 

The Universal Wheel Co., Monroe, La., $150,000, to manu- 
facture automobile, truck and bicycle rims. 

The Rule Mining Co., Dodgeville, Wis., $100,000; incor- 
porators: .C. W. Singer, J. M. Hayden and R. E. Peddler. 

The American Metalscrafts Co., Attlesboro, Mass., $50,000; 
incorporators: Thomas Kelleher, John Maguire and Robert 
J. Brown. 


The Canton Metal Products Co., Canton, Ohio, $200,000, to 
engage in the manufacture of general metal products for the 
automotive industry. 

The General Conveyor & Mfg. Co., St. Louis, $100,000, to 
manufacture conveyors; incorporators: C. C. Mauer, John 
Mauer and H. J. Frisch. 

The M. S. Co., Attleboro, Mass., $150,000, to make metal 
goods; incorporators: Samuel M. Einstein, Max Schwein- 
shaut and Eugene Clapin. 

Russell & Co., St. Joseph, Mo., $50,000, to manufacture 
farm implements; incorporators: J. W. McClymonds, C. M. 
Russell and E. C. Merwin. 

Rubwheel, Inc., Monson, Mass., $250,000, to make automo- 
bile wheels; incorporators: Harry N. Atwood, Harry E. 
Kendall and William G. Giles. 

Tobin Tool Co., Southington, Conn., $100,000, to manu- 
facture tools; incorporators: William S. Thornton, Joseph 
C. Bannin and Robert W. Pain. 

Excelsior Boiler Works, New Haven, Conn., $50,000, to 
manufacture boilers; incorporators: Elijah Williams, Archi- 
bald Hewitt and Sarah Williams. 

The Northrow Piston Ring Co., Inc., Wilmington, Del., 
$200,000; incorporators: F. R. Hansell, J. Vernon Pimm and 
E. M. MacFarland of Philadelphia. 

The Enterprise Mfg. Co., Spokane, $100,000, to deal in ice 
machines and heating systems; incorporators: George Tor- 
reson, L. J. Kimmel and A. E. Knight. 

The Connecticut Electric Steel Casting Co., Hartford, 
Conn., $87,500; incorporators: Frank M. Livingston, John 
W. Sarles, Lester D. Dame and others. 

The Lincoln Steel Co., 120 Liberty street, New York, 
$200,000, to manufacture angle irons and rolled products; 
incorporators: Charles Follett and others. 

The Erie Sugar Jack Corp., Buffalo, $150,000, to manu- 
facture farm and dairy appliances; incorporators: C. 
Donaldson, D. T. Graves and C. R. Mabee. 

The Jackson Box Co., Black River Falls, Wis., $70,000, to 
manufacture wooden, fiber and composition containers; in- 
corporators: H. H., W. R. and W. B. Scholfield. 

The John Polachek Bronze & Iron Co., New York, $1,- 
250,000; incorporators: J. Polachek, S. Polachek and E. H. 
Geiger; representative, S. Hellinger, 305 Broadway. 
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The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the entire 


world. 
Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 













GP “Quality 
All Our ‘ Protects 
Distributors Profits” 
Successfully 
Selling 





Reg. U. S. Pat. Off. 


OUR LINE INCLUDES 
Complete Welding, Cutting, Brazing, Lead Burn- 
ing and Decarbonizing equipments. Non-Flash 
Torches, Gas Regulators, Acetylene Generators, 
Cylinder Trucks, Welding Rods, Fluxes and Accessories. 


Write for . 
Write for Torchweld Equipment Co. 
Proposition FULTON & CARPENTER STS., CHICAGO 





MASON 


Reducing Valves 
ARE STANDARD 





Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 








Roller Bearing Loose Pulleys and Idlers 









212” to 18” 
Absolute cure for Loose Pulley 
troubles. Profitable line for 


Mill Supply Dealers. 


All salesmen calling on 
factories or mills should 
have our prices. 


St. Louis Machine Tool Co. 


924 Loughborough Ave. 
St. Louis, Mo. 









If we did not know the 
Sweetland Lathe Chuck would 
give first class service we 
would not offer it. 


May we not have the op- 
y w F 
portunity of showing you? 


THE HOGGSON & 


PETTIS MFG. CO. 
NEW HAVEN, CONN. 


We Manufacture for the Jobbing Trade 





Flue Scrapers Flue Brushes 
Flue Cleaners 
Hot Water Heater Cleaners 
Wire Brushes Wire Brooms 
Send for OUR catalogue 





Pilley Packing & Flue Brush Mfg. Co. 
608 S. Third St. St. Louis, Mo. 











RACINE 


Machine Tools 


**Standard the World Over’’ 
“Racine” High Speed Metal 
Cutting Machines 
“Racine” Wood or Metal Band 
Saw, Duplex type 
“Racine” Abrasive Metal 
Cutter 
Use ‘Racine’ H. S. Wood and 
Metal Band Saw Blades and 
“Racine” H. S. Tungsten Power 

and Hand Hack Saw Blades. 





Racine Tool 
& Machine Co. 


1405 Jones Ave. 


Racine, Wis. o. 2 A. 














Genuine 


JACKSON 
BELT 
FASTENERS 


Beware of Imitations 





NONE GENUINE WITHOUT 
THE NAME 


Isaac Jackson Belt Fastener Co. 
51 Barclay Street, New York 





When writing to Advertisers please mention M1 Suppties. 














KMLL QUPPLUIES 











The Tri-City Malleable Castings Co., East Moline, IIl., 
$200,000, to engage in a general foundry business; incor- 
porators: Frank S. Mangan, H. C. Smith and E. A. Biggs. 

The Daniel Husker & Implement Co., Kenton, Ohio, $50,000, 
to manufacture motorized corn huskers; incorporators: E. H. 
Daniel, W. W. Bowers, C. C. Patton, Frank Laubis and 
H. E. Pearce. 

The Offutt Tobacco Machinery Corp., 852 Equitable build- 
ing, Baltimore, $150,000, to manufacture tobacco machinery; 
incorporators: Albert L. Watkins, Philip G. Spencer and 
Fred H. Johnson. 

The Achilles Rubber Coxporation, Binghamton, N. Y., 
$150,000, to acquire the plant and business of the Achilles 
Rubber & Tire Co.; incorporators: W. M. Broderick, R. J. 
Brown and D. F. Rice. 

The American High Frequency Corporation, New York, 
$500,000, to manufacture electrical machinery; incorporators: 
V. Wirth, A. Weilich and A. J. Armore; address care of 
Jesse Weil, 128 Broadway. 

The American Pulled Iron Co., Youngstown, Ohio, $3,- 
500,000, to take over the properties of the Youngstown Steel 
Co., Warren, Ohio, to operate a mechanical puddling plant; 
incorporators: E. L. Ford, John Tod, John Stambaugh, Fred 
Tod, John W. Ford, R. C. Steese and Thomas M. Phillips. 

The Holmes Products Mfg. Co., Newark, N. J., $150,000, 
to manufacture an extension bit holder and other products, 
invented by Charles R. Holmes, formerly general superin- 
tendent of the Harrison plant of the Hyatt Roller Bearing 
Co.; incorporators: Mr. Holmes, Thomas H. Hoover and 
Frank M. Winslow. 

The Shattuck-Jones Co., Inc., Cheshire, Mass., $50,000, to 
manufacture machinery and electrical equipment; incor- 
porators: F. A. Shattuck, E. A. O’Rourke and Alice Sullivan. 

The M. J. Brohan Co., North Attleboro, Mass., $50,000, to 
manufacture tools; incorporators: Joseph N. Brohan, S. 
Brohan and Charles J. Rahcourt. 


GENERAL NEWS FROM THE FIELD 

The S. Bender Steel & Supply Co., Shreveport, La., plans 
to build a one-story machine shop and foundry. 

The Read Machinery Co., York, Pa., has leased property 
at 380 Canal street, New York, for a factory branch. 

Herberts Machinery & Supply Co., Los Angeles, has been 
appointed California representative for the Triplex Machine 
Corp., New York. 

The Russell, Burdsall & Ward Bolt & Nut Co. recently 
moved its Chicago office to 926 Continental & Commercial 
National Bank building. 

Everlasting Valve Company, Jersey City, has changed its 
general offices from Fisk street and Mallory avenue to 1 
Exchange place, that city. 

The air filter business of the Midwest Steel & Supply Co., 
Inc., New York, will hereafter be carried on under the name 
of the Midwest Air Filters, Inc. 

Latrobe Tool Co., Latrobe, Pa., has announced the appoint- 
ment of the Colonial Supply Co., Pittsburgh, as its exclusive 
distributor for Western Pennsylvania. 

The general offices of the Graham Nut & Bolt Co., Pitts- 
burgh, have been removed from the former location on 
Carson street to the company’s Neville Island plant: 

J. E. Haetten & Co., 50 Church street, New York, dealers 
in new and second hand machine tools, have acquired the 
Backer Machine Tool Supply Company, 30 Church street. 

The Halligan Pipe & Supply Co., Chicago, has purchased 
the entire plant and assets of the Federal Pipe & Supply Co. 
of that city. George Halligan is active head of the business. 

Fred L. Avery, president, Avery & Saul Corporation, 
Boston, and a past president of the New England Iron and 
Hardware Association, died suddenly on July 14 at his home 
in Winchester, Mass. 

Walter H. Jennings, 53, secretary-treasurer of the Murchey 
Machine & Tool Co., Detroit, died recently at his home in 
that city after a short illness. Mr. Jennings organized the 
Murchey company 12 years ago. 

A company is being organized by A. H. Dillon, Youngs- 
town, Ohio, to establish a plant in that city to manufacture 
all-steel refrigerators. It is understood that the authorized 
capitalization will be $41,000,000. 

The Manufacturers’ Equipment Co. has been organized at 
Milwaukee by Victor Meyer, George Vogt and A. J. O’Connor, 





to manufacture and deal in mill supplies and machinery, new 
and used. It is capitalized at $25,000. 


The Chicago Belting Company announces that it is now 
represented in the Memphis and Vicksburg territories by 
the J. E. Dilworth Company, Inc., 493 South Main street, 
Memphis dealer in mill supplies and machinery. 

The West Coast Machinery Company, 1006 First avenue, 
South, Seattle, Wash., has been appointed representative in 
the Seattle territory of the Rockford Milling Machine Com- 
pany and the Rockford Tool Company, Rockford, Il. 

The Wisconsin Belting & Supply Co., has been incorporated 
at Milwaukee to carry on the business heretofore operated 
under the same name at 481 Third street, that city. The 
incorporators are Julius, Samuel and Morris Meyer. 

James P. Marsh, Chicago, founder of James P. Marsh & 
Company, and inventor of several steam heating appliances, 
died in that city on Wednesday, June 27, in his 83rd year. 
Mr. Marsh founded the business which bears his name in 
1865. 

The United Machinery & Supply Co. has been organized 
at Cleveland by F. F. Brodie, recently connected with the 
Empire Machinery Exchange of that city. The company 
will deal in new and second-hand machinery, with offices at 
1609 St. Clair avenue. 

The Standard Mfg. Supply Co., 30 North 4th street, Phil- 
adelphia, manufacturer of gaskets, has announced a change 
of name to the Melrath Supply & Gasket Co. The change 
is made on account of the confusion which the former name 
caused in the delivery of mail. 


Frederic Harrington Butts, president, treasurer and gen- 
eral manager, Butts & Ordway Co., Boston, dealer in heavy 
hardware and automotive equipment, and a former president 
of the American Iron, Steel and Heavy Hardware Associa- 
tion, died at his home in Newton Centre, Mass., on July 14, 
at the age of 63. 


Harron, Rickard & McCone, San Francisco, have been 
appointed California agents for the Nazel Engineering & 
Machine Co., Philadelphia; the Blanchard Machine Co., Cam- 
bridge, Mass.; the Giddings & Lewis Co., Fond du Lac, Wis.; 
the Hall & Brown Woodworking Machine Co., St. Louis, and 
the Parks Ball Bearing Machine Co., Cincinnati. 

The Defiance Machine Works, Defiance, Ohio, is being re- 
organized, the stockholders having adopted refinancing plans. 
The new directors include the following: S. O. Richardson, 
Jr., Libbey Glass Co., Toledo; Henry L. Thompson, president, 
Bostwick Braun Co., Toledo, and Charles E. Bunting, presi- 
dent, Bunting Brass & Bronze Co., Toledo. 

Crane Co., Chicago, announces the opening of new ware- 
nouses at Jersey City, N. J., and Santa Ana, Cal. The 
former is located on Fremont street and is under the man- 
agement of H. V. Heller, while the latter is at 919 Poinsettia 
street, under the management of W. C. Archibald. The 
company, on July 4, celebrated the sixty-eighth anniversary 
of its founding. 

The Link-Belt Company, Chicago, has adopted the policy 
of holding annual “sales schools.” The most recent of these 
was held June 4, 5 and 6, at the company’s Indianapolis fac- 
tory and was attended by 18 salesmen from various company 
branches. This is the third school conducted by the company, 
and Sales Manager George Torrence is loud in his praise of 
the advantages of such educational gatherings for salesmen. 

Banking interests have been offering for public sale an issue 
of $1,200,000 worth of first mortgage 20-year sinking fund 
bonds on the Dodge Building, West Broadway, New York, 
which was completed a year ago for the Dodge Manufactur- 
ing Company. The building is 12 stories high and of steel 
and concrete fireproof construction. The Dodge company 
occupies a large portion of the first and second floors. The 
loan is secured by an absolute first mortgage on the land 
and building, which are appraised by independent experts at 
$1,819,568. 

Salmon Wilder Putnam, founder of the Putnam Machine 
Company, now controlled by Manning, Maxwell & Moore, 
Inc., died July 16 at his home in Fitchburg, Mass., at the 
age of 80. He was born in Fitchburg, a descendant of John 
Putnam of Colonial fame. He entered the machine trade 
with his father and became one of the big manufacturers of 
his city. In 1882 he organized the Putnam Tool Company, 
which four years later became the Putnam Machine Com- 
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Insist on Genuine 
Quality. It Bears the 
GOETZE Label 


We give you the privilege of trying 


Goetze Gaskets 
or Discs 


for ninety days on your worst valves 
and pipes. If they do not satisfy, they 
will cost you nothing. 


Goetze Gasket and Packing Co. 


7 Allen Avenue, 
New Brunswick, N. J. 





TOGGLE 


CIE Cy Voit 
= 


The approved method of fastening fixtures of any kind to tile or marble 
walls. Simply drill a hole and insert toggle in closed position. When 
inside toggle opens, giving perfect anchorage. 

A sure seller in hardware and mill supply houses. Prices and dis- 
counts sent on request. 


Chicago Expansion Bolt Co. 
Madison Terminal Bldg. Chicago, Ill. 
Manufacturers of 


Expansion Bolts, Expansion Nuts, Conduit Hangers, Flat Pipe 
Clamps, Expansion Bridle Rings and Toggle Bolts. 





How Many Makes 
of Cotton Belting 


HETTRICIC 


HETTRICKC have you seen on the market in 
the last 25 years, and how many 


of them can you buy today? 


. HETTRICK Stitched Canvas 
egret Belting has proven its staying 
qualities, both on the market 
and on pulleys. It is a brand 
dealers can adopt as one of 
their dependable staple lines. 
Generous discounts. 


ul aa tivat 


HETTRICIC 


Csunererenesy: 


The Hettrick Mfg. Co. 


HETTRICK 
str 5, Toledo, Ohio 
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TYTE- 
(a UNYTE 


== sc eeksiaath Jobbers of Plumb- 
= ing, Heating and 
Mill Supplies every- 
where sell it exclu- 
sively. 


J.C. WHITLAM MFG. CO. 


Sole makers of “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 























J.C. WHITLAM MFG. CO. 
- S WADSWORTH, Otto, U S.A. 
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BUFFALO BAR BELT DRESSING 


Overcomes belt troubles— 

Makes belts soft and pliable— 

Prevents slipping and increases power— 

Absolutely beneficial to leather belts— 

Most economical Bar Dressing on the market, no waste, 

easy to apply and convenient to handle on belts of all sizes. 
Write Us for FREE Sample 


BUFFALO BELT DRESSING CO. 
962 Kensington Ave. 
Jobbers write for special offer 


Buffalo, N. Y. 


“Usé-Ev-Ue" q 











Manufactured by 


Lovejoy Tool Works 
328 W. Ohio St., Chicago 








BURMALINE BELTING 


A transmission belt with individuality 
and no come-backs 


Write for prices and samples and handle 


THE BELT WITH NO REGRETS 


BURRELL BELTING COMPANY 
413 S. Hermitage Ave., Chicago, Ill. 





VALUE 


No. 208 Torch has heavy gauge rein- 
forced brass tank, patented automatic 
pump and Improved Double Blunt Needle 
Burner. Burns low grade fuels. Upper 
Needle clears gas orifice, lower regulates 
flame. Burner can not be ruined by forc- 
ing the Needle as in other makes as the 
Needles are blunt, not sharp pointed. 
No. 208 is the Torch for service and will 
outlast two ordinary Torches. Jobbers 
supply at factory prices. Get a catalog. 


CLAYTON & LAMBERT MFG. CO., 
10583 Knodell Ave., 
DETROIT, MICH,, U. S. A. 





No. 208 Torch. 
List Price Each, $17.00 
Ask for Discount. 





When writing to Advertisers please mention MILL Supp igs. 
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pany. Mr. Putnam is survived by his wife, one son and 
three sisters. 


The Connecticut Blower Corporation, Hartford, Conn., 
which was incorporated recently under the laws of Delaware 
with a capital of $200,000, has taken over the International 
Blower Company and the Hartford Sheet Metal Works. The 
company plans to utilize the plant of the International Blower 
Company until fall, at which time a larger plant will be 
occupied. The products will include blowers and exhaust 
fans and blower, exhaust, dust collecting and ventilating 
systems. The officers are: President, M. E. Keeney; treas- 
urer, C. H. Keeney; and secretary, C. E. Keeney. 


The Mill & Foundry Supply Company, 1214 Bessemer 
building, Pittsburgh, has been organized by C. F. Blue, 
former president of the Carbon Steel Company; George O. 
Loeffler, former general superintendent and metallurgist, and 
R. C. Purkhiser, mechanical engineer, formerly with the 
Pittsburgh Iron and Steel Foundries Company. This com- 
pany, according to Mr. Blue, will act as general manufac- 
turers’ agent, and it is not the intention to maintain stock. 
It is acting as special representative of the Climax Mo- 
lybdenum Company, manufacturer of ferro-molybdenum, and 
will also act as agent for the King Pneumatic Tool Co. 

Harry F. Kramer, for 20 years sales manager of Somers, 
Fitler & Todd Co., Pittsburgh, died in his home in Duquesne 
Heights on Wednesday, July 4. Mr. Kramer was born 52 
years ago in Pittsburgh and lived in that city all of his life. 
He was a member of Franklin lodge No. 221, A. F. & A. M., 
Pittsburgh Commandery No. 1, Knights Templar, and the 
Pennsylvania Consistory. He was also a member of the 
Pittsburgh Chamber of Commerce, Pittsburgh Field Club, 
Pittsburgh Athletic Association and the Kiwanis Club. He 
leaves his widow, Mrs. Margaret Milligan Kramer; two sons, 
Harry F., Jr., and T. Frank; and two daughters, Margaret 
and Mary Kramer. 

The Holyoke Belting Company, Holyoke, Mass., recently 
completed negotiations for the purchase of the property on 
Winter street, that city, which the company has occupied for 
the past 14 years under lease from the Holyoke Water Power 
Company. The deeds were passed on June 19, the announced 
purchase price being $71,000. The plant was originally built 
for the Barlow Manufacturing Company, and later reverted 
to the power company, the property then being taken under 
lease by the belting company. President T. W. Kirtland of 
the company stated that the company has ordered machinery 
and plans to make extensive changes in the interior of the 
building to increase its productive capacity. Harry E. Hanks 
is treasurer, and O. B. Smith, secretary. 

William Edwards Manning, 53, vice-president in charge 
of sales of the Youngstown Sheet & Tube Co., Youngstown, 
Ohio, familiarly known to pipe and supply dealers through- 
out the country and a prominent figure in the steel industry, 
died in a Youngstown hospital on June 15, following an 
operation for a chronic ailment. Mr. Manning was stricken 
while attending the summer meeting of the Eastern Supply 
Association in New York. Mr. Manning, who had formerly 
been connected with the Republic Iron and Steel Co., joined 
the Youngstown Sheet & Tube Co. when the latter was 
organized, and had been connected with the company ever 
since. He was for four years secretary, and in 1917 was 
elected vice-president. His untimely death is a distinct shock 
to his many friends in the mill supply field. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


SALESMEN WANTED 





WANTED-—Salesman acquainted with mill trade to sell 
soaps, greases, compounds for old manufacturer—Baum’s 
Castorine Co., Rome, N. Y. 

WANTED—High grade salesman with ten years’ selling 
experience wants line to sell mill supply jobbers in the South. 
Address Box 684, New Bern, N. C. 

WANTED—High class mill supply man open for position 
as traveling representative or inside place with reputable 
company. High class references. Address No. 754, care 
MILL SUPPLIES, 537 S. Dearborn Street, Chicago. 





WANTED—Salesman experienced in power transmission 
equipment. Must be familiar with uses and application of 
pulleys, hangers, couplings, pillow block, etc. Write or phone 
for interview. Pyott Foundry Co., 328 N. Sangamon St., 
Chicago, Il. 

WANTED—Mill supply salesmen to sell as a side line two 
high grade mechanical specialties which are largely in de- 
mand for use in other equipment and for replacements. 
Liberal commission proposition. Address St. Louis Machine 
Tool Co., 932 Loughborough Ave., St. Louis, Mo. 

WANTED—An old established Ohio jobber of mill sup- 
plies, machinery and tools, auto accessories, iron and steel 
and pipe fittings, has an opening for a first-class salesman 
and a sales manager. Satisfactory compensation will be 
arranged. Address No. 755, care MILL SUPPLIES, 537 S. 
Dearborn Street, . oe 





SITUATIONS WANTED 





WANTED—Salesman mill supplies, a to emieaedial 
manufacturer in any well known line. Michigan territory. 
Address No. 757, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago, IIl. 

WANTED—AMill supply salesman, age 26, desires connec- 
tion with high class mill supply house. Six years sales ex- 
perience. Can furnish very best references. Address 631 
Fon du Lac Street, Muskogee, Oklahoma. 


AVAILABLE NOW—Services of a thoroughly experienced 
sales executive as manufacturer’s agent or district sales rep- 
resentative in Philadelphia and vicinity. Fully capable of 
organizing sales force and conducting advertising and mail 
campaigns. Excellent record. Address No. 758, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 





BUSINESS OPPORTUNITY 








WANTED—A high grade Mill Supply Salesman who can 
invest ten or fifteen thousand dollars in an established mill 
supply business located in Southern Michigan. This is an 
extra extraordinary opportunity. Will stand the fullest in- 
vestigation and is a life-time opportunity for a man who 
wants to make some money. Do not reply unless you can 
forward references as to your ability to meet above condi- 
tions. Address No. 756, care MILL 7 5387 So. Dear- 
born St., » none. 





FOR ‘SALE 





Interest in prosperous mill supply iin in 5 best city Mid- 
dle West. Other business requires my entire time. Fine 
proposition for experienced man. Part cash, balance terms. 
For information address No. 753, care MILL SUPPLIES, 537 S. 
Dearborn St., Chicago. 








(AMORPHOUS) 


~ GRAPHITE 


Lubricating Graphite Pipe Joint Compound 
Boiler Graphite Graphite Grease Graphite Paint 


SUPERIOR FLAKE GRAPHITE CO. 
76 West Monroe St., Chicago, Ill. 





Sevres 
SUPERFLAKE 


GRAPHITE 



















Ask a Stanley Jobber 


“We are pleased to advise that we have handled the 


Stanley Beit for a number of years and we can say 
frankly that in our judgment it is absolutely the best 
fabric belt that was ever on the market.”—(Name on 
request.) 

Inquiries from reliable jobbers invited. 


STANLEY 


BELTING CORPORATION 
15-17 N. cf 


Jefferson St. ‘hicago 
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EXPERIENCE 


in the manufacture of 
Fire Protection Equip- 
ment is absolutely es- 
sential. The name 
“Diener” in connection 
with safety equipment 
is in itself a guarantee 
of correct design, care- 
ful workmanship and 
underwriters’ approval. 





“PERFECTION” APPROVED WASTE CAN 


like all Diener Products is a standard article 
with a definite demand in all industrial plants. 
It is easily sold by jobbers who go aggressively 
after business. 


JOBBERS: INVESTIGATE THE DIENER LINE 


If you do not carry a line of Fire Protection and 
Safety Equipment or if the line you carry has failed 
in any essential detail, investigate the Diener Line. 
Write for catalog, price list and other desired in- 
forrnation. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE. CHICAGO 





As We Have Said Before— 


OC Policy i is one of Trade Pro- 


coincident with yours. 
It works both ways—for 
your interests and our own. To warrant 
your continued help and confidence, we 
make our goods as GOOD as they can pos- 
sibly be made—advertise them to the con- 
suming trade—create the demand and de- 
pend upon YOU entirely to supply it. 


tection. is 
It’s Be cononoal 


And—remember, the Prices we 
offer you are such that you can easily re-sell 
Williams Specialties at a reasonable price 
and make a good, substantial Profit besides. 


Now, please, don’t procrastinate. 
Surely, you can see that your acquaintance 
coupled with ours must lead to Mutual 
Profit, so write us Today and get full details 
of our Exclusive Agency proposition. 


The D. T. Williams Valve Company 


Spring Grove and Township Street 
CINCINNATI, OHIO 

















Distribution 


Ladew stock is not confined 
to the factory alone 


Above is a view of a typical branch store stock of Ladew 


Belts ready at all times to serve you as only a Ladew 


Belt can serve. 


EDWARD R. LADEW CO., Ine. 


29 Murray Street New York 











MYERS 


SELF-OILING 
HO CTRIC 











O many good dealers, 
plumbers and pump 
men have been so suc- 
cessful with MYERS 
ELECTRIC HOUSE 
PUMPS and DIRECT 
WATER SYSTEMS 
and have so many good 
things to say about them 
through satisfied users, that we 
unhesitatingly recommend 
them to anyone interested in 
the sale and installation of 
water systems for residences, farms, public or pri- 
vate institutions. Investigate the MYERS “Honor- 
Bilt” line today, and like others, capitalize its many 
special features and its dependable service. 
Information, catalogs and prices to the 
trade. 





Ti FE. MYERS & BRO.Co.Ashiand Ohio. 


—ASHLAND PUMP AND HAY TOOL WORKS-— 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Last Page 
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ACCESSORIES, AUTOMOBILE 
Detroit Brass & Malleable Works. 
General Asbestos & Rubber Co. 
The Wm, Powell Co. 


APRONS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 


ASBESTOS MATERIALS 
Asbestos Products Company 
General Asbestos & Rubber Co. 


BABBITT LINED BEARINGS 
Johnson Bronze Company 


BABBITT METALS 
Dodge Manufacturing Corp. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BEARINGS, BRONZE 
The Bunting Brass & Bronze Co. 
Johnson Bronze Company 
Stewart Manufacturing Corp. 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Engineering Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co, 
Hide Leather & Belting Co. 
Skayef Ball Bearing Co. 
BEARINGS, SHAFT, OLLLESS 
Arguto QOijilless Bearing Co. 
BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
St. Louis Machine Tooi Co, 
BELT CARRIERS AND IDLERS 
The Jeffrey Manufacturing Co, 
BELT DRESSING 
Alexander Brothers 
Atlantic Manufacturing Co. 
““Beltex’’—Chicago Belting Co. 
Buffalo Belt Dressing Co. 
Burrell Belting Company 
Chicago Rawhide Mfg. Co. 
Gandy Belting Co., The 
Joseph Dixon Crucible Co. 
Jobbers Mfg. Co. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Stephenson Mfg. Co. 
Victor Balata & Textile Belting Co, 
BELT FASTENERS 
The Bristol] Company 
Clipper Belt Lacer Co, 
Crescent Belt Fastener Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
Isaac Jackson Belt Fastener Co, 
BELT LACINGS, LEATHER 
Alexander Brothers 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
“Cocheco”—I. B. Williams & Sons 
BELT LACINGS, METALLIC 
Clipper Belt Lacer Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
The Bristol Company 
BELT TIGHTENERS 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
. A. Jones Foundry & Machine Co. 
The Medart Company 
St. Louis Machine Tool Co, (roller bearing) 
T. B. Wood's Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, BURMALINE 
Burrell Belting Company 
BELTING, CANVAS STITCHED 
“Gandy’—The Gandy Belting Co. 
The Hettrick Mfg. Co. 
Victor Balata & Textile Belting Co. 


BELTING, CONVEYOR 
The Diamond Rubber Co., Inc. 
Gandy Belting Co. 
The Hettrick Mfg. Co. 
Murray Rubber Company 
New York Belting & Packing Co. 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 

BELTING, COTTON, SOLID WOVEN 

Burrell Belting Company 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 


BELTING, IMPREGNATED 
‘“‘Alfalfa’’—Burrell Belting Co. 
The Hettrick Mfg. Co. 
Gandy Belting Company 


BELTING, LEATHER 
Alexander Brothers 
American Sole & Belting Leather Tanners, Inc. 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Hide, Leather & Belting Co. 
Edward R. Ladew Co., Inc. 
Chas. A. Schieren Co. 
“Sterling’’—Chas. Bond & Co., Philadelphia 
Taylor Belting Company 
I. B. Williams & Sons 

BELTING, LINK 

H. W. Caldwell & Son Co. 
The Jeffrey Manufacturing Co. 
Chas. A. Schieren Co. 


BELTING, ROUND 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELTING, RUBBER 
Diamond Rubber Co., Inc. 
Hewitt Rubber Co, 
The Jeffrey Manufacturing Co. 
Murray Rubber Company 
New York Belting & Packing Co. 
BELTING, THRESHER 
Chicago Belting Company 
Gandy Belting Co 
The Hettrick Mfg. Co. 
New York Belting & Packing Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 
Burrell Belting Company 
Chicago Belting Company 
The Hettrick Mfg. Co. 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 
Chicago Belting Company 
Chicago Rawhide Mfg. Co. _ 
Victor Balata & Textile Belting Co. 
BELTING, WATERPROOF 
Alexander Brothers 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Gandy Belting Company 
The Hettrick Mfg. Co. 
Hide, Leather & Belting Co. 
Chas. A. Schieren Co. 
Turtle—Edward R, Ladew Co., Ind. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Chicago Belting Company. 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS 
Leiman Bros. 
BENCH LEGS 
Ww. A. Jones Foundry & Machine Co. 
Standard Pressed Steel Co. 
BENCH STOPS 
Chas. Morrill 
BENDERS, PIPE 
Skinner Co. 
BLOCKS, CHAIN 
Ford Chain Block Co, 
Wright Mfg. Co. 
BLOCKS, PILLOW 
Bond: Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 


M. B. 


Dodge Manufacturing Corporation 
The Jeffrey Manufacturing Co, 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Carlyle Johnson Machine Co. 
Royersford Foundry & Machine Co. 
St. Louis Machine Tool Co, (roller bearing) 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
BLOCKS, TACKLE 
Marine Decking & Supply Co. 
BLOWERS 
Champion Blower & Forge Co. 
Leiman Bros. 
BLOWERS, HAND, ELECTRIC 
United States Electrical Tool Co. 
BLOWERS, SANDBLAST 
Leiman Bros, 
BOILER TUBERS 
National Tube Co. 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co. 
BOLT CUTTERS 
H. K. Porter—‘Easy,” ‘“‘New Easy,” 
Randall.” 
BOLTS, NUTS AND SCREWS 
The National Acme Company 
Standard Pressed Steel Co. 
BRACKETS, WALL 
Bond Foundry & Machine Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
BRAKE LINING 
General Asbestos & Rubber Co. 
BRASS GOODS, STEAM 
American Injector Co. 
Capitol Brass Works, 
Detroit Brass & Malleable Works 
McRae & Roberts Co. 
Sherwood Manufacturing Co. 
The Wm. Powell Co. 
Sterling & Skinner Mfg. Co. 
The D. T. Williams Valve Co. 
BRICKS, ABRASIVE 
The Cleveland Stone Co. 
Sterling Grinding Wheel Co. 
BRONZE 
The Bunting Brass & Bronze Co. 
Johnson Bronze Company 
BRONZE BUSHINGS AND BARS 
The Bunting israss & Bronze Co. 
Johnson Bronze Company 
Stewart Manufacturing Corp. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
Indianapolis Brush & Broom Mfg. Co. 
BRUSHES, BENCH, FLOOK, ETC. 
Indianapolis Brush & Broom Mfg. Co. 
BRUSHES, FLUE AND HEATER 
Newark Brush & Scraper Co, 
Pilley Packing & Flue Brush Mfg. Co, 
BUCKETS, ELEVATOR 
H. W. Caldwell & Son Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Fdy. & Machine Co. 
“Salem’’—Mullins Body Corporation 
BURNERS, GASOLINE AND KEROSENE 
Clayton & Lambert Mfg. Co. 
CANS, EXCELSIOR 
Geo, W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co, 
Appleton Car-Mover Co. 
CASING, WELL 
National Tube Co. , 
CASTERS, TRUCK 
Bond Foundry & Machine Co. 


“Allen- 
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CASTINGS, GRAY AND MALLEABLE 
Detroit Brass & Malleable Works 
Illinois Malleable Iron Co. 
The Jeffrey Manufacturing Co. 
CEMENT, ASBESTOS 
Asbestos Products Company 


CEMENT, LEATHER BELT 
Alexander Brothers 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Cocheco—I. B. Williams & Sons 


Chas. A. Schieren Co. 
CEMENT, PIPE JOINT 
J. C. Whitlam Mfg. Co. 


CHAIN BELTS 
H. W. Caldwell & Son Co. 
The Jeffrey Manufacturing Co. 

W. A. Jones Foundry & Machine Co. 
CHAINS FOR ALL ELEVATING, CONVEYING 
AND ALL POWER TRANSMISSION 
PURPOSES 

fhe Jeffrey Manufacturing Co. 
CHUCKS, LATHE 
“Sweetland’’—The Hoggson & Pettis Mfg. Co. 
CLAMPS, BELT 


The Hoggson & Pettis Mfg. Co. 
T. Wood’s Sons Co. 


CLAMPS, “C” 
Armstrong Bros. Tool Co. ° 
CLAMPS, PIPE AND 

M. B. Skinner & Co. 


CLEANERS, CLOSET BOWL 


PIPE JOINT 


Hercules Chemical Co., Inc. 
CLEANERS, FLUE 
Newark Brush & Scraper Co 


Pilley Packing & Flue Brush Mfg. Co. 


Sherwood Mfg. Co. 

CLEANERS, SEWER AND DRAIN PIPE, 

CHEMICAL 

Hercules Chemical Co., Inc. 

CLEANERS, SEWER AND DRAIN PIPE, 

MECHANICAL 
Hercules Chemical Co., Inc. 
CLIPPERS, BOLT 


H. K. Porter 

CLOSETS, FROST 
Jos. A. Vogel Co. 

CLUTCHES, FRICTION 

Bond Foundry & Machine Co. 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co. 
“Lemley”’—W. A. Jones Fdy. & Mach, Co. 
The Medart Company 


PROOF 





The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
T. B, Wood’s Sons Co. 

COCKS, AIR 
American Injector Co. 


Detroit Brass & Malleable Works 


McRae & Roberts Co. 
Michigan Lubricator Co, 
The Wm. Powell Co. 


The Sterling & Skinner Mfg. Co. 
The D. T. Williams Valve Co. 
COCKS, BALL 
Detroit Lubricator Co. 
McRae & Roberts Co. 
The Sterling & Skinner Mfg. Co. 
COCKS, CORPORATION 
Powell Co. 
COCKS, GAGE 
Injector Co. 
Brass & Malleable Works 


The Wm. 


American 
Detroit 
Jenkins Bros. 

Michigan Lubricator Co. 
“Ohio’—The Ohio Brass 
The Wm. Powell Co. 
Sherwood Mfg. Co. 

The D. T. Williams Valve Co. 


COCKS, STEAM AND SERVICE 
Detroit Brass & Malleable Works 
McRae & Roberts Co. 


Co. 


The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 


COLLARS, SHAFT 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co 
W. A. Jones Foundry & Machine Co. 


The Medart Company 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 


T. B. Wood's Sons Co. 


COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
Superior Flake Graphite Co. 
COMPRESSORS, AIR, ELECTRIC 
The Black & Decker Mfg. Co. 


COOLERS, WATER 
Halsey W. Taylor Co. 


COPPERS, SOLDERING 
Chicago Solder Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Edgemont Machine Co., The 
St. Louis Machine Tool Co, 
T. B. Wood's Sons Co. 


The 


COUNTERSHAFTS, SMALL 
Birkle Machine Works. 
St. Louis Machine Tool Co, (roller bearing) 
COUPLINGS, MOTOR 


Birkle Machine Works 
Bond Foundry & Machine Co. 


W. A. Jones Foundry & Machine Co. 
COUPLINGS, SHAFT 

Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 

W. A. Jones Foundry & Machine Co. 

The Hill Clutch Co. 

The Jeffrey Manufacturing Co. 


The Medart Company 

Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
Standard Pressed Steel Co. 


T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Edgemont Machine Co., The 
The Hill Clutch Co. 


A. Jones Foundry & 
Medart Company 
Wood’s Sons Co. 
COVERING, PULLFY 
Chicago Pulley & Shafting Co, 


; Machine Co. 
The 
7. 


CUP LEATHER. 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
CUPS, LEATHER 


The Watson-Stillman Co, 
CUPS, OIL 
Injector Co. 
Detroit Lubricator Co. 
Hiunter Pressed Steel Co., 
Penberthy Injector Co. 
The Wm. Powell Co, 
Sherwood Mfg. Co. 

D. T. Williams Valve Co. 


CUTTERS, BOLT, RIVET AND WIRE 
H. K. Porter 
CUTTERS, GASKET AND WASHER 


AND GREASE 
American 


Lansdale, Pa, 


M, B. Skinner Co. 
CUTTERS, MILLING 
National Twist Drill & Tool Co. 


CUTTERS, PIPE 
Toledo Pipe Threading Machine Co. 
CUTTERS, STORAGE BATTERY 
H. K. Porter 


CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 


The Hoggson & Pettis Mfg. Co. 


CYLINDERS, WATER, AIR OR GAS 
National Tube Co. 
CYLINDERS, WATER, BRASS AND BRASS 
LINED 


F. E, Myers & Bro. Co. 
DIES, BOLT THREADING 
The National Acme Company 
DIES, BRASS AND STEEL, LETTERING AND 
PRINTING 
The Hoggson & Pettis Mfg. Co. 


DIES, PIPE THREADING 


The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DOGS, LATHE 


Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
DRAIN PIPE SOLVENT 
Hercules Chemical Co., Inc. 
DRAINERS, CELLAR 
Penberthy Injector Co. 
DRILLING 


Armstrong Bros. Tool Co. 
Lovejoy Tool Works 


POSTS 


DRILLS, Ki.ZCTRIC 
The Black & Decker Mfg. Co. 
U. S. Electrical Tool Co. 
Wisconsin Electric Co, 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co, 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
National Twist Drill & Tool Co. 
The Whitman & Barnes Mfg. Co. 


DRINKING FOUNTAINS 
The Halsey W. Taylor Co. 


DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 


DRUMS, CAST IRON 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
=. Wood's Sons Co, 

DRUMS, STEEL RIM 
The Medart Company 


EJECTORS 
American Injector Co. 
Penberthy Injector Co. 
Sherwood Mfg. Co. 


ELIMINATORS, OIL 
D. T. Williams Valve Co. 


ENGINE AND BOILER FITTINGS 
American Injector Co. 
Capitol Brass Works 
Detroit Brass & Malleable 
McRae & Roberts Co. 
The Pickering Governor Co. 


The 


Works 


The Wm. Powell Co. 

Sterling & Skinner Mfg. Co. 

Sherwood Mfg. Co. 

D. T. Williams Valve Co. 
EXPANDERS, TUBE 

The Watson-Stillman Co, 


Lovejoy Tool Works 


EXTINGUISHERS, FIRE 


Geo. W. Diener Mfg. Co. 
Miller-Peerless Mfg, Co. 

FASTENERS, BELT 
The Bristol Company 


Crescent Belt Fastener Co, 
Flexible Steel Lacing Co. 
Isaac Jackson Belt Fastener 


FEED WATER SOFTENER AND 


Co, 


PURIFIER 


Dodge Manufacturing Corporation 
FILES 
American Swiss File & Tool Co. (Precision, 


diemakers’, toolmakers’, jewelers’, machin- 
ists’.) ; 
Delta File Works 
FILES, ABRASIVE, 
The Cleveland Stone Co. 
Sterling Grinding Wheel Co, 
FIRE FIGHTING DEVICES—UNDER- 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
Miller-Peerless Mfg, Co. 
FIRE PREVENTING EQUIPMENT—UNDER- 
WRITERS’ APPROVED 
xyeo. W. Diener Mfg. Co. 
Miller-Peerless Mfg. Co. 
FITTINGS, COPPER TUBING 
Michigan 


“STERBON” 


Lubricator Co. 

FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works 
FITTINGS, HIGH PRESSURE 
Vogt Machine Co, 
Watson-Stillman Co, 


FITTINGS, HYDRAULIC 
Henry Vogt Machine Co, 
The Watson-Stillman Co, 
FITTINGS, PIPE, BRASS 
Detroit Brass & Malleable Works 
FITTINGS, PIPE, MALLEABLE 


Henry 
The 


Detroit Brass & Malleable Works 
Illinois Malleable Iron Co. 
Walworth Mfg, Co. 

FITTINGS, PIPE, STEEL 
The Watson-Stillman Co, 
Henry Vogt Machine Co, 


FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
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HULL QUPPLIES 





‘Follow 
a) Through— 


On your belt sales by selling the belt-joining 
that maintains the belt’s maximum strength, 
that insures its best service, and “clinches” 
“repeat orders” for YOU. Sell Crescent Belt 
Fasteners with every cut-length and roll. 

















(CRESCENT 


Make Good Belts Give Better Service 
BELT FASTENERS 


Crescent Belt Fastener Co., 
381 4th Ave., New York, N. Y. 














Protection 
Against Burning 
of Boiler 


Plates 





The Penberthy “Safeguard” Water 
Gage affords absolute protection 
against the burning of boiler plates, 
should the gage glass become broken 
at any time. For the released pres- 
sure instantly shuts off the flow of 
water, so that not a drop escapes ex- 
cept the small quantity in the glass 
at the time of breaking. And it also 
automatically shuts off the steam, 
averting danger of injury to boiler- 
room attendants. 


Write for further information. 


Penberthy Injector Company 
Established 1886 


1254 Holden Ave. Detroit, Mich. 


Canadian Plant, Windsor, Ont. 














The Gate that will 


build your business 


No. 200 


Capitol Radiator 
Valves have been a 


ei 
standard for 25 years 4 


A better Valve cannot be 
made 


No. 41 


Made in packless and standard type. 
We also make a full line of boiler trim- 
mings and plumbing goods. 


CAPITOL BRASS WORKS 
DETROIT, MICHIGAN 


Write for Catalogue No. 12 














The Cooler Fountain 
With Practical 
Automatic 

Stream Control 


When the line pressure goes 
down and the drinking stream 
disappears—then manufacturers 
wish that Halsey Taylor Cool- 
er Fountains had been installed. 


Even before the automatic 
stream control had been in- 
vented, the Halsey Taylor 
Fountain was preferred because 
of the practical drinking stream 
and its greater efficiency and 
economy. 


Hot weather is harvest time 
in Cooler Fountain sales. The 
demand is created, waiting for 
your salesman. 

So why not write for jobbers’ 
discounts today? 


The Halsey W. Taylor Co. 


No. 531 N. Park Ave. Warren, Ohio 


BRANCHES 
New York City Boston Kansas City 
210 East 45th St. 46 Cornhill, Room 212 202 Baltimore Bidg. 
Philadelphia Chicago San Francisco 
5224 Greene St. 1702 N. Talman Ave. 237 Rialto Bldg. 


Atlanta Denver Los Angeles 
322 N. Jackson St. 401 Jacobson Bldg. 2131 East Ninth St. 
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KULL QuPPLUES 








FLUE BRUSH AND CLEANER 
Newark Brush % Scraper C 


Co 
Pilley Packing & Flue Brush Mfg. Co. 


FLUX, SOLDERING 
Chicago Solder Cc. 


FLY WHEELS, CAST IRON 
Dodge Manufacturing Corporation 
— Hill Clutch Co. 
A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 


FORGES, BLACKSMITH 
Champion Blower & Forge Co. 


FORGES, RIVET 
Champion Blower & Forge Co. 
Lovejoy Tool Works 
FOUNTAINS, DRINKING 
The Halsey W. Taylor Co, 


FRAMES, WALL 

Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 

FRICTION CLUTCHES 

(See ‘Clutches, Friction’’) 

FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co, 
Geo. W. Diener Mfg. Co. 

GAGE GLASSES, PRISMATIC 

H, A. Rogers & Co, 

GAGES, HYDRAULIC 
The Watson-Stillman Co, 


GAGES, WATER 
American Injector Co. 
Detroit Brass & Malleable Works 
Detroit Lubricator Co. 
McRae & Roberts Co. 
The Ohio Brass Co. 
Penberthy Injector Co. 
The Penn Engineering Co. 
The Wm. Powell Co. : 
Sterling & Skinner Mfg. Co. 
GASKETS 
General Asbestos & Rubber Co. 
Goetze Gasket & Packing Co. 
Jenkins Bros. 
Metric Packing Co., Ine. 
New York Belting & Pac king Co. 
GEARS 
H. W. Caldwell & Son Co. 
Dodge Sales & Engineering Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
GEARS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
W. A. Jones Foundry & Machine Co. 
GLASSES, GAGE 
The Libbey Glass Mfg. Co. 
H. A. Rogers & Co. 


GOVERNORS, FOR STEAM AND GASOLINE 


ENGINES 


The Pickering Governor Co., Portland, Conn. 


GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucibie Co. 
Superior Flake Graphite Co, 
GREASE CUPS, BRASS 
Hunter Pressed Steel Co., Lansdale, Pa, 
Michigan Lubricator Co, 


GREASE, LUBRICATING 
Bond Foundry & Machine Co., “‘Bondeline’”’ 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
Superior Flake Graphite Co. 
GRINDERS, BENCH AND FLOOR 
Chicago Pulley & Shafting Co. 
The Cleveland Stone Co, 
St. Louis Machine Tool Co, (ball bearing) 
Sterling Grinding Wheel Co, 
The U. S. Electrical Tool Co, 
Wisconsin Electric Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
U. S. Electrical Tool Co, 
Wisconsin Electric Co. 
GRINDERS, TOOL, ROLLER BEARING 
Chicago Pulley & Shafting Co. 
St. Louis Machine Tool Co, 
GRINDERS, VALVE 
The Black & Decker Mfg. Co. 
Wisconsin Electric Co, 
GRINDSTONES 
The Cleveland Stone Co, 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
toyersford Foundry & Machine Co. 
HACK SAW BLADES 
Victor Saw Works 


HANGER BOXES, ROLLER BEARING 
St. Louis Machine Tool Co, 


HANGERS, DOOR 
F, E. Myers & Bro. Co. 
HANGERS, PIPE 
“Ball Joint’—The Penn Engineering Co. 


HANGERS, SHAFT 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co, 





Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
HOISTS, CHAIN 


Ford Chain Block Co, 
Wright Mfg, Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
HOSE, AIR AND CHEMICAL 
Murray Rubber Company 
HOSE, COTTON 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
HOSE, FIRE 
Diamond Rubber Co., Ine. 
Murray Rubber Company 
New York Belting & Packing Co. 
HOSE, RUBBER 
Diamond Rubber Co., Inc. 
Hewitt Rubber Co. 
Murray Rubber Company 
New York Belting & Packing Co. 
HOSE, STEAM 
Diamond Rubber Co., Inc. 
Murray Rubber Company 
New York Belting & Packing Co. 
HOSE, SUCTION 
Murray Rubber Company 
HOSE, WRECKING 
Murray Rubber Company 
HYDRAULIC LEATHER 
Chicago Belting Company 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
The Watson-Stillman Co, 
INJECTORS 
American Injector Co. 
Penberthy Injector Co, 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
JACKS, LIFTING 
Lovejoy Tool Works 
LACE LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
LACERS, BELT 
Clipper Belt Lacer Co. 
Detroit Belt Lacer Co, 
LACING, BELT, METALLIC 
Clipper Belt Lacer Co. 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
The Bristol Company 
LADLES AND KETTLES, MELTING 
Mullins Body Corporation 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LEATHER BELTING 
(See “Belting, Leather’’) 
LATHES, SPEED 
Leiman Bros. 


LEAD BURNING EQUIPMENT 
Torchweld Equipment Co. 
LATHES, BUFFING AND POLISHING 
St. Louis Machine Co. 
LEATHER, BELTING AND SOLE 
American Sole & Belting Leather Tanners, 
LEATHER SPECIALTIES 
Alexander Brothers 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
LEATHERS, HAND 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
LEGS, BENCH 
W. A. Jones Foundry & Machine Co. 
Standard Pressed Steel Co. 
LETTERS AND FIGURES, STEEL 
The Hoggson & Pettis Mfg. Co. 


; LIQUID SOAP DISPENSERS 
Chas. Morrill 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
toyersford Foundry & Machine Co. 
LUBRICATOR GLASSES 
H. A. Rogers & Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co. 
Hunter Pressed Steel Co., Lansdale, Pa, 
McRae & Koberts Co. 
Michigan Lubricator Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co. 
MACHINE TOOLS 
The Crescent Machine Co, 
Sidney Machine Toel Co, 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch Co, 
Jones Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


MACHINES, CLEANING, METAL PARTS 
The Black & Decker Mfg, Co. 


MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 


MACHINERY, CONVEYING AND ELEVATING 
H. W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Foundry & Machine Co. 
MACHINES, GRINDING AND POLISHING 
Royersford Foundry & Machine Co, 
St. Louis Machine Tool Co, 
United States Electrical Tool Co. 
Wisconsin Electric Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 
MACHINES, MARKING 
The Hoggson & Pettis Mfg. Co. 
MACHINES, PIPE CUTTING AND 
THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 
MACHINERY, WOODWORKING 
The Crescent Machine Co. 
Sidney Machine Tool Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MATS AND —— RUBBER 
Diamond Rubber Co., 
New York Belting & os Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Dodge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co. 
Stewart Manufacturing Corp. 
MILL BRONZE 
Johnson Bronze Company 
MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
Chicago Belting Co. 
The Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co, 
MILLBOARD, ASBESTOS 
Asbestos Products Co, 
MOTORS, AUTOMOBILE 
Reeves Pulley Co. 
MOTORS AND DYNAMOS 
Wisconsin Electric Company 
MOVERS, CAR 
Appleton Car-Mover Co. 
MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
NAIL PULLERS 
Chas. Morrill 
NAME PLATES 
The Hoggson & Pettis Mfg. Co. 
NUTs AND SCREWS 
The National Acme Co, 
OIL CUPS, GLASS AND BRASS BODY 
Michigan Lubricator Co, 
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For All : 


Types of Structures 


To obtain best protection for 
the longest time recommend 
and use 


DIXON’S 
SILICA-GRAPHITE 
PAINT 


It is a natural combination ot 
flake graphite and silica for its pig- 
ment and pure boiled linseed oil for 
the vehicle. 

Dixon’s Paint will not crack, peel 
or flake off because of the natural 
elasticity of the pigment. 

We have records of service from 
five to ten years and even longer. 
Write for Booklet 71-B, and you will 
find some interesting facts. 












Joseph Dixon Crucible Co. 


Jersey City, N. J. 
Established 1827 


Vj AXON: \\Y 
i] x 50 GAL § \ 
SILICA - GRAPHITE 


PAINT ® J 
JOSEPH DIXON CRUCIBLE CO <=] Ee 
\ : 


\ JERSEY CITY DIXON'S 
\ N Bh. | SILICA GRAPHITE | | Kn 
— PAINT | JOSEPH DI 
jvoseon O1KON CAUCIMLE Co | JERSEY ~ 
asty Ciry. NJ U.S A l ——————— 























THE ) ILL (CLUTCH co. 





HILL 
Friction Clutches 


(Smith Type) 


Do customers in your territory know you can supply 
them with Smith Type Hill friction clutches? 


Get your share of the business. 


Write for Bulletins, and Clutch Catalog, too. Every 
Dealer should have them for reference. 


THE jou CLUTCH co. 


Cleveland, O. New York Offices, 50 Church St. 














Lodge or 





Or make new acquaintances, you cannot ex- 
pect people to remember your name and busi- 
ness unless you give them a card. Many 
money-making opportunities as well as influ- 
ential friends have been lost because you did 
not have a card with you. Be prepared this time. 


BOOK FORM CARDS 





Carried in “‘Wear Well’ Case, although inexpensive, are distinctive and 
are being used by the best people. Beautifully lettered in either Roman 
or Gothic in process. Engraved effect without the use of expensive dies 
or plates with your name, 
city, business and street ad- 





dress (4 lines). Add 10c for Note smooth 
each additional line. edge of card 
when detached 
Send $2 Today 


cash with order for 100 cards }-—=— 
and “‘Wear Well’ cover. The Wen 























best investment you ever “tas! f: 
made, $3.00 for 250, or $4.50 | 9 
for 500. 
MODERN CAR k 
E R ARD co Stubs of cardsheld firm- 
47 - 11th Street, Chicago i * ly by lever binder in case 





COUPON wseususnncuunseseeucsesscsceencn 
MODERN CARD CO., 47 E. 11th St. Chicago 

E nclose d please find... iiscnenssterpanes for which send me.. 
and ‘Wear Well’? Cover. 

My name is 


.--.Book Form Carcs 














For cleaning and polishing 
there is nothing better than 
FIDELITY BRANDS 


Fifty-three Years of sin- 


cere effort to furnish 
the highest quality of 
material and service to 


Soames =the Mill Supply Trade. 





We solicit your inquiries for Cotton Wiping 
Waste, Journal Box Packing, Wiping Rags, 
Cheese Cloth, Prepared Wool and Grease. 


The J. Milton Hagy Waste Works 


Fidelity Mills 


Philadelphia, U. S. A. 
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OIL GAGES (LEVEL) 
Michigan Lubricator Co, 
OIL PUMPS, HAND 
Michigan Lubricator Co, 
OIL WELL ACCESSORIES 
che Wm, Powell Co. 
OILERS, MULTIPLE FEED 
Michigan Lubricator Co, 
OILING DEVICES 
American Injector Co. 
Hunter Pressed Steel Co., Lansdale, Pa, 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
OILSTONES 
The Cleveland Stone Co, 
PACKING, AMMONTA 
Diamond Rubber Co., Inc. — 
New York Belting & Packing Co. 
PACKING, HYDRAULIC 
Alexander Brothers 
Chicago Belting Company 
Chicago Rawhide Mfg. Co. 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co 
Metric Packing Co. 
New York Belting & Packing Co. 
The Watson-Stillman Co. 
PACKING, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
PACKING, PISTON 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
Metric Packing Co. 
PACKING, RING 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co. 
PACKING, RUBBER 
Diamond Rubber Co., inc. 
General Asbestos & Rubber Co. 
Hewitt Rubber Co, 
Metric Packing Co., Inc. ’ 
New York Belting & Packing Co. 
PACKING, SHEET 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Coa, 
Goetze Gasket & Packing Co 
“Jenkins '96’’"—Jenkins Bros. 
Metric Packing Co., Inc. é 
New York Belting & Packing Co. 
PACKING, VALVE STEM 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
Metric Packing Co., Inc. 
New York Belting & Packing Co. 
PAINT, SILICA-GRAPHITB 
Joseph Dixon Crucible Co. 
Superior Flake Graphite Co. 
PAPER, ASBESTOS 
Asbestos Products Company 
PASTE, SOLDERING 
Chicago Solder Co. 
PEGS OR PINS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
PIPE CLAMPS 
M. B. Skinner Co. “Emergency” 
PIPE SADDLES 
M. B. Skinner Co. “Skinner’ 
PIPE THREADING TOOLS 
The Oster Mfg. Co. : 
Toledo Pipe Threading Machine Co. 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co. 
PIPE, STEEL 
National Tube Co. 
PLATES, BASE 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
PLATES, FLOOR AND CEILING 
The Penn Engineering Co. 
PLUGS, BRASS AND FUSIBLE 
American Injector Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co. 
POLES, TUBULAR STEEL 
National Tube Company 
POLISHING MACHINES 
St. Louis Machine Tool Co, 


POWER PUMPS AND DEEP WELL HEADS 


The Barnes Mfg. Co. 


POWER TRANSMISSION APPLIANCES 


Arguto Oilless Bearing Co. 

Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 

The Hill Clutch Co. 

W. A. Jones Foundry & Machine Co. 
The Medart Company 

The Moore & White Co. 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
Winfield H, Smith 

T. B. Wood’s Sons Co. 


PRESSES, DRILL, JEWELERS’ SENSITIVE 


Leiman Bros. 


PRESSES, DRILL AND FOOT 

Royersford Foundry & Machine Co. 
PRIMING CUPS 

Michigan Lubricator Co. 

PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 

PULLEY COVERING 

Chicago Rawhide Mfg. Co. 


PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W,. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Winfield H. Smith 
T. B. Wood’s Sons Co. 

PULLEYS, CONE 

W, A. Jones Foundry & Machine Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 

PULLEYS, CONVEYOR 
The Medart Company 
T. B. Wood’s Sons Co. 


PULLEYS, FLANGE 
Dodge ‘Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 


PULLEYS, FRICTION CLUTCH 

Bond Foundry & Machine Co 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W, A. Jones Foundry & Machine Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 

PULLEYS, GROOVED 
Birkle Machine Works 
Dodge Manufacturing Corporation 
W, A. Jones Foundry & Machine Co. 
Reeves Pulley Co. 
The Ohio Valley Pulley Works, Inc. 
Saginaw Mfg. Co 
The Medart Company 
Winfield H. Smith 
T. B. Wood’s Sons Co. 


PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 


PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 


St. Louis Machine Tool Co. (roller bearing) 


T. B. Wood’s Sons Co. 


PULLEYS, MOTOR 
rg Machine Works 
A. Jones Foundry & Machine Co. 
The Ohio Valley Pulley Works, Inc. 
Paragon Paper Pulley Co. 
Saginaw Mfg. Co. 
B. Wood’s Sons Co. 
PULLEYS, PAPER 
Paragon Paper Pulley Co, 
PULLEYS, STEEL 


American Pulley Co. 
Dodge Manufacturing Corporation 


PULLEYS, STEEL RIM 
The Medart Company 


PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 

Saginaw Mfg. Co. 

B. Wood’s Sons Co. 

PULLEYS, WOOD SPLIT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 

PUMP JACKS 

The Barnes Mfg. Co. 


PUMPS, GAS AND VACUUM 
Leiman Bros. 

PUMPS, HAND AND POWER 
F. E, Myers & Bro. Co. 


PUMPS, JET 
American Injector Co. 
PUMPS, MINE 
F. E. Myers & Bro, Co. 
PUMPS, OIL 
Detroit Lubricator Co. 
Leiman Bros. 
The Pickering Governor Co. 
Sherwood Mfg. Co. 
PUMPS, POWER 
The Barnes Mfg. Co. 
PUMPS, TANK 
The Barnes Mfg. Co. 
F. E. Myers & Bro, Co. 
PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
PUNCHES, HAND 
Chas. Morrill 
PUNCHES, SCREW 
Lovejoy Tool Works 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RASPS 
Delta File Works 
RATCHETS 
Armstrong Bros. Tool Co. 
REAMERS 
Cleveland Twist Drill Co. 
National Twist Drill & Tool Co. 
The Whitman & Barnes Mfg. Co. 
RESEATERS, VALVE 
M. B. Skinner Co. “Skinner” 
ROPE DRIVES 
Dodge Manufacturing Corporation 
H. W. Caldwell & Son Co. 
The Hill Clutch Co. 
The Medart Company 
T. B. Wood's Sons Co. 
ROPE, WIRE 
Wickwire Spencer Steel Corp. 
RUBBER GOODS, MECHANICAL 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
Hewitt Rubber Co, 
Jenkins Bros. 
Murray Rubber Company 
New York Belting & Packing Co. 
SAFETY DEVICES 
The Crescent Machine Co. 
Dodge Manufacturing Corporation 
SAND BLAST OUTFITS 
Leiman Hros. 
SAW SETS 
Chas. Morrill 
SAWS, BAND 
The Crescent Machine Co. 
Sidney Machine Tool Co. 
SAWS, HACK (Blades) 
Victor Saw Works 
SAWS, HACK (Machines) 
Racine Tool & Machine Co. 
SAWS, SWING, CUT-OFF 
The Crescent Machine Co. 
SCRAPERS, BOILER TUBE 
Newark Brush & Scraper Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
SCREW MACHINES, AUTOMATIC 
The National Acme Company 
SCREW MACHINE PRODUCTS 


The National Acme Company 
Standard Pressed Steel Co. 
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VICTOR 


HACK SAW BLADES 





Victor All Hard and Flexible 
Blades for hand frames and 
Victor All Hard Blades for light 
machine work are made of spe- 
cial tungsten alloy, attractively 
boxed, and in steady demand. 


Victor Service includes full in- 
formation on hack saw blade 
use, advice on metal cutting, 
price lists, etc. Write us and 
let us help you increase your 
sales on this popular brand. 


VICTOR SAW WORKS 


MIDDLETOWN, N. Y. 


2005-28 














They’re Safe to Use 


BLUE GRASS Sanitary Wipers are 
safe for the engineer, machinist and 
all others who use wiping cloths in 
their work. They are better than 
waste. To make them perfectly safe 
for handling, they are washed in boil- 
ing water, sterilized and disinfected 
in powerful chemicals. Blue Grass 
Wipers are endorsed by health 
officials. 





Mill supply and hardware jobbers 
write for special proposition on this 
high grade line of sanitary wiping 
cloths. Jobbers have our full co- 
operation. 


Louisville Sanitary Wipers Co., Inc. 
Manufacturers 


Louisville, Kentucky 





Insist on BLUE GRASS 
SANITARY WIPERS 
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You Can't Fool 








The Engineer 


He knows that 


MONCRIEFF’S 


Scotch Gauge Glasses 


make for the highest degree of safety in the 
Boiler Room. That’s part of his job. Why take 


a chance? 


Moncrieff Gauge Glass has exceptional tough- 
ness and strength, yet it does not cloud up. It 
does not shatter at the first draught of cold 
air. It stands even cold water thrust against it 
while the glass is in use. Hot or cold—cold 
or hot—the Moncrieff tube is safe, sure, de- 


pendable and long lived. 


That is why the Engineer demands them and 
why wise dealers stock and prefer to sell them. 


Order a stock today. 


PERTH brand for Standard Steam Pressure up to 200 lbs. 
UNIFIC brand for High Steam Pressure up to 400 lbs. 


H. A. Rogers Co. 


87 Walker St., 
NEW YORK 
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“Making Good”’ 


“Making good” means that “De- 
pendable” Iron and Brass Goods 
must satisfy every plumber, steam- 
fitter, lineman, engineer and field 
superintendent. They must be 
made of carefully selected raw ma- 
terial and by painstaking mechan- 
ics, and the final test must be so 
severe that an imperfect article 
cannot get by. 


“Dependable” products have been 
making good for thirty years. Any 
reputable dealer can furnish them. 
Why not specify “Dependable” on 
your next order? 


DETROIT BRASS & 
MALLEABLE WORKS 


Detroit Michigan 
Sole Manufacturers 


The “DEPENDABLE” Line 
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THE MORRILL NAIL PULLER 


has a balance that none other possesses. This, with its light weight, straight arm pull 


and increased fulcrum, pulls out nails twice as fast with half the effort. Try them on 


your particular customers who appreciate good tools. Write in for catalog and prices. 


CHAS. MORRILL, INC., 98 LA FAYETTE ST., NEW YORK 








SCREWS, CAP AND SET 
The National Acme Company 
Strong, Carlisle & Hammond Co. 
SCREWS, SAFETY SET 
Allen Mfg. Co. 
The Bristol Company 
The National Acme Company 
Standard Pressed Steel Co. 
Strong, Carlisle & Hammond Co. 
SEPARATORS, OIL AND STEAM 
The D, T. Williams Valve Co. 
SHAFTING 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
SHAFTING, TUBULAR (MATERIAL FOR) 
National Tube Company 
SHARPENERS, KNIFE 
The Cleveland Stone Co, 
SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
SLEEVES, DREDGING 
Murray Rubber Company 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 
SOAP DISPENSERS 
Chas. Morrill 


SOLDER, BAR AND WIRE 
Chicago Solder Company 
SOLDERING COPPERS, FLUX, PASTE AND 
SALTS 
Chicago Solder Company 


SPROCKETS 
H. W. Caldwell & Son Co. 
The Jeffrey Manufacturing Co. 
VW. A. Jones Foundry & Machine Co. 
The Medart Company 
STANDS, ROLLER BEARING 
St. Louis Machine Tool Co. 
STEAM SPECIALTIES 
American Injector Co. 
Armstrong Machine Works 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
Detroit Brass & Malleable Works 
Michigan Lubricator Co, 
Penberthy Injector Co, 
Sterling & Skinner Mfg. Co. 
Strong, Carlisle & Hammond Co. 
The McRae & Roberts Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
H. A. Rogers & Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 


STEEL STAMPS AND MARKING DIES 

The Hoggson & Pettis Mfg. Co. 

STENCILS, SHIPPING 
The Hoggson & Pettis Mfg. Co. 

STILLSON WRENCHES 

Moore Drop Forging Co. 
Walworth Mfg. Co. 

STOCKS AND DIES 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 

STRAINERS 

American Injector Co. 

STRAPS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 

TACKLE BLOCKS 
Marine Decking & Supply Co, 

TANKS, SEAMLESS STEEL 

National Tube Company 

TAPS, COLLAPSING 
The National Acme Co. 

TILING, RUBBER, INTERLOCKING 

New York Belting & Packing Co. 


TIRES, AUTOMOBILE 
Diamond Rubber Co., Inc. 


TOOLS, BORING 
Armstrong Bros. Tool Co. 


TOOLS, ELECTRICAL 
Black & Decker Mfg. Co. 
U. S. Electrical Tool Co. 

TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 

TOOLS, VALVE RESEATING 

M. B. Skinner Co. ‘‘Skinner’’ 


TORCHES, BLOW 
Clayton & Lambert Mfg. Co, 
Geo. W. Diener Mfg. Co, 
TORCHES, WELDING 
Torchweld Equipment Co. 


TRANSMISSION, VARIABLE SPEED 

The Moore & White Co. 
Reeves Pulley Co. 

TRAPS, STEAM 
Armstrong Machine Works 
G. M. Davis Regulator Co. 
Strong, Carlisle & Hammond Co. 
D. T. Williams Valve Co. 

TROLLEYS 


Lovejoy Tool Works 


TUBES, BOILER 
National Tube Company 


TUBING, RUBBER 
New York Belting & Packing Co. 

TUBING, STEEL 
National Tube Co. 


UNIONS, BRASS AND IRON 
Illinois Malleable Iron Co. 
Walworth Mfg. Co. 


VALVE LEATHERS 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 


VALVES, AIR 
Detroit Brass & Malleable Works 
The Penn Engineering Co. 
Sterling & Skinner Mfg. Co. 
VALVES, BALANCED, FLOAT 
Mason Regulator Co. 


VALVES, BLOW OFF 
Jenkins Bros. 
The Wm, Powell Co, 
The D. T. Williams Valve Co. 
Walworth Mfg. Co, 

VALVES, CHECK 
Jenkins Bros. 
Detroit Brass & Malleable Works 
The Ohio Brass Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 
VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, GATE, GLOBE ANP ANGLE 

Detroit Brass & Malleable Woriks 
Jenkins 3ros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 


VALVES, HIGH PRESSURE 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Henry Vogt Machine Co. 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 
The Watson-Stillman Co, 
VALVES, HYDRAULIC 
Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
Walworth Mfg. Co. 
The Watson-Stillman Co, 
The D, T. Williams Valve Co. 


VALVES, POP SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
VALVES, PRESSURE REGULATING 
G. M. Davis Regulator Co. 
Mason Regulator Co, 
Walworth Mfg. Co. 
VALVES, PUMP, RUBBER 
Diamond Rubber Co., Inc. 
Jenkins Bros. 
New York Belting & Packing Co. 
VALVES, RADIATOR 
Capitol Brass Works 
Detroit Brass & Malleable Works. 
Detroit Lubricator Co. 
Jenkins Bros. 
Michigan Lubricator Co, 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
VISES, BENCH 
The Chas, Parker Co. 
Walworth Mfg. Co. 
VISES, PIPE 
The Chas. Parker Co. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 
WASHERS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
WASHERS, RUBBER 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co 
WASTE, COTTON AND WOOL 
The J. Milton Hagy Waste Works 
WATER CLOSETS, FROST PROOF 
Jos, A. Vogel Co. 
WATER GAGES (LEVEL) 
Michigan Lubricator Co, 
WATER SYSTEM PUMPS 
The Barnes Mfg. Co. 


WELDING EQUIPMENT 
Torchweld Equipment Co. 
WHEELS, GRINDING 
The Cleveland Stone Co, 
New York Belting & Packing Co. 
Sterling Grinding Wheel Co, 
WIPING CLOTHS, MACHINERY 
The J. Milton Hagy Waste Works 
Louisville Sanitary Wipers Co., Ine. 
WIRE BRUSHES 
Pilley Packing & Flue Brush Mfg. Co. 
WIRE ROPE 
Wickwire Spencer Steel Corp. 
WIRE SOLDER 
Chicago Solder Co. 
WOODWORKERS, VARIETY 
Crescent Machine Co, 
Sidney Machine Tool Co. 
WRENCH SETS 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Walworth Mfg. Co. 
J. H. Williams & Co, 
WRENCHES, ENGINEERS’ & MACHINISTS’ 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
WRENCHES, PIPE 
Moore Drop Forging Co. 
Walworth Mfg. Co. 
J. H. Williams & Co, 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tooi Co. 
J. H. Williams & Co. 
WRENCHES, SOCKET 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. (electric), 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 


BIRKLE Cast Iron Motor Pulleys 


Up to 12” Diameter shipped 
within Twelve Hours 


Motor Rails 


Carried in stock for immediate 


shipment. 














Telephone Monroe 7053-54 





Booklet with list of distributors and other interesting data sent 


upon request. Sold by the foremost dealers. 
BIRKLE MACHINE WORKS American Swiss File & Tool Co. 


456 N. Union Ave. i ; 
a en Catone, 410-416 Trumbull St., Elizabeth, N. J. 














ATLANTIC Bar Belt Dressing 


20 Years on the Market without a Complaint 






A record that is hard to beat. During that time 
we have never had a report of a belt injured 


by it. Made of high grade materials. We 
never lower the quality. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


Jo HNSO N BUSHINGS 














Giants in Strength, 
Dwarfs in Size 
Williams’ 
“Vulcan’’ Drop-Forged 
Chain Pipe Vises 















8 || “OHNSON \V% 
are adapted for use on bench or “i Sota *BeiTT UND mean Packed in 
post. They are unbreakable, = 
rapid in action, and positive in T enw 


Cartons for 
Easy Handling 


grip. 
Extra parts furnished 


Have you our Catalog? 


WILLIAM 


eee RIOR OROP-FORGED 1M 


oP VULCA CHAIN $k 
DR sams Wa pe 
PIPE VISE iaitatcaitliis 





Johnson Bronze Bushings are not only 
better bushings but are packed for con- 
venient handling by mill supply houses. 
For details about this profitable jobbing 
line, write us today. 


JOHNSON BRONZE COMPANY 
New Castle, Pa. 





MANUFACTURERS OF 


OAK TANNED 
WATER PROOF, CHROME 


Made in a num- 
ber of sizes and 
A tool for cut- models for han- 
ting bolts, rods, dling various 
and wires. Orig- ‘ y : sizes of work 
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inally perfected 
for the black- 
smith and car- 
riage - building 
trade, now used 
all over the 
world in shops, 
factories and on 
construction. 


HK.PORTER 


and for special 
purposes. Sold 
by heavy hard- 
ware and tool 
supply houses 
everywhere. The 
name Porter is 
on every tool 
guaranteed b 

H.K. Porter. 


EVERETT 
MASS. 








LEATHER BELTING 





TAYLOR BELTING COMPANY 


Fateh t- Cet: 5 ole) bt mam bole bt-tet-t 
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ARGUTO Oilless Bearings 


Will Help Cut Manufacturing Costs in Three Ways— 
First Cost, Operation and Maintenance 


Users of ARGUTO can tell this story more forcibly than we can. Read these 
from three of the hundreds of letters that come in from users. 

“We have found the ARGUTO Bushing very satisfactory, as all of our screw machine 
countershaits are equipped with them, and we have never had any trouble whatever.” 
“They have proven so satisfactory that we have used them on all the other ma 
our shops.” 

“They certainly have given us SERVICE.” 

“Our maintenance and Repair Accounts show a BIG SAVING since adopting ARGU 
Then this: “The motors run approximately 9,000 R. P. M.. but this in no way. s 


extracts 





t 
a) 


as we have been able to determine, has harmzd ARGUTO aiter eight years.” 
And another: “The ———— Knitting Mill advises that they have run these (ARGUTOS) 
for FIFTEEN YEARS WITHOUT OIL.” 

Just figure out for yourself what ARGUTOS can save your 
Operation and Maintenance. ARGUTOS cost less than metal: 
(what do your customers spend for lubrication?); they run ior y 
tion; they never cut the shafting; they run at any speed (30.000 
grinders); they save fine materials from being splattered with oil: 
and neglect-proof. 


Recommend a trial order and your customers will discover a new way of cutting cost 





Write today to the ae ee 
ARGUTO OILLESS BEARING CO. 
Pioneer Manufacturers of Oilless Bearings 
151 Berkley Street, Wayne Junction Philadelphia 
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SAFETY) SET SCREWS 


The other day an operator, on a 
machine in a certain factory, came 
in contact with the head of an 
ordinary set screw, used on a 
moving part of the machine. 


RESULT— 


Another occupied bed in the 
hospital and the family is» now 
dependent on the State for com- 
pensation. 


WHY— 


Because the machine was not 
fitted with MAC-IT SAFETY 
SET SCREWS. 


PROTECT your customers’ em- 
ployees by selling them MAC-IT 
SAFETY SET SCREWS. 


Made in all sizes. 


THE STRONG, CARLISLE 
& HAMMOND CO. 
Cleveland, O. 


BRANCHES: 


Boston Philadelphia Detroit 
New York Chicago 


Mac-Its—Safety-+-Service 
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